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Ninety-liight Regency. 

A luxury car, happy to report, can still be a most logical 
purchase. That’s the Olds point of view behind the new 
Ninety-Eight Regency. Most logical of all is that you needn’t 
be extravagant to get the elegance you want. Compare prices, 
and you’ll find Regency a most pleasant surprise. And with 
Regency, the niceties — from air-conditioning and power 
accessories to its richly-appointed interior —are all stan¬ 
dard. Ninety-Eight Regency. Standard V6, or optional /yU ^ 

gas or diesel V8. The logic is simply impeccable. 


Have one built for you. 

Let’s get it together... buckle up. 

Some Oldsmobiles are equipped with engines produced by other GM divisions, 
subsidiaries or affiliated companies worldwide. See your dealer for details. 





































When you think of training 
think of Dale Carnegie 

Because training is all we do 
and we know how to make it work! 

Dale Carnegie offers five distinctly different courses, each for a different 
purpose... all designed to improve the performance and increase the 
effectiveness of men and women at every level of responsibility. 


THE DALE CARNEGIE MANAGEMENT SEMINAR - A 

highly concentrated executive development program stres¬ 
sing the human aspects of modern goal-oriented manage¬ 
ment. Seminar participants improve their abilities to dele¬ 
gate more productively, to communicate thoughts, ideas, 
and proposals more concisely, more effectively, and to 
inspire greater teamwork and cooperation from others. 
They gain a better working knowledge of the total manage¬ 
ment process as well as their own managerial functions. The 
Seminar provides a detailed follow-up program with built-in 
controls, check-points, and feedback systems to help moni¬ 
tor performance, progress, and overall productivity. 

THE DALE CARNEGIE SALES COURSE - A practical, 
down-to-earth training program designed to help sales¬ 
people increase their skills in the various aspects of the 
motivational sales process . . . from qualifying prospects, 
and improving presentations, to timing the close of the sale. 
Salespeople learn to use fresher, more relevant selling lan¬ 
guage and to handle objections and sales resistance more ef¬ 
fectively. They increase their selling confidence and their 
overall sales productivity. The participants’ progress is 
measured by actual on-the-job sales increases achieved 
during the course of the training. 

THE DALE CARNEGIE COURSE - Recognized world¬ 
wide for its effectiveness in motivating and inspiring men 
and women to discover and develop more of their potential 
talents and abilities Participants learn to communicate 
their thoughts, ideas, and feelings more clearly, more ef¬ 
fectively. They develop a better understanding of human 
relations which enables them to get along even better with 
their associates, co-workers, and friends. They increase 
their self-confidence, their self-reliance. They develop bet¬ 
ter memory skills. They learn to live and work with less 
worry and tension and they become more confident in their 
ability to make decisions and resolve difficulties. 


THE DALE CARNEGIE CUSTOMER RELATIONS 
COURSE — To improve the performance and increase the 
effectiveness of personnel who have customer-contact 
responsibilities. Participants learn to make better first im¬ 
pressions with customers. They improve their ability to 
present product benefits in terms of customer needs and 
to generate more add-on sales . . . more repeat sales. They 
learn to handle complaints more effectively for both the 
customer and the company. The results come quickly and 
visibly in terms of increased overall sales and happier, more 
loyal customers. 

THE DALE CARNEGIE PERSONNEL DEVELOPMENT 
COURSE — To bring greater unity and harmony to inter¬ 
nal operations by raising employee morale and improving 
both person-to-person and group-to-group working rela¬ 
tions. A fresh spirit of teamwork and cooperation is devel¬ 
oped as participants learn to work more effectively with 
their peers, with management, with suppliers, and with 
customers. A reduction of internal conflicts, absenteeism, 
and staff turnover contributes to greater continuity and 
productivity in your operations. 

All five distinctly different Dale Carnegie Courses 

are backed by years of development, testing, and practical 
application gained in the process of training more than 2 l /i 
million men and women representing a wide variety of busi¬ 
ness; professional, and social backgrounds. The effective¬ 
ness of the training is constantly reaffirmed each year by 
the hundreds of companies, both large and small, which use 
Dale Carnegie Courses to supplement their regular in-house 
programs. Dale Carnegie training is conveniently offered in 
large and small communities across the United States as 
well as in Canada and many other countries of the world. 

For more information about Dale Carnegie Courses, call or 
write for a free copy of our quick-reading booklet which 
outlines the contents , methods, and objectives of each 
Course. Please call toll-free (800) 231-5800. In Texas , call 
(800) 392-2424. Or write directly to the address below. 



DALE CARNEGIE & ASSOCIATES. INC. 

SUITE 623S 7047 REGENCY BLVD. HOUSTON, TEXAS 77036 
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Announcing 
the return of a legendary 

magazine. 



From 1914 to 1936, a most 
memorable magazine called Vanity 
Fair epitomized the elegance and 
style, artistry and wit of a now- 
vanished age. 

In March of 1983, Conde Nast 
Publications will present the pre¬ 
miere issue of the new Vanity 
Fair. A magazine that captures the 
sparkle and excitement of the ’80s 
as no other magazine today. 

Literary and liberated. Adven¬ 


turous, skeptical, irreverent. As 
complex and contradictory as the 
time in which we live. A maga¬ 
zine of literature and the arts. Pol¬ 
itics and popular culture. Private 
lives and public events. Films and 
theater. Music and dance. Art and 
photography. TV and travel. 

Books and economics. Poetry. 
Food. Sports. Just about every¬ 
thing worth doing, seeing, talking 
about, knowing about. 


© The Conde Nast Publications Inc. 1983 


Please accept the 
premiere issue with 
our compliments 


Our contributors will include 
some of today’s most original nov¬ 
elists, journalists, poets, artists, 
photographers, critics. We will 
offer them a unique freedom and 
breadth of expression. They, in 
turn, will offer us their wit, new 
perceptions, provocative points of 
view. From its essays, reviews 
and profiles to its photography, 
paintings and cartoons, the new 
Vanity Fair will be a magazine of 
excellence and innovation. A mag¬ 
azine whose time has come... 
again. 

To ensure you receive the 
premiere issue we must hear 
from you by March 15,1983. 
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ON EXERCISE—MENTAL 
AND OTHERWISE—AND 
INTERESTING PEOPLE 


by Dwight L. Chapin 

A ccording to England’s staid finan¬ 
cial weekly, The Economist, the 
man on our cover has “a reputation as a 
California eccentric to live down” in his 
quest for new business connections. But 
while he’s far from being a conventional 
achiever, Nolan Bushnell is no crackpot. 
Robert Wieder, who profiles Bushnell 
for us, says that the man who invented 
the $8 billion video-game industry was 
‘‘deeply wounded by an article I did 
about him in 1974 that painted him as an 
industrial radical who was compro¬ 
mising his ideals for profit and business 
credibility. Only recently did I learn that 
what stung him was not the ‘sellout’ 
label, but that of ‘idealist,’ just when he 
wished to take Atari public. What Nolan 
would like is an article that describes him 
as a blood-drinking, fascist Druid—with 
a game plan guaranteed to yield a 
40-percent return in 18 months.” 
Wieder quotes a Bushnell associate as 
saying, ‘‘Nolan’s mind moves at rates 
above those of mortal men.... You learn 
not to dismiss any of his ideas because 
they haven’t been done or seem out¬ 
rageous, because he’s proved such ideas 
can work.” 

Be that as it may, Dr. Edward de Bono, 
who holds forth in an interview on 
‘‘Power Thinking” (page 22), believes 
that ‘‘a computer expert left to himself 
would design an ingenious computer¬ 
ized leg rather than a wheel.” De Bono’s 
contention that thinking is a skill that can 
be mastered even by people who aren’t 
gifted with high intelligence parallels this 
magazine’s long-held view about posi¬ 
tive attitude. It, too, is a skill that can be 
learned, and a person who has learned it 
can achieve far more than another who 



might be more fortunate in natural 
abilities, yet has a negative outlook. 

Which brings us to Larry Bird, who 
may be the most gifted, and the most 
publicity-shy, basketball player in the 
world. Veteran Bird-watcher Joseph 
Durso tracked him down in Boston for 
our profile ‘‘Rare Bird” (page 36). He 
says Bird’s attitude is outstanding, and 
what people sometimes interpret as curt¬ 
ness is really shyness. Fame has no appeal 
to Bird, who has said, “I get sick of seeing 
my name in the papers. I get sick of see¬ 
ing my face on TV.” As Durso’s fellow 
sportswriter Mike Lupca puts it, Bird is 
inarticulate about his remarkable gifts 
and sense of the game. ‘‘It is only when 
the ball is in his hands that he turns into 
some kind of Winston Churchill.” 

Jay Stuller ’s guide to total conditioning 
(“Succexercise,” page 30) may not make 
you a great athletic statesman, but 
following the program is guaranteed to 
make you feel better and improve your 
attitude. Stuller says achievers who exer¬ 
cise regularly feel more self-confident 
and are able to think more creatively. 
The best exercise to lose weight, how¬ 
ever, we are told by one formerly fat 
achiever, is ‘‘to move the head slowly 
from right to left and back when asked to 
have a second helping. ” 

Finally, we refer you to our piece on 
‘‘Cultivating Your Relationships” by 
Paul Neimark (page 44) with Emerson’s 
thought: ‘‘We take care of our health, we 
lay up money, we make our roof tight 
and our clothing sufficient, but who pro¬ 
vides wisely that he shall not be wanting 
in the best property of all—friends ? ” □ 
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You might be shocked at how much 
cashflows into your 

system. 


Before another expensive business day goes by, 
let us prove that copy for copy, Gestetner can save you money. 



We've found that many compan¬ 
ies spend far too much making 


copies. 

That's why we'd welcome the 
opportunity to prove how dramati¬ 
cally we can reduce your cost-per- 
copy. Only Gestetner offers as 
broad a range of copying systems. 
Only Gestetner can tailor systems to 
your individual needs to help you 


achieve the lowest possible cost- 
per-copy. 

We can offer you duplicators that 
can reduce copy-making costs to as 
low as a third of a cent per copy.* 
Printers that achieve a cost-per-copy 
as low as a sixth of a cent.* And 
plain paper copiers that make high 
quality copies quickly with push 
button convenience. 

Whether you need two copies of 
an invoice or ten thousand copies 
of a multi-color catalog. Gestetner 
has the right machine to help you 
do the job at a low operating cost. 

Contact us 
and see how 
much money 
we can help 
you save on 
every copy you 
have to make. 


•Cost per copy is based on direct machine consumable supplies only Excludes amortized machine costs service costs 


Enter the 

Around the World with 



Contest. 

See the white pages for your 
nearest Gestetner branch showroom. 


Call or write: 

Gestetner Corporation 
Gestetner Park 
Yonkers, NY 10703 

800-431-2455. in New York (914) 968-1216 

Come and show me how much money you 
can save me, and bring along information on 
your other paper handling equipment. 
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State_ _ Zip 
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“Now it’s all together ... all the best of jazz, 
at long Iast7 in one place. With all the joy, 
the sorrow, the vitality that makes jazz great. 
It gives me a tremendous feeling to know 
this collection is being done, and 
I’m delighted to be a part of it. ” 

— Dave Brubeck 


The Institute of Jazz Studies is proud to announce 
its Official Archive Collection 


Unprecedented in recording history—the complete 
and definitive collection of great jazz performances 
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A collection that only the Institute of Jazz Studies could assemble: 

□ The best of over 60,000 records from the Institute's archives 
and the vaults of every great jazz label. 

□ Including rare out-of-issue pressings, unreleased recordings- 
and studio “takes” just recently discovered. 

□ The first and only collection to tell the entire jazz story. 


FOR THE FIRST time ever, the greatest 
recorded performances in the history of 
jazz will be brought together in a single, 
definitive record collection. 

This unprecedented collection is be¬ 
ing issued by the Institute of Jazz Stud¬ 
ies, home of the world’s largest archive 
of original jazz recordings. It will in¬ 
clude the most important recordings of 
every major jazz artist who ever lived. 
And it will span all periods ... all labels 
... all the great styles that have made 
jazz the most inventive and exciting 
music of our century. 

From the world’s largest jazz archive 

The Greatest Jazz Recordings of All 
Time is the culmination of years of work 
carried on at the Institute’s headquar¬ 
ters at Rutgers University—by a staff of 
authorities unique in all the world. 

As they set about making their selec¬ 
tions, no resource was denied them. 
They considered countless recordings, 
beginning with the Institute’s own ar¬ 
chive of more than 60,000 records. In 
addition, they received the support of 
all the great jazz labels, whose vaults 
hold the master recordings essential for 
this collection. 

The most comprehensive 

collection ever assembled 

As a result, this will be the first col¬ 
lection to capture the all-time best of 



xjis Armstrong, Stan Getz: Photos by Robert Parent; Ella Fitzgerald: 
x)to by Raymond Ross; Lionel Hampton,' Dave Brubeck: David 
edfern/Retna Ltd.; Benny Goodman: Rex Features Ltd.; King Oliver's 
role Jazz Band: Courtesy of the Tulane University Jazz Archive. 


jazz, as it flourished in each generation. 
The greatest music from the golden 
age —the dazzling trumpet solos of 
Louis Armstrong, the biting elegance of 
Bix Beiderbecke’s cornet, and the vital, 
vibrant piano styles of Fats Waller. 

From the era of swing —the inno¬ 
vative bands of Benny Goodman, 
Count Basie, Gene Krupa; the incom¬ 
parable Duke Ellington; singers Billie 
Holiday, Bing Crosby; guitarist Django 
Reinhardt in his “Hot Club of France” 
recordings. 

The best of bop and cool jazz —with 
alto sax artists ranging from the fiery 
Charlie Parker to the impeccably 
graceful Paul Desmond ... trumpeters 
Dizzy Gillespie and Miles Davis ... the 
Oscar Peterson Trio ... Milt Jackson, 
with the Modern Jazz Quartet. 

And the great musicians who are 
bringing jazz to more people than ever 
today —including George Benson, 
Herbie Hancock and Chick Corea. 

A collection you could 
never assemble in any other Wc 

This is a collection that could nc ? 
duplicated by any individual. r 
draws upon a wealth of rare recor 
which belong to the Jazz lnst»^ le 
including important material ji“ne; 
covered in the last few years, ood 
Some of these recordings, ■ you 
Teddy Wilson’s solo piano ve/ () n 
‘Somebody Loves Me,’ have 
never been issued before. Otfy 
been unavailable for decade1 « 

as Art Tatum’s ‘Chloe.’ And a av ce 
most fascinating of all are 
viously unreleased studio ,tomac 
well-known numbers like , Be iowed 
gle’ by Charlie Christian anc is ha<J 
Get Started’ by Bunny Bengal bat- 
And all the classics and hits loss 
will be here. Unforgettable per- 
mances of ‘St. James Infirmary’ by Jc 
Teagarden, ‘China Boy’ by Eddie Co¬ 
don, and ‘Star Dust’ by Lionel Hampton. 

The superior 

sound of proof-quality records 

The sound quality of each record will be 
a revelation. For every vintage record¬ 
ing will first undergo a painstaking res¬ 
toration. Each will be electronically 
“cleaned,” groove by groove ... bring¬ 


ing you closer to the actual perfor¬ 
mance than was previously possible. 

Furthermore, the Institute of Jazz 
Studies has appointed The Franklin 
Mint Record Society, one of America’s 
leading producers of high-quality 
records, to press the records for this 
collection. And they will use a special 
vinyl compound containing its own anti¬ 
static element. In addition, each record 
will be pressed in an atmosphere con¬ 
trolled “clean room.” The result — a 
pressing of superior fidelity that is also 
more durable and resistant to dust. A 
record of true proof-quality. 

The records will be issued in hard¬ 
bound albums. Each album will hold a 
set of four 12" long-playing records. 
And each will present a specially con¬ 
ceived program of selections, which 
brings together related performances 
in a way unique to this collection. Ac¬ 
companying each album will be an ex¬ 
pert commentary, written under the 
supervision of Institute Director Dan 
Morgenstern. 

Available exclusively by subscription 

Throughout the world today, people are 

iust to help 
is adequately 

That’s why Allstate has introduced 
our Increasing Life Insurance 
policies. Life insurance that grows 
each year at rates based on your age 
now. 

Our Increasing Whole Life plan 1 is 
permanent insurance protection 
that builds cash values over the 
years, and increases automatically 
to help keep up with inflation. You 
pick the rate of increase — either 
5% or 10% each year — for 10 
years. And the premium for the 
additional coverage is based on 
your original purchase age! 

If you’re looking for protection 
that covers you for a specific 
number of years, we also have an 
Increasing Term plan.' 

/instate 

You’re in good hands. 

Allstate Life Insurance Company 
Home Office: Northbrook, IL 60062 

learn more about either of these 
R u Allstate Life plans, come to an 
thro t e booth at Sears or an 

T° - office — or check # 1 
panyin 65 

Mint Rt — w—m 

PA 1909 ole Life policy (Execu-Flus) 

wable and Convertible Term policy 
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THE LIVING 
PHILOSOPHY OF 
ABRAHAM LINCOLN 



W hat makes a great man? His 
living philosophy . . . the 
philosophy by which he lives. For ex¬ 
ample, actually living—rather than 
only memorizing—the golden rule: 
“Do unto others as you would have 
others do unto you” and . . . don’t do 
unto others what you would not have 
others do unto you. 

What is your living philosophy? A 
living philosophy can be either good 
or evil, and the following thoughts 
may motivate you to determine 
whether or not yours will be idealistic 
enough for you in the future. 

In commenting on a recent televi¬ 
sion series, Ihe Blue and the Gray , 
which dramatized the Civil War as the 
most traumatic event in our nation’s 
history, Stephen B. Oates, author of 
With Malice Toward None. The Life 
of Abraham Lincoln , pointed out 
some of the paradoxes of the charac¬ 
ter of the Great Emancipator, who 
was also one of history ’s great motiva¬ 
tors of men. “The real Lincoln was 
not a saintly emancipator, and he was 
not an unswerving racist, either,” 
Oates said. “He was complex, many- 
sided, and richly human.” 

Lincoln’s legacy is not of a legend 
but of a living philosophy. Many of his 
observations are as appropriate and 
meaningful today as when he wrote 
them. To bring Lincoln’s philosophy 
to life in our own hearts, we should 
ask how his words apply to us. 
Therefore, here are some examples, 
along with my own questions: 

• “I view it [education] as the most 
important subject which we, as a peo¬ 
ple, can be engaged in.” 

Am 1 willing to pay taxes to 


discipline the minds and characters 
of our children ? 

• “. . . you cannot build character 
and courage by taking away a man’s 
initiative and independence; you can¬ 
not help men permanently by doing 
for them what they could and should 
do for themselves. 

Am I truly interested in helping 
others motivate themselves? 

• “It is difficult to make a man mis¬ 
erable while he feels he is worthy of 
himself and claims kindred to the 
great God who made him.” 

Will I remember Lincoln s words 
whenever I feel low? 

• “You cannot keep out of trouble 
by spending more than your income; 
you cannot further the brotherhood 
of man by inciting class hatred; you 
cannot establish sound security on 
borrowed money.” 

Will I try to avoid financial dif¬ 
ficulty by applying Lincoln s advice? 

• “When Lee crossed the Potomac 
and entered Pennsylvania followed 
by our Army, I felt that the crisis had 
come. I knew that defeat in a great bat¬ 
tle on Northern soil involved the loss 
of Washington, to be followed, per¬ 
haps, by the intervention of England 
and France in favor of the Southern 
Confederacy. I went to my room and 
got down on my knees in prayer. 
Never before had I prayed with so 
much earnestness. I wish I could 
repeat my prayer. I felt that I must put 
all my trust in Almighty God. He gave 
our people the best country ever given 

Continued on page 65 


Allstate Update 

Now you can 
get life insurance 
that grows 
each year. 
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At a cost based on 
your age now. 


The way inflation is driving up the 
cost of living, you’ll need more 
protection every year, just to help 
make sure your family is adequately 
protected. 

That’s why Allstate has introduced 
our Increasing Life Insurance 
policies. Life insurance that grows 
each year at rates based on your age 
now. 

Our Increasing Whole Life plan 1 is 
permanent insurance protection 
that builds cash values over the 
years, and increases automatically 
to help keep up with inflation. You 
pick the rate of increase — either 
5% or 10% each year — for 10 
years. And the premium for the 
additional coverage is based on 
your original purchase age! 

If you’re looking for protection 
that covers you for a specific 
number of years, we also have an 
Increasing Term plan.' 

/instate 

You’re in good hands. 

Allstate Life Insurance Company 
Home Office: Northbrook, IL 60062 


To learn more about either of these 
new Allstate Life plans, come to an 
Allstate booth at Sears or an 
Allstate office — or check # 1 
on page 65. 


'Increasing Whole Life policy (Execu-Plus) 
-’Increasing Renewable and Convertible Term policy 
(Execu-term) 
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[ON TOP 

by Greg Daugherty 





[howto ~ 

Your turn 

Each month in Success , we present 
strategies our readers can use to attain 
their personal and professional goals. 
This month, we’d like to ask for yours. 
Do you have a success technique that 
you’ve discovered and would like to 
share? (It might concern motivation, time 
management, self-improvement, goal 
setting, financial planning, or any of the 
other skills vital to personal achieve¬ 
ment.) If so, please describe it on the 
coupon below and send it in. We’ll 
report on the most interesting and 
unusual suggestions during the coming 
months. 


Two for the road 

Drinking and driving to the top don’t 
always mix. Fortunately, if you want to 
moderate your alcohol intake, yet thirst 
after something more adventurous than 
common soft drinks, there are alter¬ 
natives. Many of them are featured in 100 
Cocktails without Alcohol by Andre 
Bluteau (Lucoda Productions, P.O. Box 
828, Champlain, NY 12919; $9.95). 
Here’s a taste: 

Orange Bud 

1 teaspoon liquid honey 
2/3 ounce anise syrup 
2/3 ounce apricot syrup 
1 egg white 
3 ounces orange juice 
1/2 orange slice 
1 maraschino cherry 


1/2 cup crushed ice 
Using a blender, mix the honey, 
syrups, egg white, orange juice, and ice 
for 30 seconds at medium speed. Garnish 
with the fruit. 

Surf and Turf 

4 ounces beef consomme 
4 ounces Clamato juice 

1 celery stalk 

2 stuffed olives 
salt, ground pepper 

dash of Worcestershire sauce 
2 drops Tabasco 
4 ice cubes 

Put salt, pepper, Worcestershire sauce, 
and Tabasco in a glass with ice. Fill with 
consomme and Clamato juice. Garnish 
with the celery stalk and olives. 


QUOTC 


Ann and Abby on success 

* * Success means something different 
to each of us. To me it means self-esteem, 
which is the best defense against petty 
gossip, envy, unfair criticism, and naked 
lies. Success means having intelligent 
friends and honest critics. It means the 
ability to laugh at yourself and feel pain 
when someone good is in trouble. To ap¬ 
preciate the best in others and acknowl¬ 
edge shortcomings in ourselves—this is 
success. And most of all, to know that 
you have enriched the life of even one 


person because something you said or 
did elevated that person in some small 
way. This is to have succeeded. * * 

—Ann Landers, 
in the Chicago Sun-Times 

* *1 like Christopher Morley’s definition 
[of success]: There is only one suc- 
-to be able to spend your life in your 


cess- 


own way. 


> * 


—Abigail Van Buren, 
in the Chicago Tribune 


a 

1 

3 

t 


Name (Optional) 
Address _ 


Clip and mail to: Success Tips , 

Success Magazine, 401 N. Wabash Avc. 
Chicago, IL 60611. 
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What does your speech 
say about you? 


Winners have SPEECH POWER® 

The great entertainers have it.Top 
executives have it. Super sales men 
and women have it. In fact, virtually 
every successful person has Speech 
Power — the ability to communicate 
effectively. You can have it, too. 

Speech Power can be your key to 
success ... at work, in social 
situations, in your personal relation¬ 
ships, in every aspect of your life. 

When you have Speech Power, people 
listen when you speak. They listen 
because you have the ability to rivet 
their attention ... to hold their 
attention. To convince them. To sell 
them on your opinions, your ideas, 
your products, yourself. 

In effect, Speech Power is syn¬ 
onymous with winning . . . whatever 
your field or profession, whatever your 
purpose or goals. It gives you the 
power to get what you want, power 
that will take you to the top faster than 
all the nose-to-the-grindstone 
approaches put together. 

Introducing the 

SPEECH POWER® Program . . . 
the asset of a lifetime 

Obtaining this priceless asset — the 
ability to communicate your ideas 
effectively — is no mystery. It’s gained 
by tried and proven techniques, 
techniques anyone can learn. Every¬ 
thing you need is on the eleven tape 
cassettes of the SPEECH POWER 
Program, expertly organized and 
neatly packaged in a handsome 
portable portfolio you can take 
anywhere. Each tape features two half- 
hour chapters of suggestions, 
examples and foolproof methods you 


can adopt to improve your speaking 
dramatically. You also receive a blank 
cassette on which you record planned 
programs of practice . . . you can 
actually hear yourself improve! 

In short, you listen . . . you 
practice . . . you learn. And then, your 
whole life begins to change. Barriers 
start to crumble. Disappointments give 
way to success. Goals you thought 
were impossible become reachable. 
You feel positive, confident, secure — 
guiding the conversation at social 
gatherings or speaking to any group, 
large or small, without suffering a case 
of “the jitters.” 

And your new speaking prowess will 
bring about improvement in other 
ways. You’ll develop a presence others 
can sense immediately, a presence 
that says you’re strong, determined, 
persuasive — that you mean to get 


The art of verbal communications programmed in 
twenty-two fascinating chapters on eleven 
convenient tape cassettes. 

1 Speech: Mirror of the Mind 

2 The Great Human Achievement 
3. The Pause that Repulses 

4 Speak Up 

5. Breaking the Ice 

6. Everyday Talking 

7 Formal and Polite Speech 
8. Telephone Speech 
9 The Speech of Love 

10 Vocabulary 

11 Those Foreign Words! 

12. Four-Letter Words and Slang 

13. Dialects and Standard Speech 

14. The Power of Humor 

15. The Art of Listening 

16. Body Speech 

17. Public Speaking 

18. Persuasive Speech 

19 Debates and Arguments 

20. Misleading Speech: 

Speech and the Law 

21. Character and Culture in Speech 
22 When to Stop Talking 

(Each chapter is self-contained so that you can 
concentrate on subjects in any order you prefer) 


what you want out of life . . . that 
you’re a winner. 

Such success is now available to 
you because an outstanding team of 
professionals has put together this 
unique and highly effective program. 
The SPEECH POWER Program is not 
a dull do-it-yourself study course. On 
the contrary, by dramatizing real-life 
situations and letting you listen to the 
speech of famous personalities, the 
program quickly shows you how to 
break through the barriers to effective 
communication. 

See for yourself without 

obligation ... try the SPEECH 
POWER® Program for an exclusive 
15-day free examination 

To appreciate this extraordinary 
program, you must experience it. 

Listen and learn about breaking the 
conversational ice . . . about body 
speech and the power of humor. . . 
public speaking and telephone talk . . . 
how to listen ... the pitfalls of using 
four-letter words . . . about slang and 
pauses that repulse . . . persuasive 
speech, debates and arguments . . . 
and, finally, when to stop talking. All 
this and so much more to help you 
discover what an asset Speech Power 
can be to both your career and your 
social life. 

We’re so convinced that the 
SPEECH POWER Program can do 
wonders for you that we want you to 
try it at our risk. Just mail the attached 
reservation form, and the SPEECH 
POWER Program will be sent to you 
on trial. 


SPEECH® 

POWER 



C.A.M. Communications 

37 Woodland Road, Short Hills, N.J. 07078 


, I want to find out for myself how the SPEECH 
POWER Program can help me become a winner. 
Please send me the SPEECH POWER Program at 
$95.00 Plus $3.50 for handling and shipping. 

Enclosed is my check made payable to 
C.A.M. Communications. 

(Add N.J. sales tax if applicable) 

I prefer to charge to: Master Charge- 

Visa/Bank Americard_ 


□ 

□ 


Card No. 


Expiration Date 


Master Charge Interbank No 


(please print) 


SPEECH POWER is an exciting, 
entertaining self-improvement program 
that really works. 


I understand that I have 15 
days free examination. If 
within that time it does not 
live up to my expectations I 
will simply return it for a 
refund of my purchase 
price. 


City/State/Zip 


Signature 


Outside USA add $10.00 Air Mail extra 














YOUR HCALTH 


BONING UP ON 
CHIROPRACTIC 

by Richard Trubo 

H as your back ever felt as though a 
vise were gradually crushing it? Al¬ 
though the discomfort was probably not 
life-threatening, it may have 
been excruciating, keeping you 
from concentrating fully on the 
work in front of you. 

Four out of five adult 
Americans will suffer from back 
pain at some point in their lives. 

And when they hurt, growing 
numbers of them are turning to the 
nation s 20,000 chiropractors for help. 

A drugless, surgery-free healing system, 
chiropractic is widely misunderstood, 
despite its growing popularity. Basically, 
its premise is that a misaligned spine can in¬ 
terfere with the normal flow of nerve im¬ 
pulses. 

Chiropractors claim that when a delicate 
vertebra is improperly shifted by as little as 
one millimeter, the spinal nerves may be 
impaired enough to provoke or worsen 
many types of ailments. They contend that 
they can treat these illnesses—particularly 
orthopedic problems like back pain— 
through manual manipulation of the 
body’s structure. 

About 9 million Americans visited chiro¬ 
practors in 1982. And while many physi¬ 
cians still raise skeptical eyebrows 
whenever chiropractic is mentioned, this 
alternative health system is gaining some 
newfound respectability. True, the 
American Medical Association still seems 
far from endorsing chiropractic, but 
organized medicine’s public antagonism 
toward it has softened in recent months. 
The AMA no longer calls chiropractic an 
“unscientific cult,’’ for example, or a 
“hazard to health.’’ Nor does it insist that 
physicians refrain from making patient 
referrals to chiropractors. 

“Most patients consult chiropractors 
because they have some sort of musculo¬ 
skeletal pain, frequently of the spine,’’ ex¬ 
plains Dr. Robert L. Dark, president of the 
California Chiropractic Association. “But 


California-based freelancer Richard Trubo 
wrote on treatments for ulcers, in the November 
1982 issue of Success. 



many patients, although they may have in¬ 
itially come to us for some musculoskeletal 
or spinal complaint, have experienced 
significant relief of problems involving 
other organ systems as well, once we have 
initiated treatment.’’ 

A recent survey revealed that chiroprac¬ 
tors have claimed success not only in 
treating disorders like back pain, arthritis, 
and bursitis, but with problems ranging 
from headaches to asthma. Some chiro¬ 
practors insist that because the nervous 
system affects everything from movement 
to glandular secretions, many types of 
disorders will respond positively to spinal 
manipulation. However, few see it as a 
cure-all or panacea. 

“In the course of an examination of a pa¬ 
tient, chiropractors often find conditions 
that would be more appropriately treated 
by someone else,’’ Dark explains. “A pa¬ 
tient may come to us with a particular com¬ 
plaint and, in the course of treatment, we 
might discover a malignancy, or an under¬ 
lying disorder like diabetes. With any 
strong suspicion of these kinds of condi¬ 
tions, we advise that he seek the consulta¬ 
tion and advice of his family physician.’’ 


While manipulation of the back and the 
neck remains the primary form of treat¬ 
ment at chiropractic offices, various 
other procedures are sometimes used as 
well, including traction, ultrasound, and 
hot or cold compresses. Some chiroprac¬ 
tors have also started counseling patients 
in diet and nutrition, vitamin ther¬ 
apy, and exercise. 

Massage and acupuncture have 
been incorporated into the 
practices of some D.C.’s (doc¬ 
tors of chiropractic), too. 

Although chiropractors are 
now licensed in all 50 states, and 
patient loyalties are strong, many 
physicians continue to dismiss 
chiropractic as scientifically un¬ 
proven. But unfortunately, neither 
side in this debate can refer to con¬ 
clusive studies that support its view¬ 
point. 

Most of the research into chiro¬ 
practic has been conducted abroad, largely 
because there has been a scarcity of U.S. j 
government and private funds allocated 
for studies. The national chiropractic 
organizations have only recently begun 
financing their own research, and the 
results may still be years away. 

Perhaps the most comprehensive study 
to date was a 377-page report prepared by 
a government commission in New Zealand 
in 1980. It concluded that, while the 
results of spinal manipulation for “organic 
and/or visceral symptoms’’ are unpredict¬ 
able, it is a “soundly based and valuable 
branch of health care in a specialized area 
neglected by the medical profession.’’ 

The New Zealand study added: “The 
chiropractor has a unique training and skill 
in identifying mechanical defects in the 
spinal column. The medical practitioner 
has no such training. It is logical to suggest 
that the medical practitioner, however 
skilled he may be in his particular field, is 
likely to miss what to a chiropractor would 
be obvious.’’ 

While it called chiropractic treatment 
safe and effective, the New Zealand com¬ 
mission also warned that only M.D.’s are 
qualified to make an exact diagnosis of 
most health problems. “The danger,” the 
commission said, “lies with the maverick 
chiropractors who set out to encourage pa¬ 
tients to rely on them and them alone to 
Continued on page 51 
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A Series of Guides for Personal Achievement 


GETTING THERE 


If it’s time for you to take a close look at your goals, your financial strategies, your motivation quotient, your communications skills, 
it’s time for you to consider Getting There. This powerful series of self-development booklets—only from the Editors of Success— 
will give you the basics and beyond. They make excellent teaching tools, too! 




MX® CHILD, TOUR SELF 

bv Dr GeraMG Jampnfcky 


* 4 




YOUR MONEY 



GOAL SETTING 

The definitive short course on the theory and practice of setting goals in an 
updated version of Success' enormously popular 16-page guide. Includes insight¬ 
ful self-tests. 

PMA & THE ART OF MOTIVATION 

For 28 years, Mr. Stone’s columns have been helping others to apply the PMA 
principles so critical to success. Now, those key facts have been condensed for you 
in a mighty, full-color, 8-page booklet. 

YOUR CHILD, YOUR SELF 

Could you be learning to see the world more positively from your kids? Dr. Gerald 
Jampolsky thinks you can. This unusual booklet will show you how your children’s 
outlook can make you a better person. A lesson in love. 

CAREERS 

We’ve called on Richard Bolles (author o/What Color is Your Parachute?) to help 
you identify, through exercises and quizzes, your ideal career move. Also in¬ 
cluded are strategies for landing a job in today ’s tight market. 


YOUR MONEY 

Here’s a 16-page, step-by-step guide that will help you develop your own financial 
plan. Included is a guide to understanding various investments, your net worth, 
risks, and potential rewards. 

COMMUNICATION 

How cryptic are your communications? Are you saying what you really mean? And 
just as important—are you listening to what is being said? Here’s an invaluable 
guide to the myths and mysteries of communicating to get your point across. 

MOTIVATION 

A two-part booklet—on motivating yourself and motivating others—that will help 
you to act on your abilities. An extraordinary guide that will teach you to mobilize 
yourself—and those you supervise—to high achievement. 

TIME MANAGEMENT 

Learn how to master life ’s most precious resource — time. You ’ll find out what 
your attitudes about time are, how to correct bad habits, how to schedule time for 
creativity, planning, relaxation, and achievement. 


SUCCESS UNLIMITED, INC. 

401 N. Wabash Ave., Chicago, IL 60611 

Please send me the following guides: 


TITLE 

ITEM NO. 

QUAN. 

PRICE 

TOTAL 

GOALS 

5383 




MOTIVATION 

5087 




CAREERS 

5260 




YOUR MONEY 

5085 




COMMUNICATION 

5340 




PMA 

5091 




YOUR CHILD, YOUR SELF 

5358 




TIME MGT. 

5375 





Illinois residents, add 7% sales tax 
TOTAL (U.S. funds only) 


D Enclosed is my check for $ - 

□ Master Card D VISA □ American Express 


(U.S. funds only) 


Card No. 


Expires 



Signature (required on credit-card orders) 

AddrpftH 

City 

_ State _ Zip - ' , ' j* 


Pricing for any combination of the guides is 2-24, $2 each; 25-49, 
$1.60 each; 50-99, $1.40 each; 100-499, $1 each; 500+, 75* each. 
Payment must accompany order. Allow 2-4 weeks for delivery. 
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GETTING IN SYNC 

by Peter A. Turla 
and Kathleen L. Hawkins 

I n any office, there are likely 
to be differences in the 
workers’ peak production 
times, work styles, and time 
perspectives. Some people are 
grumpy, scratchy, and crawly 
in the morning and bright as 
sunshine after lunch, while 
others are at their peak before 
10 a m., but growl like Neander¬ 
thals if asked to take on a task in 
the afternoon. 

Some people approach a six- 
month deadline by starting ear¬ 
ly and doing a little of the proj¬ 
ect each day, while others 
always seem to have a frantic finish. 

Some people plan ahead and have 
plenty of supplies on hand, while 
others order supplies only when they 
run out. 

Some people keep their work area 
clean and well organized, while others 
panic because they lose important 
papers and scatter their energy. 

Some people are always punctual, 
while others consider themselves on 
time if they are only 15 minutes late. 

These differences in time-manage¬ 
ment attitudes and approaches to work 
are apt to cause resentment, dishar¬ 
mony, or even outright clashes. Here 
are some suggestions for dealing with 
the problem. 

Don’t Judge Others by 
Your Own Standards 

It’s a natural tendency for a person 
who considers breaks a waste of time to 
be suspicious of those who do take 
them. And it’s also natural for a person 
who needs breaks to figure that a col¬ 
league who doesn’t take them is trying 


Peter A. Turla arul Kathleen L. Hawkins 
write regularly in Success on time- 
management strategies. They are the 
authors of the eight-page “Personal 
Achievement Guide to Time Management '' 
which appeared in our November P)82 
issue and which is also available in reprint 
form (see page 13 ). 



to win points with the boss. 

If others are goofing off just when 
you’re gearing up, or if they’re gearing 
up when you’re goofing off, be aware 
that people’s periods of greatest 
effectiveness are different. Whenever 
possible, adjust your demands accord¬ 
ingly. 

Clarify Priorities 

When your boss piles on the work 
and says that everything is top priority, 
show him or her your time log to il¬ 
lustrate how busy you really are. Then 
ask your boss to be specific about which 
tasks must be done first, second, and 
third. 

Also, have your boss sit down with 
you and your co-workers to realign 
your priorities. Maybe the way you or 
your co-workers have been doing 
things is no longer the right way. If 
there are conflicts in priorities, clarify 
them. 

Communicate 

Express how you feel by using “I” 
messages. For example, you might say, 
“When we run out of supplies, I find it 
very disruptive waiting for more to 
come in or trying to track some down at 
the last minute. Let’s order supplies in 
advance.’’ 

“I” messages enable you to state your 
feelings clearly and simply without ac¬ 


cusing others. This, in turn, 
may encourage others to ex¬ 
press themselves without feel¬ 
ing threatened. Then you both 
will have an opportunity to 
discuss the problem. 

Share Ideas 

At staff meetings, discuss 
new strategies for managing 
time. This way, everyone bene¬ 
fits from innovative ideas 
without feeling personally cor¬ 
rected. 

Prepare for 
Others’ Habits 

If your co-workers seem to 
have deep-rooted bad habits, 
you might find it easier to 
change your reactions to them 
than trying to make them change. An¬ 
ticipate what others are going to do, 
based on their repeated past behavior. 
Adjust your schedule accordingly. For 
example, if your boss tends to have con¬ 
tinual last-minute emergencies for you 
to solve, anticipate them and don’t 
overschedule your day. Leave time 
cushions in your plans. 

Remember to 
Praise Others 

Most likely, your co-workers are do¬ 
ing something right timewise. Find out 
what it is, and express your apprecia¬ 
tion. For example, say, “Thanks forgiv¬ 
ing me the work early. The extra time 
helped me do an especially good job on 
it.’’ Reinforce positive behavior, and 
you may see more of it. 

When in Doubt, 

Take Charge 

Become less dependent on the 
whims of others. Tell them, “ Unless I 
hear otherwise, I will go ahead and 
order supplies early, start meetings on 
time, and set my own priorities on the 
items you give me to do.’’ Most likely, 
they’ll be too busy to get back to you, 
and you’ll have their implied consent. 
Or you might want to live by the code 
to which most 2-year-olds and all cats 
subscribe: “It’s easier to beg forgiveness 
than to ask permission.’’ □ 
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T. f dharts, graphs, performance outlines, etc. so that you can experience the 

SLC at your convenience 


in your home, your office or in your car. 


Take charge of your life. Act now! 


r 1 i 


A Invest 3 days. And keep the change. 

The Successful Life Course is a 3-day workshop that will inspire you, involve you and 
transform you. 

It's an intensive program conducted by Ed Foreman, Earlene Vining, Patrick 0. Dooley, 
and their associates. 

It has attracted businessmen and women, professionals, sales people, housewives, 
individuals from all walks of life. 

The SL C shows you how to recognize and control stress. How to relax and 
re-energize. How to develop and maintain a positive mental attitude. How to set, 
follow through and achieve personal, family and business goals. Howto improve your 
self-confidence and sell your ideas to others. How to eliminate self-defeating 
behaviors. And a whole lot more. 

It’s a change for the better. And a change that'll stay with you. 


A We’re successful because you’re successful. 

Companies who have tried the SLC program, expand it to other 
sections, divisions and subsidiaries. Participants who have been 
through the SLC recommend that their spouses take it. Parents 
send their children. 

Why this snowball of success? 

Very simple: It works! 

It’s an investment that pays long-term 
dividends in positive habits in all phases of 
your life. 


▲ What’s a New You worth? 

The SL C program tuition is $900 per person. That 
includes lodging, at a beautiful resort location, meals 
and materials. This intensive, thought-provoking, 
inspirational give-and-take lasts for three days. But its 
benefits will last you a lifetime. That makes the cost 

igtfii&aaKKSKas; : 


mm 


A Please send me more information about how I can enroll in a session of the SUCCESSFUL UFE Course 
and a current Schedule of Classes. ** 

A Yes! Rush me the eight-cassette album Laughing, Loving & Living and 60 page Success Guide for 
$80.00 plus $2.00 for shipping (Texas residents include 5% sales tax). 

If lam not 100 % satisfied, I may return everything within 10 days for a full, prompt refund. 

For fast delivery call collect 214/620-0172 and use MasterCard or VISA. 

A My check is enclosed MasterCard No _ Exp. date _ 

A Charge my credit card VISA No _ 


_ Exp. date _ 


Patrick 0. Dooley Sports enthusiast, business 
manager, sales leader, multi-engine pilot and 
instructor, educator, entertainer, respected 
personal development specialist, and keynote 
speaker. 

Earlene Vining From picking cotton in 
Louisiana to business administrator, radio and 
T.V. talk show hostess, sales leader and 
executive, author and international 
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NAME (PLEASE PRINT) 

TELEPHONE 

speaker-motivator. 


ADDRESS 


Ed Foreman Business Entrepreneur and former U S. Congressman, the only 

MM 



person ever elected to Congress from two different States, rated 
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EXECUTIVE DEVELOPMENT SYSTEMS, INC. 

Suite 115 2995 LBJ Frwy Dallas, Texas 75234 
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a Learn how to use what’s inside you to live a more profitable, pleasurable life. 

We all have the capability to lead happy, healthy, productive, hassle-free lives. 

One of the major tragedies of life is that most of us fail to recognize and use the great powers 
within us to achieve the very happiness we 're all seeking. 

There is a better way. Executive Development Systems has developed a truly unique, 
comprehensive habit improvement program to expand your sphere of living, mentally, physically 
and emotionally. 
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THE 
RETURN 
OF KING PONG 

Atari founder Nolan Bushnell is getting set 
to launch a new generation of games 

by Robert S. Wieder 


E veryone has a hard-luck story. Take mine: In 1971, 
I’m an unemployed copywriter. A1 Acorn, an old 
friend, shows up with his pal Nolan Bushnell. They have an 
idea—an electronic, TV-like arcade game, called Computer 
Space. I try it. It’s awkward, unwieldy, frustrating—no fun. 
Would I be interested in promoting it? “Forget it,’’ I say. 

They go away and forget it. Then they devise another 
game and get someone else to hype it. It’s called Pong. It 
lands on American society like World War II. They become a 
company—Atari. In 1982, Atari makes about $2 billion. . . . 

But this isn’t the story of Atari, or of me. It’s about Nolan 
Bushnell, whose 6 feet, 4 inches and 200-plus pounds emit 
not an athletic-dynamo vigor, but the antsy intensity of the 
boardroom quarterback. His meat is, after all, the indoor 
game, as played for quarters in pizza parlors, or for eight- 
figure sums in brokerages. 

Business Week said that Bushnell “survived by becoming 
as clever at playing financial games as at designing electronic 
ones.’’ What Bushnell says is, “Business is the greatest game 
of all.” 

It’s a game he won (Atari), then lost (Warner/Atari), then 
rewon (Pizza Time Theater), and is playing again (Catalyst 
Technologies). 

Catalyst is where 1 run him to earth. He’s just back from 
Japan. He wolfs a deli sandwich at his desk, lights a pipe of 
Amphora, and is up pacing for the next hour. This isn’t 
nerves; it’s Bushnell. He has a driven inability to remain 
still—physically or mentally. 

Bushnell’s live-wire nature traces back to his rearing in 
Clearfield, Utah. “I think I’ve always had it,” he says. “My 
dad [a cement contractor] had it. His attitude was work hard, 

Robert S. Wieder is a widely published freelance writer based in 
northern California. 


play hard. ” 

Young Bushnell was your compulsive tinkerer, the kid 
who ate lunch in the lab. His favorite toys were Erector sets, 
ham radios, transistors, oscilloscopes. As an electrical¬ 
engineering major at the University of Utah, he worked his 
way through school by managing an amusement park, and 
he haunted the school computer center, programming video 
games. After working at Ampex in Sunnyvale, in computer- 
graphics R & D, he founded Atari in 1972. 

At 29, Bushnell was clean-shaven, moonfaced, bow-tied, 
and an effervescent altruist. Atari was a crucible of 
longhaired labor, piped-in rock music, profit-sharing, veto- 
empowered employee councils—a managerial utopianism 
reflecting what Bushnell called the “Atarian Philosophy.” 

“I went in pretty idealistically,” he admitted two years 
later. “The engineer in me says, ‘Treat people justly and 
they’ll respond in kind.’” 

“He wasn’t very practical,” agreed his secretary at the 
time. “He tried to run the company on love and trust.” 

This was fine, noble sentiment. He’s been desperately try¬ 
ing to live it down for the benefit of iron-eyed investment 
capitalists ever since. 

B y 1977, Bushnell had a moustache, shaggier hair, wide 
ties, a fortune, and an emerging image as a visionary. 
But he wasn’t bulletproof; in 1974, of 1 ()(),()()() Pong sales, 
Atari lost 90,000 to licensees and pirates. Said early investor 
Don Valentine, “The state of the company in the mid-1970s 
was absolute chaos.” 

To finance Atari into the big time, Bushnell sold it to 
Warner Communications for $28 million (his slice was $15 
million). Business Week called it “his shrewdest move yet.” 
And the Little Big Horn was Custer’s. The next year, Atari 
had sales of $ 100 million. Continued overleaf 
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Ennui-ridden under Warner ownership, Bushnell barely 
kept his office chair dusted. “I’m not a very good chief 
operating officer,’’ he says. “I like to develop strategy, not 
work it.’’ 

By 1978, the air crackled with contention between 
Bushnell’s group and Warner principal Manny Gerard. An 
epic Bushnell-Gerard screaming row in November churned 
up enough mud to plow. Soon thereafter, an emergency 
meeting of Warner’s executive committee was held, and 
Bushnell was gone. He later commented, “I could have 
stayed on forever if I was willing to knuckle under. I’m too 
rich for that.’’ 

Segue to Pizza Time Theater, a blend of pizza parlor and 
video-game arcade, with Disneyesque, performing animal 
robots—a “family entertainment center’’ which Bushnell 
had toyed with since 1974. In 1977, Warner allowed him to 
open a PTT, but was vast¬ 
ly unimpressed, and sold 
all rights to Bushnell and 
his partner Joe Keenan 
(ex-president of Atari) for 
$500,000, just before the 
1978 denouement. 

With PTT, Bushnell 
wasn’t just peddling piz¬ 
za, or even entertainment; 
he was selling himself and 
his personal Midas touch. 

To his own $1.8 million 
stake, two venture capi¬ 
tal issues added $7.75 million, and a public offer in 1981 
sold 1.17 million shares at $15. Suddenly a new PTT was 
opening every four days—200 total by the end of 1982, from 
Canada to Australia. At one point the stock soared to $30 a 
share, and the man who lit the little blip that went on to light 
the world was doing it again. 

His premise was strong: Take a fast-food restaurant that in¬ 
volves a 20-minute wait, add numerous inviting machines to 
devour the quarters of the bored, and you’ll need Bekins to 
help you get the money to the bank. The pizza/Pac-Man for¬ 
mula now rings up nine times the average chain-pizzeria’s 
profits, and Bushnell predicts that by 1985 there will be 
1,000 PTTs. He thinks the mascot, a mechanical rat named 
Chuck E. Cheese, will be more popular than Mickey Mouse. 

The games, however, are the story here, and will be much 
more so when Bushnell’s non-compete clause with Warner/ 
Atari finally lapses next fall and he can once more invent, 
build, use, and sell his own video games. Everyone involved 
is militarily taciturn, but one insider guarantees that “On Oc¬ 
tober 1, 1983, at 10 a.m, Nolan will have a game on the 
street.’’ 

In the meantime, he shuttles between PTT headquarters 
and Catalyst, segments of his master plan that are located a 
quarter-mile apart in Sunnyvale. Begun in December 1981, 
Catalyst is an umbrella corporation designed to nurture, 
educate, and fund young Bushnell-like wizards and their 
enterprises, to provide facilities and training in business ad¬ 
ministration and other real-world survival skills which 
starry-eyed design engineers tend to lack. If this sounds like a 
prep school to help young idea men avoid Bushnell’s own 
mistakes, it should. It is. 

Right now, Catalyst’s offices look just like Atari’s did in 
1972—unfinished. In various stages of construction are 


Bushnell’s office and such outfits as Androbot (home 
robots), By Video (video-catalogue sales), Vistar (educational 
TV), Timbertech (kids’ computer camps), plus Scanco, 
M-Squared, Exectec, Videa, Inc., and so on. 

Though Bushnell’s pet projects are Androbot and 
By Video (both will go solo in 1983), he has plans for 
everything, and Catalyst puts him where he most loves to be: 
in on things at the start, on the cutting edge. But if it’s to 
become the hothouse for small new companies he envisions, 
it will need tons of that industrial fertilizer: venture capital. 
And, as Fortune recently stated, “Even the sharpest venture 
capitalists are not backing enterpreneurs who are pushing 
the frontiers of basic research.’’ 

Bushnell, however, has a certain business charisma. As 
Time said, “Venture capitalists routinely come across way- 
out investment proposals. But few have sounded wackier, 

yet paid off more hand¬ 
somely, than Pizza 
Time.’’ 

An oft-cited obstacle to 
any proliferation of high- 
tech firms is the finite 
supply of high-tech 
talent, but Bushnell 
snorts at this. He says, “I 
don’t believe in limits. 
Give me enough eco¬ 
nomic incentive and 
leverage, and I can find 
so many people oper¬ 
ating so far below their capacity, there’s no problem.’’ 

He regards the financial community’s estimates of the vast 
startup sums required as nonsense. “It doesn’t cost any 
money to make a company successful if the people are clever 
enough,’’ he says. “Atari started on $500. Throwing money 
at a problem, whether it’s venture capital, the stock market, 
or federal government, isn’t always the answer to a maiden’s 
prayer.’’ 

A sk 20 people to describe Nolan Bushnell and you soon 
tire of the phrase “big kid.’’ He, however, doesn’t. 
“The big-kid image is advantageous,’’ he says. “I tell them 
the only reason I’m successful is that I have a 14-year-old’s 
mind trapped in an adult’s body.’’ 

If the maverick-day dreamer image is his major weakness, 
it’s also his strength, the trump card that makes him a prop¬ 
erty, makes him the key firing-pin of his own neo-Edisonian 
think tank. Catalyst exists largely to provide him with tech¬ 
nological resources, and PTT to be his marketing vehicle to 
the public. What looks like diversity, or even eccentricity, is 
in fact a long-range blueprint. His PTT chain is basically a 
network of showrooms, to display a series of products 
which will begin coming down the chute in October. What 
kind of products? “He wants to convert the arcades into 
computer learning centers, free to kids after school,’’ says 
Suzie Crocker, PTT communications director. “He has a vi¬ 
sion of computer education for the whole world.’’ 

That he does. This Henry Ford of frivolity states his next 
goal concisely. He says, “I’d like to be the technological 
Maria Montessori of the next three decades. ’ ’ In other words, 
he plans to build his own educational system, tying together 
PTT, Catalyst, Timbertech, his October renaissance, and so 
forth. He intends to be to America’s public schools, what 


Though his pet projects 
are Androbot and By Video, 
Catalyst puts him where 
he most wants to be: in 
on things at the start, 
on the cutting edge . 
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Federal Express has become to the U.S. Postal Service—a 
thorn, a prod, an alternative, heat. 

“I believe we have structural unemployment in the U.S. of 
about 7 percent,” he says. ‘‘Without significant training of 
that 7 percent in education and motivation, we have prob¬ 
lems. It’s a direct indictment of an American school system 
which has created a class of unemployed, unskilled people 
who, after 10 years of ostensible education, have nothing 
that society wants, have never held a job, who believe work 
is something to do if it’s convenient. 

‘‘The system I would put together, if successful, would 
take an amount of strain off the public education system. 
Certain public systems will, in fact, copy my system—maybe 
even buy my system. I say, ‘God bless them.’ If it raises SAT 
scores, the public will demand it.” 

You wonder—are these good works designed to offset his 
first invention, now 
under fire as a despoiler 
of youth by City Halls 
everywhere? Hardly. 

‘‘Based on the average 
mentality of City Halls,” 
he says, ‘‘the fact that 
you can rile those people 
is really to your credit. If 
anyone is going to push 
back progress, it would 
be City Hall . ” 

ctually, his educa¬ 
tional crusade, far from being a form of technological 
penance, is just Phase 4 of the Bushnell Life Plan, a 5-stage, 
50-year agenda he set for himself long ago. ‘‘Self-education 
in my 20s,” he summarizes it, ‘‘business in my 30s, 40s are 
politics, 50s are teaching, and my 60s are writing.” Many 
people make lists—but covering five decades ? ‘‘I think peo¬ 
ple have to constantly introduce change into life,” Bushnell 
says. “Otherwise, boredom sets in and you die mentally.” 

He is, of course, ahead of schedule. He was a millionaire at 
31, will be “teaching” soon, and he turns 40 this month. As 
for politics, he’s had a home in Georgetown since 1979 and, 
as a protege of Pete McCloskey, considered a try for Con¬ 
gress, but passed. 

“He may want to go back to Washington in his 50s, ” says a 
close business associate, “but in my view he got too close to 
Washington. I think he realized that a politician wasn’t a 
very creative thing for him to be. He’s very patriotic and old- 
fashioned, more than you’d expect, but he saw how boring it 
all was.” 

Bushnell allows that “electoral politics is probably not the 
place for me.” Agreed. It’s almost certainly ill-advised for 
someone who, so help me, had never heard a phrase current¬ 
ly on the ,4-list of news-media jargon, a term for techno¬ 
liberals that he helped to coin: Atari Democrat. “Jeez,” he 
says, shaking his head, “I can’t believe I hadn’t heard that.” 

Bushnell’s ideal is a blend of ethical socialism and 
economic capitalism, a balancing act that only a career 
dreamer could propose. Told that this is a bedrock self- 
contradiction, he draws thoughtfully on his pipe, then 
laughs and says, “I know.” It’s not the first time that 
Bushnell the irresistible impulsive has met Bushnell the im¬ 
movable objectivist. 

When not on the road (or at his homes in Aspen and Paris), 


Bushnell splits his weekdays about 50-50 between PTT and 
Catalyst, and retreats on weekends to his family. Details of 
that family (wife, two sons, two daughters by his ex-wife) are 
rigorously hard to come by. He is quietly but absolutely pro¬ 
tective of his brood’s privacy, and chary of publicity. 

In 1974, we discussed his one fear: “the breakdown of 
civilization. It’s on the verge of social chaos,” he said. “I’m 
not sure I can cope with a jungle. ” He planned to build a sur- 
vivalist mountain hideaway, but he hasn’t. “Basically I think 
I decided you can live life either as an optimist or a pessimist, 
and that I’d just as soon live mine as an optimist,” he says, as 
befits someone with a 50-year schedule. “But I bought a big¬ 
ger sailboat,” he adds, grinning. 

The man who created a generation of video addicts is, 
ironically, a sailing junkie. It’s a subject that really puts the 
childfire in his eyes. “I’m building a Trans-Pac yacht—68- 

foot, ultralight, all high- 
tech,” t he says. He vows 
to win the Trans-Pac race 
this year, because he 
went on it last year, 
didn’t win, and was 
piqued. 

Winning is a singular 
centrality with Bushnell 
the game player. He used 
to gamble away three or 
four grand a night in 
Vegas just for exercise. 
“But,” says A1 Acorn, 
“the last time I saw him at Nassau, he was just playing the 
quarter slots. He does his big betting now in the stock mar¬ 
ket, where he knows the odds—and he’s winning.” 

Large amounts of money, when used as venture capital, 
require laborious diligence to keep them from becoming 
small amounts of money. Bushnell could be safely invested 
at 20 percent anywhere on earth and never know want. He is 
into these hot schemes and grand designs not for the equity 
or downstream potential, but because schemes and designs 
are his hemoglobin. Business, as he plays it, is the hottest 
game in town—and he’s determined to keep playing it. 
Armed with his Atari credentials, a paper worth of $55-70 
million, and PTT, where he is known as “Big Cheese,” he 
says, with voracious certainty, “You ain’t seen nothin’ yet.” 

I f the rich are unlike the rest of us, Nolan Bushnell is 
unlike even the rich. He revolutionized not just the 
arcade industry, but American adolescence, leisure patterns, 
the very social landscape. The industry that Pong built takes 
in well over $5 billion a year— three times the combined TV 
and ticket revenues of major-league baseball, basketball, and 
football. “I always felt I’d do something special with my 
life,” he muses, “but I never really quantified it.” 

Having acquired and accomplished so much, so quickly, 
so audaciously, he sometimes hears the footsteps of the fates, 
the throat-clearing of karma. He relates to Steve McQueen in 
The Cincinnati Kid: 

“He always beats the little black guy pitching coins, but 
then he loses the big game, and goes back, and the little guy 
beats him. Suddenly he can’t beat anybody .” Bushnell 
laughs, then notices that his pipe has gone out, and says, 
essentially to himself, “I think of that often, y’know. ...” 
But not too often. He hasn’t got the time. □ 


His crusade against the 
American school system is 
just Phase 4 of the 
Bushnell Life Plan—a 
5-stage, 50-year agenda he 
set for himself long ago. 
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Are Yxi Becoming 

AWorkaholic? 


by Harry E. Gunn and 
Violet C. Gunn 




r orkaholic tendencies can be insidious. Mounting 
deadline pressures and big work loads may begin 
to dominate our thoughts and our time before we realize 
it. Such situations can drain our energies so there is no 
reserve left for other activities or for people who may 
really mean more to us than our jobs do. 

If you didn’t intend for work to take over your life, but 
discover that it has, you’ll want to reset your priorities. If, 
on the other hand, you feel driven to invest major por¬ 
tions of your energies in work, temporarily or per¬ 
manently, you must carefully select the career and posi¬ 
tion that will be worthy of your efforts. 

To determine just how important work is to you, take 
this test, add up your “yes” answers and your “no” 
answers, then score yourself. A scoring analysis is on 
page 51. 






























1 

2 

3 

4 

5 

6 

7 

8 

9 

10 


Do you get restless when you’ve been on 
vaeation for more than three days? 

Do you often take work with you on 
vacations? 

Is your work usually the most enjoyable 
activity you have? 

Do you usually carry work-related 
materials with you (appointment books, 
price lists, phone numbers, etc.), even on 
weekends or vacations? 

Do people perceive you as someone with 
an extremely high energy level? 

Do you make lists of what you hope to ac¬ 
complish each day? 

Is there at least one person in your firm 
who can always reach you 24 hours a 
day? 

Would you rather supervise someone 
who wants your job than someone who 
considers his or her work hobbies and 
family as important as his or her work? 

Have you ever been surprised to find that 
a particular day is a holiday? 

Are you pleased that the question “What 
do you do?” is the primary way to get ac¬ 
quainted socially? 


Yes No 

□ □ 

□ □ 

□ □ 

□ □ 
□ □ 
□ □ 

□ □ 

□ □ 
□ □ 

□ □ 


11 

12 

13 

14 

15 

16 


Is it usually difficult for you to do nothing 
or to not find some work to do? 

Do your hobbies or social activities usual¬ 
ly relate in some way to your job? 

Are you frequently late for social dates, 
but not for work appointments? 

Are you unable to sleep late even when 
you were up late the night before? 

Do you often wake up in the morning or 
middle of the night thinking of work? 


Yes No 


^ Do you often read or work on notes 
when eating? 

17 Are you impatient with those who are 

casual about their work? 


18 


19 


Do you feel that you’re very likely to 
work after the age of retirement because 
you want to, rather than because of finan¬ 
cial necessity? 

Is your work a major factor in a troubled 
marriage—or has it ever been? 



21 Are you highly competitive where your 
work is concerned? 

22 Do you usually work on holidays and 
weekends? 

23 Do you usually take notes or dictate them 

when traveling to and from work? 

24 Do you keep a pad and pencil near your 

bed? 

25 Do you admire men and women who 

seem to always be on the job? 


Harry> E. Gunn is a clinical psychologist who specializes in 
designing and evaluating personality tests for a security 
firm. He is the author ^/Manipulation by Guilt, and he and 
his wife Violet C. Gunn collaborated on The Test 
Yourself Book, portions of which ap¬ 
peared in Success last year. 
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POWER 

THINKING 

Dr. Edward de Bono wants to jolt 
our minds into new pathways of thought 


Edward de Bono believes that the 
world can be saved by ideas. America 
can be saved by ideas. Industry can be 
saved by ideas. If only we know how to 
generate them. If only we know how to 
think. 4 Thinking ,' ’ says de Bono, 4 is the 
ultimate human resource''—and one of 
the least cultivated. 

A medical doctor by training, de Bono 
has held faculty positions at Oxford, 
Cambridge, London, and Harvard. He 
is the author of 22 books, including The 
Five-Day Course in Thinking, Practical 
Thinking, Teaching Thinking, New 
Think, and The Mechanism of Mind. He 
is the founder of the Edward de Bono 
School of Thinking in New York City, 
and he presides over the prestigious 
British think tank, The Cognitive 
Research Trust. He has been cited by the 
Oxford English Dictionary as having 
coined the term ‘ lateral thinking ' ’— ‘ a 
way of thinking, ' ’ says Oxford, ‘ which 
seeks the solution to intractable prob¬ 
lems through unorthodox methods, or 
elements which would normally be ig¬ 
nored by logical thinking. ” 

De Bono makes his home in England. 
But when contributor Mark Zussman 
caught up with him at New York's 
Algonquin Hotel, he was just back from 
Venezuela, where the world's first 
Ministry for the Development of Human 
Intelligence has trained 106,000 
teachers in the lateral thinking 
methodology. His 10-part TV series, Ed¬ 
ward dc Bono s Course in Thinking, had 
recently been broadcast in Britain and 
his 1 j-part series, The Greatest Thinkers, 
in New Zealand. Both are likely to reach 


the U.S. before the end of next year. 

Zussman started the interview with a 
vertical question. 

Success: You ve always made a point of 
distinguishing between intelligence and 
thinking. 

De Bono: Yes. Many people regard 
thinking as if it were no more than in¬ 
telligence in action, in the same way that 
bounce is a rubber ball in action. But if 
that were so, then people with high in¬ 
telligence wouldn't need to do anything 
about their thinking, and people with a 
more humble intelligence wouldn’t be 
able to do anything about their thinking. 
We do better if we regard innate in¬ 
telligence as comparable to the engineer¬ 
ing of a car—the horsepower and so on— 
and thinking as the driving skill. Then 
you may get a powerful car driven badly. 
Or you may get a humble car driven well. 

Success: In other words, you don t have 
to be brilliant in order to be a good 
thinker? 

De Bono: Absolutely. You can take that 
even further. Highly intelligent people 
are not necessarily good thinkers. They 
may actually end up being bad thinkers. 
They get caught in what we call “the in¬ 
telligence trap.’’ They use their thinking 
to prove themselves right. They use their 
thinking to back up a position without 
exploring it. If we want to do something 
about thinking, we have to start by look¬ 
ing at it as a learnable skill, the same as 
cooking or skiing or tennis or golf. 

Success: What's wrong with the way the 


average businessperson thinks? 

De Bono: Part of it is that businesspeople 
are trained as problem solvers. “This is a 
problem. Let me solve it.’’ In the 1950s 
and ’60s, when the business schools and 
the idiom of business training developed, 
the economy was a growing economy, 
and problem solving was sufficient. It’s 
like what happens when a doctor treats a 
sick child. If the child is ill and you cure it, 
it will continue growing into a healthy 
adult. If you’re on an ascending baseline 
and you solve a problem, you’ll keep on 
ascending. But when you’ve got a level 
baseline or, as in certain industries now, a 
declining baseline, problem solving isn’t 
enough. 

Success: You ve complained that busi¬ 
nesspeople are so preoccupied with 
urgent problems, they have no time to 
look for opportunities. 

De Bono: That’s right. If your tire has a 
puncture, you have to deal with it 
because it is urgent. The matter of 
deciding where you want to go or the 
route to take is more important, but 
urgent matters have to take precedence. 
If you are sitting down at home, working 
out the refinancing of your house, and 
you smell smoke, you get up at once. If 
you find a fire, you put it out. This is 
urgent ; what you were doing is only im¬ 
portant. Most businesspeople are too 
busy keeping things going and solving 
urgent problems to have time to look for 
opportunities. Continued on page 24 

Thinker at work: De Bono ponders a question 
about the ' ultimate human resource. 
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Success: Yet opportunity seeking 
should be part of the businessperson’s 
thinking? 

De Bono: Absolutely. Business has three 
stages. First, there is the entrepreneurial 
stage—individuals, each with an idea and 
some measure of energy and drive. Some 
of them make it, and we recognize them 
as entrepreneurs. Some of them don’t 
make it, and we never hear of them. 
That’s fine. 

The next stage of business is manage¬ 
ment. This means the efficient use of 
data; the efficient use of resources, in¬ 
cluding people; and problem solving. 
The third phase is the thinking phase. 
This is where we design our concepts, 
our market strategies, and so on. 

Opportunity seeking should be the 
principal task of top management. But 
because the American economy has been 
growing on the whole, people have been 
trained for the middle stage, the manage¬ 
ment stage, and not for the thinking and 
opportunity-seeking stage; and there’s 
something I call “Catch 24,’’ which says 
that, in order to reach the senior position 
in a company, you may have to have been 
without or to have kept hidden the very 
talents you will need when you get there. 

Success: Exactly what distinction do 
you have in mind when you say that 
American businesspeople have tended to 
be not opportunity seeking but oppor¬ 
tunistic? 

De Bono: Opportunism comes later, in 
relation to the development of oppor¬ 
tunities, thari opportunity seeking does. 
The opportunist waits until an oppor¬ 
tunity becomes obvious. Then he jumps 
in with both feet and tries to clean up. He 
does a “me-too.’’ Opportunity seeking 
involves, say, slowly and steadily 
building up a position in a market— 
rather the way the Japanese do. 

Success: The Japanese are better at op¬ 
portunity seeking than we are? 

De Bono: Well, they’re certainly willing 
to take their time. For instance, if they 
want to get into the white-goods market 
here—that’s refrigerators, stoves, 
washers, and other major household ap¬ 
pliances—what they’ll do is say, “Let’s 
find a niche which isn’t particularly prof¬ 
itable, but which nobody else is in.’’ 
Then they come in with a tiny little 
refrigerator. You put it on the table. 
Maybe it will hold four cans of beer— 
that’s all. Now that’s not a highly profit¬ 
able operation, because the profit 


margins are so small and the overheads 
are high. But they say, “OK, let’s establish 
ourselves. Let’s get a very good reputa¬ 
tion. We’re going to be losing money for 
a long time—maybe 10 years. But once 
we’re established, we’ll make bigger re¬ 
frigerators and bigger ones and bigger 
ones.’’ The American manufacturer 
would say to his consultant, “Find out 
what the margins are on white goods.’’ 
The consultant would come back and 
say, “They’re terrible.’’ The manufac¬ 
turer would say, “Forget it.’’ 

Success: You’ve said, though—and you 
claim you’re not being satirical—that 
the right moment for opportunity seek¬ 
ing doesn t exist. 

De Bono: That’s “Catch-23 ” Everyone 
knows that you have to look for oppor¬ 
tunities. But if I asked you when in the 
business cycle to look for opportunities, 
you would say, “Well, at the top of the 
cycle, we’ve got all the markets we need. 
We’re just limited by production capacity 
and the availability of a work force. We 
don’t need to look for opportunities. We 
just want to maximize where we are.’’ 

At the other end of the cycle, you 
would say, “We have no time or spare 
cash for risk. We just want to survive.’’ 
On the way up and on the way down, 
you would say, “Well, there’s so much 
uncertainty about rate of rise and fall, 
let’s wait until things flatten out.’’ So 
there actually is no moment at which op¬ 
portunity seeking is logical. And I’m not 
being sarcastic. I don’t mean that we 
can’t recognize the moment. I mean that 
logically there is no such moment. 

Success: If everyone knows that oppor¬ 
tunity seeking is a necessary function of 
business, and still there is no logical mo¬ 
ment for it, how do we get out of our 
bind? 

De Bono: Well, by first of all realizing 
what the situation is, and then saying: 
“Even if opportunity seeking is not 
logical at this moment—or at any other 
moment—we ought to be doing it some 
time, so let’s decide to do it now.’’ You 
make an effort of will. You decide to 
make a specific investment in thinking, 
and you then develop a kind of thinking 
portfolio. You put, say, 80 percent of 
your investment into one kind of think¬ 
ing, 20 percent into another kind of 
thinking. 

We’ve been brought up to think that if 
we put all the facts together, the facts 
themselves will give us an answer. But 


the type of thinking that generates ideas is 
different from the type of thinking that 
resides in data analysis. Ideas have to be 
generated as such. Information may trig¬ 
ger them, but that’s the best that informa¬ 
tion will do. You can’t just pluck a new 
idea out of the air. 

Success: So how do we generate ideas? 
De Bono: First, you have to define what 
it is you’re thinking about. Second, you 
have to be clear, and spell out the way 
you are currently looking at it—your nor¬ 
mal approaches. This isn’t easy. Then 
make an effort to escape from your nor¬ 
mal approaches. For that, there are 
specific lateral-thinking techniques that I 
talk about in my books and seminars. But 
the formality of focus is very important. 

Success: In one of your books, you give 
the example of an office building in 
which slow elevators were having a 
negative effect on employee morale. You 
mention some of the extravagant and 
expensive schemes that management 
came up with to get people up and down 
faster. Then, you say, someone came up 
with the idea of leaving the elevators 
alone and mirroring the waiting areas. 
Now employees were so busy admiring 
themselves or fixing themselves that they 
stopped noticing the wait. Explain what 
this solution owes to the thinking tech¬ 
niques you advocate. 

De Bono: Well, someone said to himself, 
“We re looking at slow elevators. This is 
our current way of looking at the situa¬ 
tion.’’ Then he said, “Suppose we forget 
about the slow elevators and think in¬ 
stead about the impatience of the people 
who use them.’’ In hindsight, the solu¬ 
tion is obvious. But, you see, unless you 
very clearly spell out your usual way of 
thinking, it’s very difficult to develop 
fresh ways. 

Let me give you another example of 
escape. Suppose we take a watchdog. 
The normal concept of a watchdog is that 
it should bark and it should bite. But let’s 
escape from that. Let’s imagine a watch¬ 
dog that doesn’t bark. At first sight, you 
say, “Well, that’s no use.’’ But maybe it 
is. Imagine you have a notice which says: 
Beware of Silent Watchdog. The silent 
watchdog is, in fact, even more frighten¬ 
ing than the barking watchdog, because it 
can steal up on you and bite you without 
even telling you it’s there. 

Now let’s go a little further. Imagine a 
watchdog that doesn’t bark and doesn’t 
bite and, when the burglar comes in, this 
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Are You a Lateral Thinker? 


Part I 

According to Edward de Bono, most 
people think that mere processing is 
thinking. They find an approach to a 
problem and rush in to solve it “ver¬ 
tically.” The following three problems 
can be solved in this manner if you’re 
willing to do a lot of difficult paper¬ 
work, but they can also be solved rapid¬ 
ly if you find a “lateral” approach. See if 
you can solve each of the three prob¬ 
lems in your head. 

1. One hundred and thirty-six tennis 
players have signed up for a singles 
tournament. What is the minimum 
number of matches it will take to deter¬ 
mine a winner? 

2. Two bicyclists are moving toward 
each other at a rate of 15 miles per hour 
from starting points 30 miles apart. A 
bee is traveling back and forth between 
their noses at a rate of 40 miles per hour. 
At the moment when the two bicyclists 
meet, how many miles will the bee have 
traveled? 

3. What is the sum of all of the 
numbers from one to 100? 

Part II 

1. Dr. de Bono calls one of his lateral¬ 


thinking techniques “reversal.” Take 
an everyday object or situation, and 
turn it inside out, upside down, or back 
to front. See where it leads. Consider, 
for example, reversing two of the com¬ 
ponents of a normal wheelbarrow, as in 
the figure below. “That’s crazy,” you 
may say. “It will be unstable; it will tip 
over easily; the handles will be hard to 
press down; the wheels will sink into 
the mud.” Now that you’ve got that off 
your chest, think of a half-dozen advan¬ 
tages in this wheelbarrow design. 



2. Another of de Bono’s techniques 
is “steppingstone.” The figure on the 
left, in the next column, represents a 
conventional umbrella; the figure on 
the right, an unconventional and im¬ 
practical umbrella—a reversal of the 
first. This time, don’t imagine uses for 


the impractical umbrella; use it instead 
as a “steppingstone.” Try to find in it a 
half-dozen principles that could be ap¬ 
plied to the conventional umbrella in 
order to make the conventional um¬ 
brella better. 



3. According to de Bono, we’ll never 
generate fresh ideas unless we first spell 
out the premises of our current think¬ 
ing. Our first job, therefore, is to grasp 
clearly what we take for granted. Our 
second job is to “escape” from it. On a 
sheet of paper, make two lists. In the 
first list, enumerate a half-dozen prin¬ 
ciples that we take for granted in 
restaurants. In the second list, suggest a 
restaurant idea that violates each of 
these six principles. 

4. Now do the same job with 
meetings. 

Answers on page 42 


dog just slinks quietly away. Now what 
possible use could this dog be as a watch¬ 
dog? The answer is, very much —because 
this dog uses its superior sense of hearing 
and its superior sense of smell. Why 
couldn’t this dog slink away to a corner 
where it presses a little button that ac¬ 
tivates a burglar alarm or alerts the police 
station? Now you’re using the dog as a 
biological sensor. 

Once you’ve got that concept, it 
doesn’t have to be a dog. It can be a little 
mouse in a cage somewhere. The mouse 
detects the intruder. There are no wires 
that can be cut, no way to stop it. So hav¬ 
ing started out with the normal concept 
of a watchdog, you end up with a very 
different system. 

Success: The first trick, though, is to ex¬ 
amine very carefully what we take for 
granted? 

De Bono: Yes. We take it for granted 
that a glass is transparent. We take it for 
granted that a glass doesn’t leak. We take 


it for granted that a dollar bill has the 
same value on either side. When we 
know what we take for granted, then we 
can try to escape—for what I call the 
movement value of an idea. But you have 
to have movement. The movement 
system underlies the whole of lateral 
thinking. 

Success: Usually, though, we shoot the 
crazy ideas down, don’t we? We don t 
waste our time on them—and we try to 
keep our subordinates from wasting 
time on them. In lateral thinking, you let 
the crazy ideas fly for a while? 

De Bono: When we want to get off an 
existing track, we have to use something 
other than judgment, so in lateral think¬ 
ing we use ideas for their forward effect. I 
use the symbol po , meaning provocative 
operation, as an indicator that what 
follows is to be taken for its movement 
value; for example, po planes should land 
upside down. 

Now, clearly that’s not meant as a 


serious proposition. It’s meant as a prov¬ 
ocation. You don’t even need po, it’s so 
obvious that it’s meant as a provocation. 
But someone will say, “Well, if planes 
landed upside down, the pilots would get 
a better view”—which leads to a whole 
discussion of where pilots should sit. 
Someone else might notice that you get 
downward lift. That leads into a discus¬ 
sion of how you could use downward lift 
to make landing a more balanced opera¬ 
tion; you balance downward lift against 
upward lift. 

Many people say, “Don’t judge” or 
“Defer judgment” when they mean to 
encourage creativity. But that’s too 
weak. You have to do something more 
than just not judge. You have to get 
movement. When we come up with a 
provocation, we look to find some prin¬ 
ciple in it and apply it to something prac¬ 
tical. 

Success: Provocation is a tool of lateral 
thinking and not just a way of shaking 
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The Wisdom of Edward de Bono* 


“Most people are aware of only one 
deliberate way of using the mind and 
that way is the vertical way which in¬ 
cludes logical thinking. Vertical think¬ 
ing follows the most obvious line, 
proceeding straight up or down.” 

“Good logic is one requirement of 
good thinking but by no means the 
only one. Water is a requirement of 
soup but few would accept a bowl of 
hot water as a satisfactory soup. ” 

“You cannot dig a hole in a different 
place by digging the same hole 


deeper. Vertical thinking digs the 
same hole deeper; lateral thinking is 
concerned with digging a hole in 
another place.” 

“The disinclination to abandon a half- 
dug hole is partly a reluctance to aban¬ 
don the investment of effort that has 
gone into the hole without seeing 
some return. It is also easier to go on 
doing the same thing rather than 
wonder what else to do: there is a 
strong practical commitment to it.” 

• From Future Positive and New Think. For information 
on de Bono’s books, write The Edward de Bono School 
of Thinking, 205 Flast 78th Street, New York, NY 10021 


up nonlateral thinkers—showing them 
how flaky it’s possible to be? 

De Bono: Provocation is a technique of 
lateral thinking. It’s something you use in 
your own mind. I’ll give you an example 
without going into any details. 

If you look at a motor car and say, “Po 
cars should have square wheels,” there 
are about 12 very interesting engineering 
ideas that come from that. But when you 
say, “Po cars should have square 
wheels,” you don’t seriously mean put¬ 
ting square wheels on a car. You use the 
provocation simply to get your mind out 
of the rut that normally wheels are 
round, and then, once you’re out of that 
rut, you start exploring. 

The provocation is only to yourself. 
The provocation is not what you put out 
to the world. What you put out to the 
world are the sound engineering ideas 
you developed as a result of your ex¬ 
ploration. 

Success: As a means of getting off of our 
normal thinking tracks and out of our 
ruts, you ve also taught something you 
call the “random word technique. ” You 
suggest opening a dictionary at ran¬ 
dom, selecting any word, and then using 
that word as a stimulus. If we re think¬ 
ing about how to improve the wheels on 
a car, we might open the dictionary and 
pull out the word carpet— and see where 
that leads. But isn’t that the sheerest gim¬ 
mickry? 

De Bono: I’m very glad you said that, 
because unless you really understand 
what is happening in the brain as an infor¬ 
mation system, then the random-word 
technique must seem first of all illogical; 
and second, like gimmickry. In fact, the 
random-word technique is extremely 
powerful. It works very well. It’s very 
easy to use. Most of the big advertising 
agencies use it routinely even now. 

Imagine you live in a big city like New 
York, and every time you go from work 
to home, you follow the same route. 
Now suppose I drop you somewhere un¬ 
familiar in the city. As you find your way 
home, chances are increased that you’ll 
arrive there by a different route. 

The random-word technique works 
the same way. As you work your way 
back to your starting point, you increase 
your chances of opening up an avenue 
that you wouldn’t have found if you had 
started at the starting point. 

Success: Aren’t people exposed to ran¬ 
dom stimuli all the time, though—like 


Newton watching the apple fall? Why do 
we have to open the dictionary at ran¬ 
dom? 

De Bono: But that is exactly my point. 
We can rely on chance stimuli. We can re¬ 
ly on an apple falling on our head. We can 
rely on happening to notice the way 
someone steps through a car door. But 
why do we have to sit around and wait 
for chance? Can’t we do something 
deliberate? Can’t we provoke it? That’s 
the purpose of the random-word tech¬ 
nique—to create random stimuli to 
order. 

Success: If randomness and chance are 
so effective, why not put 1,000 monkeys 
at 1,000 typewriters? Isn t there a more 
efficient way of turning out a business 
letter? 

De Bono: That’s a different thing. Total¬ 
ly different. There you’re looking at 
chance to produce something, which is 
extremely ineffective, because the math¬ 
ematics of combination are such that 
you’ll never get the one right combina¬ 
tion. This is totally different from the 
random-word technique, which puts you 
somewhere and helps you to open up a 
new path as you find your way back 
home. 

Actually, there is no similarity between 
the two techniques. With the 1,000 
monkeys, you’re trying to create patterns 
out of randomness. With the random- 
word technique, your point of departure 
is random but, after you’ve gotten to that 
point of departure, you’re using the pat¬ 
terns in your own brain. 

Success: Well, then, how do you judge 


the ideas that arise out of lateral think¬ 
ing? How do you know which ideas to 
put into use? 

De Bono: Let’s put it this way: the first 
stage in lateral thinking is non judgmen¬ 
tal. In the end, when you start shaping 
your ideas, then you bring in all the con¬ 
straints, and you use the constraints for 
shaping the ideas. Finally, you use a nor¬ 
mal evaluation process. How much 
would we have to invest? What are the 
cutoff points? How could we test it? 
What evidence is there that it might 
work? 

Success: By and large, has the business 
community been hostile to your ideas or 
friendly to them? 

De Bono: The interest in thinking is 
higher in the business community than 
anywhere else, not excluding science. In 
science, you can get by by choosing a lit¬ 
tle field and going off and playing away in 
it. In the academic world, you can get by 
on justification—making a case for 
yourself. 

The business community is the only 
one where there’s a strong feeling that 
you’ve got to deal with reality. 

Success: You have two children. Are 
they lateral thinkers? 

De Bono: In dealing with one’s own 
children, one always has to be a little 
careful not to experiment too heavily, 
because they can get an overdose and not 
be able to escape. It’s like the old story of 
the experimental psychologist who had 
some theories, so he kept his daughter 
locked in a glass box for two years. That’s 
why, with my own children, I don’t try 
too hard. □ 
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ANATOMY OF A 
CAREER CRISIS 

How one achiever and his family 
found strength in adversity 



D avid Hutton, 38, ambitious, 
bright, and hardworking, did not 
plummet unexpectedly into unemploy¬ 
ment—he chose it. In September 1980, 
he resigned from a comfortable job, ex¬ 
pecting either to start his own small 
business or land a better position within a 
reasonable time. 

But as the recession deepened, 

Elliott H. McCleary, a freelance writer, is 
author of New Miracles of Childbirth, and 
coauthor of the American Medical Association 
Book of Heartcare. 


by Elliott H. McCleary 

Hutton’s dream of owning a small 
business faded, and jobs dwindled. For 
more than a year, he and his wife Carol 
found themselves struggling with the 
doubts and problems now shared by 
more than 10 million out-of-work 
Americans and their families. 

For those unemployed and the many 
who have apprehensively asked 
themselves, “What if my job disappeared 
tomorrow? What would I do?’’, the Hut¬ 
tons’ experience suggests some en¬ 
couraging answers. 

Hutton had long dreamed of becoming 


a factory manager. He had a mechanical 
flair and an aptitude for figures. As a 
teenager growing up in Danville, Illinois, 
he had worked part time as an auto 
mechanic and had kept the family car and 
household appliances in working order. 
As the “man of the house’’ after his 
parents were divorced, he had developed 
a sense of responsibility that would later 
serve him well in supervisory work. 

He was graduated in 1966 from Eastern 
Illinois University with a B.S. in business 
administration. During the next 14 years, 
in the plants and offices of three house- 
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hold-products companies—A. E. Staley, 
Clorox, and Alberto Culver—Hutton 
developed a broad grasp of manufactur¬ 
ing operations. He served successively as 
a traveling inspector-foreman, head of 
shipping/receiving, manager of com¬ 
pounding, head of contract manufactur¬ 
ing, personnel manager, head of quality 
control, manager of manufacturing, and 
manager of packaging engineering. 

“It was interesting work,” Hutton 
recalls, “but I felt that I wasn’t getting 
ahead; my moves had all been lateral. 
Although I had gained a broad knowledge 
of plant operations, I seemed no closer, at 
the age of 36, to my goal of becoming a 
plant manager.” 

One reason for the lack of opportunity 
was that the household-products in¬ 
dustry was not expanding. And there 
were more people in Hutton’s age 
bracket—the beginning of the World War 
II “baby boom”—in competition for 
middle-management jobs. 

As he became increasingly frustrated 
with his progress in industry, Hutton 
began mulling over his alternative career 
plan. From the time they were married, 
shortly after his graduation from college, 
he and Carol had made a hobby of buying 
old furniture at farm sales and auctions 
and refinishing it into handsome pieces 
for their home. Gradually, in between job 
changes, moves, the birth of two children 
(Michelle, now 13, and Doug, 6), and 
Carol’s substitute teaching and tutoring, 
the Huttons’ garage, basement, and attic 
filled up with priceless finds, and the 
hobby turned into a side business. 

Friends were their only customers at 
first. Then word got around, and even¬ 
tually every piece of furniture in their 
roomy house in La Grange, Illinois was 
for sale at any time. 

“Over the years,” Hutton says, “I 
guess we’ve gone through 20 dining¬ 
room sets alone. ’ ’ Simultaneously, a com¬ 
panion business grew up of refinishing 
furniture not only for other individuals, 
but for antiques stores as well. 

“I suppose everyone at some time 
wonders what it would be like to go into 
business for himself,” Hutton says. “But 
until you try it, you’re never going to 
know. If you try it and it doesn’t work 
out, at least you’ve got it out of your 
system.” 

Finally, after a year of serious con¬ 
sideration, and many discussions with 
Carol, Hutton gave notice to his em¬ 
ployer, Alberto Culver, and went on his 
own. The plan was to continue to buy, 
refinish, and sell period furniture out of 


the Hutton home. “I didn’t think we 
were taking such a big chance,” Hutton 
says, “even though the economy wasn’t 
getting any better. I felt that, at the worst, 
we could survive doing this; it would pay 
the bills. At best, it might turn into some¬ 
thing big. Then I could go out and acquire 
a business property, hire staff, the whole 
bit.” 

The profit potential of this quiet 
business is greater than an outsider might 
think. A 60-year-old pressed-back oak 
chair picked up at a farm auction for $ 15 
or $20 could be repaired, refinished, and 
resold for $75 to $ 100. A vintage, round 
oak table in good condition might be pur- 


‘It’s not your job title 
—whether you're a 
company president or a 
gardener digging in 
the bushes—or how 
much money you 
make. It's what you 
really think of what 
you do. ’ 


chased for $200, refinished in two days, 
and resold for $500. A prize find like an 
especially fine matching dresser, bed, 
and washstand bought in a rural area for 
$400 could bring up to $1,500. 

“In normal times, the business could 
have done very well,” Hutton says. “As it 
was, it moved in fits and starts.” 

Income from the business in its first 
months produced only about two-thirds 
of Hutton’s former salary. This forced 
him and Carol to cut all extras out of the 
family budget. 

Meanwhile, inflation was building, the 
general economic outlook was darken¬ 
ing, and Christmas was approaching. 
Carol grew more worried every day. She 
had been supplementing Dave’s income 
by working Saturdays and Sundays in an 
antiques store in a nearby village, and 
now she also took a job as a substitute 
teacher. For the next year, she worked 
seven days a week while running the 
household, cooking meals, and even 
helping refinish furniture. 

‘‘I don’t know that I could do it again, ’’ 
she says, laughing. “But it was either give 
up—or survive.” 

Carol now believes that keeping her¬ 
self as busy as she possibly could be, and 
getting out of the house, was good for 


their marriage. “There’s so much emo¬ 
tional tension between you both at a time 
like this that if you are together 24 hours a 
day, it’s bound to explode,” she says. 

Hutton’s enthusiasm for his new busi¬ 
ness began to pale within a month. 
“When I got into it up to my eyeballs,’ ’ he 
says, “it wasn’t as much fun anymore.” 
He liked his new freedom, but he missed 
the world he had departed. He didn’t like 
staying home all day. 

“Maybe the small-business route was 
really an excuse to buy some time,” he 
says reflectively. “I found out some 
things about myself. I believe I could 
have done well in my own business, but I 
look at success in terms of job satisfac¬ 
tion. It’s not your job title—whether 
you’re a company president or a garden¬ 
er digging in the bushes—or how big a car 
you drive, or how much money you 
make. It’s what you really think of what 
you do. If you find a situation you really 
enjoy, if you perform well, if you can’t 
wait to get up in the morning and get 
back into it, then I’d say you’ve found 
success. I decided I could find that sort of 
job satisfaction only from the interaction 
and support I get from working in a large 
company.” 

B etween auctions, and his sanding 
and varnishing chores, Hutton 
would casually page through the help- 
wanted ads and answer those that 
seemed interesting. But responses were 
few, interviews fewer, and results always 
discouraging. 

“It was a steady downhill slide,” he 
says, recalling how his attitude deterio¬ 
rated over a period of more than a year. 
“I kept thinking, ‘I’ve done something 
wrong. I’ve done something really 
stupid.’” 

Hutton had, in fact, broken more than 
one of the classic rules on how to succeed 
in self-employment. First, he lacked the 
burning desire that most entrepreneurs 
claim is necessary to success in a new 
venture. And he had also failed to assess 
his own character fully enough; had he 
done so, he might have been able to 
predict that he wouldn’t enjoy running 
his own business. 

The truism that it’s not smart to quit a 
job you have in order to start looking for 
a new position came home to Hutton 
gradually but forcefully. As the months 
went by, he spent more time looking for a 
job and less time with the furniture 
business. Finally, job seeking became his 
primary activity. Inadvertently, he had 
joined the ranks of the unemployed. The 
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family income diminished sharply. 

“It completely changed our life,’’ 
Carol says of the experience. “It was a 
trial for the family, but it pulled us closer 
together. When you can’t afford to go out 
to dinner or go shopping or do anything 
that costs money, it makes you realize 
how much you can do without and how 
much you normally waste. 

“We found things we could all do 
together, games and things that cost 
nothing but were very enjoyable. 

“Our son Doug thought it was terrific 
that Dad was home all the time; they had 
more time together. Michelle was just 
starting high school, and she made extra 
cash babysitting, was tremendously help¬ 
ful at home, and never once did she com¬ 
plain about not having enough money.’’ 

But Dave and Carol found that their 
emotions were more difficult to deal 
with. “Dave and I knew and sensed each 
other’s feelings,’’ Carol says. “When I 
was down, he would try to cheer me up, 
and I’d do the same for him. But we 
didn’t show our anger. We kept those 
feelings bottled in. When I needed to let 
them out, I’d visit a friend and let them 
out on her—just have a good cry. 

“When I saw that Dave was getting real 
quiet—he’s not one to raise his voice 
when he’s upset—that was a sign he was 
depressed. Then I’d get worried and try 
to get his mind off his troubles. I’d call up 
one of his friends and suggest he drop 
over and visit Dave or get him out for a 
while. Our friends were wonderful; they 
went out of their way to help us, talk to 
us, call us, spend time with us.” 

Others who have gone through the 


emotional wringer of unemployment 
also emphasize the value of support from 
outside the family. “Those without jobs 
feel that they have lost thier identity,” 
says Robert Thompson, a pastor who has 
established a self-help group for the 
unemployed in Evanston, Illinois. “At 
first,” says a member of his group, “your 
reaction is to retreat, not talk about it 
with your family and friends. You feel 
that you’re an outcast.” 

Members of such groups, which are 
few but growing in number, share job 
tips, problems, feelings of anger and re¬ 
jection, and help each other to maintain 
motivation, self-respect, and perspective. 
But no such formal support group was 
available to Hutton, had he sought such 
comfort. 

His mood was not desperation, thanks 
to Carol’s paychecks, but of steadily in¬ 
creasing frustration. None of the recom¬ 
mended methods of job seeking seemed 
to work. 

F or help in his job search, Hutton 
went to the library. He found that 
the various books on job seeking con¬ 
tradicted each other on many points. 
However, all agreed that if you spend all 
your time searching only through con¬ 
ventional channels, such as classified ads 
and employment agencies, your chances 
of landing a good job are slim. 

The recommended procedure was to 
follow a systematic approach—to do as 
much research as possible on the industry 
and the companies in which you’re in¬ 
terested, make a list of the hundreds of 
possible companies you might like to 


work for, and then go to the top by 
writing a letter to the president of each 
company on the list. 

Painstakingly, Hutton prepared his list 
and sent out a letter selling himself as a 
plant manager to the chief executive of¬ 
ficers of 400 companies across the na¬ 
tion. 

He has since learned of others who 
followed the same procedure and sent 
out as many as 1,000 letters, without a 
single response. But Hutton’s mailing 
produced what seemed like a good 
response: promises of interviews with 
the heads of 10 companies. 

Not all of the interviews, however, 
materialized as planned. One company 
president that Hutton went to Tennessee 
to interview collapsed with a high-blood- 
pressure attack on the morning they were 
to meet; the job itself was abolished after 
Hutton had waited four months for a new 
interview. On another aborted interview 
with a company president, Hutton arrived 
at the plant to find most of the largely 
Hispanic work force being led out in hand¬ 
cuffs by raiding officers of the U.S. Im¬ 
migration and Naturalization Service. In 
the company cafeteria, he only glimpsed 
the man he had come to see—his head in 
his hands, in no mood to talk with anyone. 

A newspaper ad for a “fast-track posi¬ 
tion in a dynamic growth field” resulted 
in an appointment also attended by 40 
other applicants for what turned out to 
be, in Hutton’s words, “a pyramid 
health-food retailing scheme enabling 
one to go into business as a door-to-door 
salesman.” An investment of several 
thousand dollars in merchandise was re¬ 
quired. 

Finally, as a last resort, Hutton almost 
accepted an out-of-town job with less 
responsibility and less pay than he had 
been seeking. He changed his mind when 
the company’s president refused to pay a 
reasonable portion of the relocation ex¬ 
penses. 

It was now June, nine months since 
he’d left his previous job, and Hutton’s 
spirits had reached their lowest ebb. 

“I was doing everything you’re sup¬ 
posed to do,” he says. “But after months 
of research, writing letters, making 
phone calls, and landing some interviews 
for good jobs that I really wanted, I came 
up with a handful of second-place 
trophies. I asked myself, ‘Why isn’t it 
working ?’I felt like I had the plague.” 

Up to this point, Hutton had avoided 
employment counselors because he’d 
been told that most of them were “ripoff 

Continued on page 51 
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Working out a total conditioning program 


by Jay Stuller 

T here is no doubt that we’ve become a nation of exercise 
fanatics; what looked like a typically outlandish fad just 
a decade ago has become a way of life. Today, rigorous and 
routine exercise is not only accepted in America, it’s expected. 
Woe to the social leper who openly admits not working out. 

Why? Because a healthy lifestyle is clearly important to suc¬ 
cess. The physically fit not only live longer, but are generally 
more productive than nonexercisers, if only because they’re 
less likely to develop cardiovascular ailments. Moreover, 
regular exercisers claim that they have a more positive outlook 
on life, concentrate better, and cope with problems more effec¬ 
tively. They say that they feel more assertive, think more 
creatively, and are more self-confident. 

Recognizing the value of well-tuned employees, many cor¬ 
porations are both encouraging the physical fitness of their per¬ 
sonnel and laying out large sums for it. One prime example is 
Xerox Corporation’s $700,000 fitness center in Stamford, Con- 

When he's not exercising his fingers on the typewriter, San Francisco 
freelancer Jay Stutter says, he plays basketball, jogs, runs wind sprints, 
and lifts weights. 


necticut, where employees lift weights, ride stationary bicycles, 
and pull on rowing machines. It’s an idea that’s been, well, 
“Xeroxed” by other firms, too. 

Tremendous sums are also being invested by the 80 million 
Americans—almost half the adult population of the coun¬ 
try—who practice some form of body improvement. More than 
$ 1 billion a year goes just for running shoes, $5 billion for health 
clubs, plus some $2 billion to sports medicine, which helps 
repair the damage done by trying to get fit. 

The biggest bloc of exercise, buffs— about 30 million in all— 
jog, an activity that transcended sport to become practically a 
major religion a few years ago. Others pump iron like a 
Schwarzenegger, boogie in aerobic dance classes, or follow the 
sweaty lead of Jane Fonda. 

A major impetus for this mania can be traced to a young Air 
Force doctor, Captain Kenneth Cooper, who in 1961 
began experimenting to find the best method of exercise for 
astronauts. That led to his hypothesis that fitness is best 
measured by oxygen consumption, or aerobics (the volume at 
which the heart pumps, and the lungs reoxygenate blood), and 
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that any exercise performed to improve aerobic efficiency 
should involve endurance. When Cooper’s book Aerobics was 
published in 1968, it catalyzed Americans and clearly shaped 
how we go about exercise. 

It is, however, quite possible that no matter how far we run, 
we simply aren’t getting all that’s possible from exercise. In fact, 
in a passion to log prodigious numbers of miles, a jogger may 
well be ignoring his or her overall physical conditioning. 

“I think we’ve overlooked the bounds of fitness when we 
isolate our activities completely to aerobics,” says another 
military physician, Dr. Richard Cote, chief of research for the 
Air Force Academy’s physical-education department. “We’re 
forgetting about some of the other aspects of fitness, such as 
muscle strength, flexibility, and coordination.” 

Conversely, those who build bulging biceps to the exclusion 


7 enjoy running. It's probably the 
best means of aerobic conditioning. 

But it isn’t enough for me. So / 
play handball, too, which requires 
many skills and offers competition.’ 


of everything else are shorting themselves on aerobics, training 
for the heart that would help it supply maximum amounts of 
oxygen and nutrient-laden blood to those monstrous muscles. 
Still, avid weight lifters and joggers frequently proclaim 
themselves in “perfect” condition. So, what’s the truth? 

“Well, obviously, the definition of fitness can be pretty sub¬ 
jective,” explains Dr. Marvin Clein, a kinesiologist and former 
chairman of the physical-education and sports-sciences depart¬ 
ment at the University of Denver. “Much depends on what 
you’re getting fit for and what you want. But if you’re talking 
about general, overall conditioning, there are a number of 
elements to human physical and athletic performance.” 

Those elements, Clein says, include aerobics/endurance, 
muscle strength, neuromuscular coordination, balance, agili¬ 
ty, flexibility and, for lack of a better term, the speed system, 
which helps you run fast for short periods of time. All these 
physical senses can be tuned up and sharpened by certain kinds 
of activities and exercise. 

No single sport or exercise, however, serves all purposes. In¬ 
deed, golf, tennis doubles, calisthenics and weight lifting pro¬ 
vide about as much aerobic benefit as eating a pound of cheese. 
Yet participation in these activities tends to enhance other 
elements of fitness. 

Total fitness and conditioning, therefore, requires a blend of 
activities, a mix of sports and exercises that take into account 
the entirety of fitness. And there are literally dozens of ways to 
accomplish this goal (see Total Conditioning box on page 34) 
with sports and such, to accommodate one’s abilities, desires, 
and time constraints. 

Of course, not every individual, especially the beleaguered 
businessperson, has time for a Jennerian, Olympic-decathlon 
quest. But if you can spend time on physical conditioning, the 
hour or so, four to five times a week, that numerous folks put in¬ 
to jogging, tennis, weight lifting, and the like, then consider the 
benefits of total conditioning. 

For one thing, there’s variety. “I enjoy running,” Cote says. 


“It’s probably the best means of aerobic conditioning. But it 
isn’t enough for me. So I play handball, too, which requires 
many skills and also offers competition .” 

Cote says the Air Force Academy has long-encouraged cadets 
to engage in different types of exercise, from pure aerobics to 
the so-called “lifetime” sports, like tennis. Even Dr. Cooper’s 
early work acknowledged the benefits of activities that were 
not strictly aerobic—or, at least, he assigned an “aerobic point 
value” to each sport. 

Still, a mix is crucial to toning all of yourself. Here is a look at 
each element of physical performance, and some things that can 
be done to condition it: 

• Aerobics/endurance. Despite the current overemphasis, 
this is still the primary measure and means of fitness. With car¬ 
diovascular ailrr\ents claiming more than half of all Americans 
who die in a given year, it should be apparent that exercise to 
improve circulatory and respiratory function is critical. And 
perhaps the most efficient and effective aerobics exercise is jog¬ 
ging. 

Of course, there are many sensible, rational, and bright in¬ 
dividuals who’d rather be run over by a sanitation-department 
truck than jog. Indeed, for more than a few folks, running can 
lead to sore feet, legs, and hips—not to mention near-fatal 
boredom. There are, however, other forms of aerobic exercise, 
including swimming, bicycling, jumping rope, and the aptly 
named aerobic dancing. For your dose of aerobics, simply 
substitute one. 

• Muscle strength. Weight lifting, clearly, is the primary 
and best means of increasing muscular strength, particularly if 
one uses a Universal Gym or Nautilus machine, with which 
nearly all muscles in the body get a workout, rather than only a 
few, as is sometimes the case with free weights or isometrics. 
Some gyms and health clubs have rowing machines, which are 
good for increasing upper body strength, or stationary bicycles 
that can be adjusted to put resistance against the pedals. 

“But really, simple pushups and pullups can do an awful lot 
toward building strength,” Cote maintains. His contention is 
proved by University of Georgia running back Herschel Walker, 
who eschews weights for situps, pullups, pushups, and wind 
sprints for his legs. Walker has now added swimming and 
karate to his regimen, and his body looks—and hits 
tacklers—like a tank. 

• Neuromuscular coordination. This category includes 
eye-hand coordination, timing and precision, an overall feel of 
the “kinesthetics” of the body. Improving this makes you not 
only feel vital and fit, but gives you the sense that you’re in 
greater control of your body. 

Practically any racket sport, from tennis to Ping-Pong, is 
good for eye-hand coordination. And even such nonexerting 
sports as golf can challenge these skills. Neuromuscular coor¬ 
dination is one of the few things for which slow-pitch softball is 
good—besides drinking beer. And sports such as soccer, basket¬ 
ball, and volleyball demand perhaps the most in this category. 

• Agility and balance. Agility involves the ability to change 
positions or direction quickly; balance involves not falling on 
your face or rump when you get to that new position. What can 
improving these things do for everyday life? Well, at best it will 
help give you a bounce to your step; agility and balance are an 
integral part of a person’s kinesthetic feel. At the very least, it 
will help you dodge taxis and buses. 

Racket sports, soccer, and basketball are again beneficial 
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here, as they require you to move feet and body quickly, into 
different positions, while maintaining balance. Snow skiing is 
also an excellent activity. 

• Flexibility. Most exercise programs recommend stretch¬ 
ing before and after a workout, which makes downright sensi¬ 


ble sense. Muscles tighten during a workout, and it’s wise to 
always keep them loose and supple. 

Surprisingly, however, Clein says that one of the best ac¬ 
tivities for flexibility is weight lifting—which, according to old 
wives’ tales, made one muscle-bound. “If you use one of the 


Six Achievers: How They Keep Fit 


Dr. Tom Cottle 

A sociologist and clinical psycholo¬ 
gist who lectures at Harvard Medical 
School, Cottle is best known as a talk- 
show host who draws out the inner¬ 
most feelings of his guests. He hosted 
the PBS series, The Tom Cottle Show, 
NBC’s Hot Hero Sandwich Emmy- 
winner aimed at teens, and is the focus 
of a new syndicated interview series, 
Tom Cottle: Up Close. 

Cottle, 43, believes “you can’t exer¬ 
cise too much,’’ and whether he’s home 
or on the road, either runs or lifts 
weights six times a week. “At home I go 
to a local place called The Body Shop, 
three to four days a week,’’ he says. “I’ll 
make the circuit on a Universal Gym, 
and then lift free weights for toning 
muscles. On other days, I’ll run. 
Although I don’t like jogging, I feel it’s 
good for me. ’’ Cottle used to play tennis 
seriously, but now infrequently hits the 
courts, in favor of pure conditioning. 

Tandy Rice 

The 44-year-old Rice is president, 
board chairman, and owner of Top Bill¬ 
ing International, a Nashville-based 
talent agency specializing in country 
music. “Every day I run between four 
and seven miles cross-country to un¬ 
wind after a day of answering phone 
calls and nonstop meetings,’’ says Rice, 
who follows four different routes 
throughout Franklin, Tennessee, which 
is just south of Nashville. 

A dedicated runner, Rice even spon¬ 
sors a springtime marathon in Franklin. 
And yes, he’s in it. “How,’’ he asks, 
“can you sponsor a marathon and not 
participate in it? So, running is foremost 
in my daily activities, if for no other 
reason than that I’ve got to be in shape 
for next year.’’ 

Helen Gurley Brown 

“Exercise is the work you do for 
nobody but yourself,’ ’ says the editor of 
Cosmopolitan magazine and author of 
Sex and the Single Girl and, more 


recently, Having It All. 

Brown’s workout begins in her Man¬ 
hattan apartment each morning. “I ex¬ 
ercise one hour a day,’’ she claims. 
“Nothing gets in the way. It’s just a pot¬ 
pourri of stuff I’ve picked up through 
the years.’’ She starts by hanging from a 
chinning bar, with her knees pulled up, 
for 12 minutes. Then, on her feet, she 
does 20 dancer’s kicks with each leg. In 
the bathroom, she professes to do 30 
knee lifts while sitting on the toilet. 

Next, she pulls an exercise mat out 
from under her bed and spends 25 
minutes performing pushups (20), 
situps with knees bent (20), leg lifts (20), 
and a variety of weight-lifting tricks, 
usually with seven-pound barbells. Says 
the vigorous and never-satisfied 
Brown: “I always wear a stomach 
cincher while exercising, just to make it 
tougher.’’ 

Chuck Norris 

A real karate aficionado, actor Chuck 
Norris has made his name in a successful 
series of kick, chop, and pummel films. 
Due to his athletic acting specialty, Nor¬ 
ris spends a great amount of time condi¬ 
tioning. In fact, he’s recently written a 
book, Chuck Norris' Physical Fitness 
(Bantam Books). 

“I work out three hours a day, every 
day of the week except Sunday,’’ Norris 
says. “I alternate routines. On Mondays, 
Wednesdays, and Fridays, I begin with 
30 minutes of stretching and then an 
hour and a half of weight training, lift¬ 
ing light weights repetitively. Not for 
bulk, but endurance.’’ Norris follows 
this with an hour of aerobic exercises. 
“On Tuesdays, Thursdays, and Satur¬ 
days, I start with an hour and a half of 
kicks—every kick I can think of—using 
a heavy bag for power and a light bag for 
speed, and kicks in the air for control. 

“Next, in rotation for 90 minutes, 
five rounds of three minutes each with a 
punching bag, the same with a jump 
rope, and the same with a stationary 
bike. 


“Finally, I do 300 situps on an inclin¬ 
ing bench and 300 leg raises for the 
lower stomach. And always, another 15 
minutes of stretching at the end of the 
day’s routine.’’ 

Herschel Walker 

A star running back for the University 
of Georgia’s football squad, Walker is 
also a superb sprinter. At 6 foot 1, and 
roughly 225 pounds, the junior has Na¬ 
tional Football League scouts, coaches, 
and general managers salivating. 

When he was 12 years old, 5 foot 3 
and 100 pounds, Walker asked a local 
track coach in Wrightsville, Georgia 
how to get big and strong. The coach 
said “Do pushups, situps, and run 
sprints.’’ That day, Walker did 300 
pushups and situps. He has continued 
them each and every day since. Later, he 
added pullups to his routine. And 
though he may be one of the strongest 
players at Georgia, Walker has almost 
never inhabited a weight room, a testa¬ 
ment to some rather old body-building 
techniques. Recently he’s added swim¬ 
ming and karate to his regimen. “I saw it 
[karate] as a way to discipline my 
power,’’ he says. “Ido it for an hour or 
so every night in my room, by myself. I 
never miss.’’ 

Larry Leal 

The chairman of Southern Equities 
Corporation in Dallas, 33-year-old Leal 
feels exercise is so important that he’s 
installed a gym in the garage of his 
home. With businesses in construction, 
real estate, oil and gas, furs, apartments, 
music, and film, Leal says, “I feel better 
and have more energy when I work out. 
I consider it vital to my health. I’m try¬ 
ing to take off 15 pounds. It’s a daily 
chore, but worth it. The pressure of run¬ 
ning a business in today’s world is much 
tougher than it used to be.’’ Leal also 
takes a daily walk of two miles, swims in 
his pool in the summer, and takes to 
Colorado’s ski slopes in the winter. 

-J.S. 
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machines,” Clein says, ‘‘which takes you through the body’s 
entire range of motion and works against all the muscles, then 
lifting is tremendous for flexibility.” Keeping flexible reduces 
the number of nagging pains you’ll feel, which will help with all 
the other exercise elements. 

• Speed system. This is also known as the anaerobic 
system, which makes use of chemical energy stored in the 
muscles. While tuning up your speed system is not at all essen¬ 
tial to normal life, it can help your performance in many other 
sports. Running a series of short, all-out sprints—which could 
well be done after a jog—helps get your ability up for soccer, 
tennis, and any other sports where you’ll need short bursts of 
speed. 

S o, you ask, “Where do I get the time and find the facilities 
for all these things? Since I’m often on the road four or five 
days a week, how am I going to be able to cope with this 


On the road? Many hotels now have 
exercise studios or offer route 
maps for joggers. Almost all 
motels have swimming pools. And 
pushups can be done anywhere. 


‘varietal exercise?’” Well, total conditioning is not as for¬ 
midable a challenge as it seems. 

Indeed, almost all exercise programs suggest that you work 
out four to five days a week, whether by jogging, weight lifting, 
or whatever. To get in shape— and stay there—it’s going to take 
an hour or so during that many days a week. This notion is pret¬ 
ty well accepted. 

With total conditioning, however, you blend activities—say, 
jogging for your aerobics on Monday, working in a game of rac- 
quetball (which, remember, helps neuromuscular coordina¬ 
tion, balance, and agility) on Tuesday, jogging again on Thurs¬ 
day, a strength activity on Friday, and a game of some sort again 
on Saturday. 

There are, of course, some limitations here. It’s said that to in¬ 
crease muscle strength, you should work out at least three to 
four days a week on weights. So perhaps it’s good to follow an 
aerobic exercise with the venerable pushups. 

It also helps to belong to a local health club. Or consider join¬ 
ing a YMCA; they’re in cities across the country and usually 
have an excellent range of facilities—from pools to weight 
rooms and gyms—at a most reasonable cost. 

On the road? Many of the better hotels now have exercise 
studios or offer route maps for joggers. Almost all hotels and 
motels have swimming pools, where 20 minutes of laps helps 
your aerobics, as well as toning arm, shoulder, and leg muscles. 
Pushups and situps can be done just about anywhere, so you’re 
really never limited by travel. 

Fitness is indeed important to successful individuals, those 
who by the nature of their work are forced to travel, clock long 
hours, and meet arduous schedules and tasks. An investment in 
exercise can ultimately provide almost as much “fuel” as food, 
since mental stamina is often directly affected by physical 
reserves. Just remember to tailor your exercise program to all 
the elements of physical conditioning. □ 


The Elements of 
Total Conditioning 

A woman who can’t jog more than two blocks without 
doubling over in pain may, however, swim like a 
dolphin. Likewise, a demon basketball player could take his 
life in his hands on an Aspen ski slope. With this Guide to 
Total Conditioning, you can pick an activity within the ma¬ 
jor categories where you feel most comfortable. 

Moreover, if you belong to a health club or YMCA, for ex¬ 
ample, it’s easy to combine two activities in one hour-long 
exercise session. If you lift weights for 20 minutes, then take 
a run or swim; you will make accomplishments in three 
categories—aerobics, muscular strength, and flexibility. And 
you could probably squeeze it all in during the lunch hour. 

This list covers the major elements of physical condition¬ 
ing and shows which sports and activities help improve and 
sharpen those elements. Some also note the number of 
calories burned. 

Aerobics/Endurance 

• Biking at 15 mph burns about 725 calories in an hour. 

• Jogging at 6 rnph burns 700 calories. 

• Swimming at 40 yards per minute burns 600 calories. 

• Aerobic dancing (about the same as jogging in calories 
burned) 

• Jumping rope 

Muscular Strength 

• Weight lifting 

• Rowing machines and stationary bikes with resistance 
• Pullups and pushups 

Neuromuscular Coordination 

• Tennis (and other racket sports) burns 450 calories in an 
hour, if singles. 

• Basketball burns 500. 

• Golf uses 300 calories in 18 holes, if you walk and carry 
your own clubs. This, however, is an intellectual game. 

• Baseball has negligible conditioning benefit, but it’s fun. 
• Table tennis really sharpens eye-hand coordination 
and burns 360 calories. 


Flexibility 

• Calisthenics 

• Weight lifting 

• General stretching 

• Swimming strokes 

Balance and Agility 

• Basketball and soccer 

• All racket sports 

• Volleyball burns 350 calories. 

• Snow skiing burns 600, at 10 mph. 


Speed System 

• Wind sprints—a series of about 10 full-speed runs of 30 
yards each 

• Soccer and full-court basketball __j ^ 
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How to financially survive 

theWs. 


“Millionaires Are Not 100 Times 
Smarter Than You , They Just 
Know The Wealth Formula“ 



Mark O. Haroldsen 


Millionaire in 48 Months 

Millionaires are not 100 or even 10 
times smarter than you, but it is a fact 
that millionaires are making 10 to 50 
and even 100 times more than you. 

Are these wealthy people working 
that much harder than you? No way! * 

If you are working only 20 hours a 
week, it would be physically impossi¬ 
ble. (There are only 168 hours in a 
week, no one gets more.) 

These questions used to really 
stump me. That was a few years ago. 

My wife and I then lived in Denver, 
Colorado, at 2545 South High Street. 
We paid $135 a month rent for a 
cramped, tumbled down house. My 
wife was expecting our second child 
and we were flat broke. I felt desperate 
and forced into a corner. I had to bor¬ 
row $150 from my father and another 
$150 from my father-in-law just to buy 
the groceries and pay the rent. If that 
wasn’t enough, I was several thou¬ 
sands dollars in debt. 

Things are much different now. Last 
year I could have retired and lived off 
the income of my one million dollars in 
real estate holdings. (Incidently, al¬ 
most all of the income from the real 
estate is tax free). 

Since I had worked 20 to 40 hours a 
week, I know that I didn’t work even 10 
times longer or harder than you. And 
with my C-average from Ames High 
School (located in Ames, Iowa), I’m 


quite certain that I’m not any smarter 
than you. 

If hours, efforts, or brains are not 
what separates the rich from the aver¬ 
age guy who is swamped with debts 
and very little income, then what is? 

I learned the answer to that question 
from an old fellow in Denver. This fel¬ 
low worked in a drug store stocking the 
shelves. Very few people knew that he 
had $200,000 in the bank, all of which 
he had earned starting from nothing. 

Within a year after meeting him, I 
was told and shown the same thing by a 
young man who had recently earned 
over a million dollars. By this time, I 
began to realize that what I was being 
shown was truly a remarkable and 
workable way to grow rich. 

I began to apply the principles and 
methods I had been shown. The re¬ 
sults were amazing. I couldn’t believe 
how easy it was, in fact it seemed too 
easy. 

But then I met an elderly lady (83 
years old) who, although not very 
smart, has made $117,000 using the 
same formula. 

I then figured my beginning wasn’t 
luck. 

For three and one half years, I 
worked hard to refine and improve on 
the formula that I had been shown, so 
that it would be easy to get quicker 
results. 

As I did this, my assets multiplied 
very rapidly (160 per cent per year) to 
the point that I didn’t have to work any 
longer. 

I guess I am bragging now, but I did 
start spending a lot of time in our back 
yard pool, traveling around the coun¬ 
try, and doing a lot of loafing. 

Then one day a friend asked me how 
he could do what I had done. 

So I began to outline the formula 
that I had improved to show him really 
how simple it was, and how he could 
do the same thing. 

By the next time he approached me, 
I had written almost a complete vol¬ 
ume on the easy way for him to copy 
my results. 

I wrote this in simple, straight for¬ 
ward language so anyone could under¬ 
stand it. 

This time my friend’s questions 
were very specific. (He had already 
begun buying properties with the for¬ 
mulas I had been giving him). Now he 
had a property he wanted to buy, but 
was out of cash. How could he buy it? 

I not only showed him how to buy 
without cash, but by the time the deal 
was complete, he had $5,000 cash in 
his pocket to boot. 

I also showed him how to buy a 
$26,000 property for $75 down. 

You, or anyone, can do exactly what I 


did, or my close friends have done: in 
fact, you may well do it better. (I began 
doing this in my spare time only). 

It doesn’t matter where you live or 
the size of your town or city, my for¬ 
mula will show you exactly how to: 

• Buy income properties 
for as little as $100 down. 

• Begin without any cash. 

• Put $10,000 cash in your 
pocket each time you buy 
(without selling property). 

• Double your assets yearly. 

• Legally avoid paying federal 
or state income taxes. 

• Buy bargains at V 2 their market 
value. 

• Allow you to travel one 
week out of every month. 

When you send me a check or money 
order for $10, I will send you all my 
formulas and methods, and you are 
free to use them anywhere and as often 
as you would like. 

Now if you were a personal friend of 
mine, I know you would believe me 
and not need any kind of guarantee, 
but since you don’t know me person¬ 
ally, I will guarantee that you will be 
completely satisfied and that my for¬ 
mula will work for you if you apply it. I 
will back up that guarantee by not 
cashing your check for 30 days, and if 
you for any reason change your mind, 
let me know and I will send your un¬ 
cashed check back. 

You may well ask, why am I willing 
to share my formula for wealth? Well, 
because many of you will probably 
seek further consultation and direc¬ 
tion from me as your wealth rapidly 
grows and my consultation fee adds to 
my fortune. 

But you shouldn’t care if I profit as 
long as you profit. And I guarantee that 
you will. 

By the way, if you feel a little uneasy 
about sending a check or money order 
for $10.00, simply postdate it by 30 
days which will completely eliminate 
your risk. 

If you would like to check some of 
my references I have listed a few: 

Salt Lake Chamber of Commerce, 19 
East 200 South, Salt Lake City, Utah 
84111; Charles F. Huber, Certified 
Public Accountant, 1850 Ben¬ 
eficial Life Towers, Salt Lake City, 
Utah. 801-531-8286. 

To order, simply write on any size 
paper “Financial Genius”, your name 
and address including zip code, place 
it in an envelope and send it to Mark O. 
Haroldsen, Inc., 1831 Fort Union Blvd., 
Dept. NG374, Salt Lake City, Utah 84121. 
Be sure to enclose a check or monev order 
for $10. 

*10L© Mark O. Haroldsen, Inc., 1982 





RARE 

BIRD 

by Joseph Durso 


How a simple, down-to-earth 
attitude made pro basketball's Larry Bird 
a high flier for the Celtics 


F rench Lick, a serene lit¬ 
tle town in southern In¬ 
diana, has a population of 
2,265, one hotel, one lake, 
and one street named Larry 
Bird Boulevard. It is the only 
street in the world named for 
a onetime garbage collector 
who left town to seek fame 
and fortune, and found it as 
the all-star forward of the 
Boston Celtics, the modern 
powerhouse of professional 
basketball. 

“I’m just a hick from French 
Lick,” Larry Joe Bird says, 
with a twang and shyness that 
remind people of Will Rogers 
—well, a 6-foot, 9-inch Will 
Rogers with a wicked jump 
shot, 220 pounds of drive, a 
salary of $650,000 a year, and 
the chance to become the first 
$3 million-a-year athlete in 
history. 

New York Times sportswriter 
Joseph Durso profiled jockey 
Steve Cauthen for the January 
1982 issue of Success. 


But, in an era when athletes 
drive yellow Rolls-Royces, 
own duplex apartments on 
Park Avenue, pressure their 
teams to renegotiate their con¬ 
tracts, and go on strike for a 
piece of the cable-television 
pie, Bird is a rarity. For a tall 
man, he keeps a low profile; 
he neither gloats nor boasts, 
he plays hurt, and he mostly 
wants to return to French Lick 
someday and raise kids. 

His agent is Bob Woolf of 
Boston, and their relationship 
is a rarity, too: Bird now lives 
next door to Woolf in the 
fashionable Boston suburb of 
Brookline, as well as on Cape 
Cod. And, after nearly four 
years of something like a 
father-and-son closeness, the 
superstar of the Celtics still ad¬ 
dresses the superstar of sports 
agents as ‘‘Mr. Woolf.” 

“I represent more than 400 
athletes,” says Woolf, whose 
clients include Carl Yastrzem- 
ski of the Boston Red Sox and 
Pete Vuckovich of the Mil- 
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Start Profiting Now from 
New Dimensions in Thinking ... 

Bold New Concepts ... 

Powerful Ideas 

Subscribe 
Today to 

INSIGHT... 

Your Monthly Sound/Print 
Digest of Action Ideas for Top Achievers 
And Get Your First Issue FREE! 


INSIGHT is an exciting new monthly audiocassette and 
printed book of new ideas from outstanding experts. Ideas 
in all areas that impact your life. Ideas that can contribute 
to your success. Ideas most often made available to you 
within a few days of their appearance. Each fascinating 
issue distills the genius of the world's greatest experts in 
self-realization, growth and renewal. 

INSIGHT helps you develop your own ongoing program for 
social, business and intellectual growth. It also provides a 
limitless source for speeches, meetings, sales and manage¬ 
ment bulletins, business and social dialogues. 


Mental Proteins for Peak Performance 


With INSIGHT you get a steady stream of positive ideas 
that out-muscle negative news and balance your daily diet 
of information. Ideas that you, and those who depend on 
you, can use immediately to enhance: 

• Personal productivity 

• Time management 

• The way you handle stress 

• Goal-setting and achievement 

• Interpersonal relations 

• Verbal and written communications 

• Family and social life 


A Time-Saving Source of 
New Ideas for Busy People 


Unlike reading magazines, business or professional jour¬ 
nals, INSIGHT requires no effort. You get ideas and infor¬ 
mation that trigger more ideas, just by listening to each new 
issue on cassette at your convenience. And if you want to 
read or make notes on what you heard, you simply refer to 
the handy book with each cassette. 


INSIGHT Is Effective 


You benefit from ongoing in-depth research by one of the 
greatest communicators and students of mankind: Earl 
Nightingale. Weeks of reading, listening, and frequent con¬ 
tact with America's movers and shakers, go into the prepa¬ 
ration of each issue of INSIGHT. 

Thousands of ideas are winnowed, compressed and simpli¬ 
fied, to offer you the most practical, proved-successful 
ways of doing things today. Every message in each issue 
contains an idea big enough to fill a thick book or a whole 
series of cassettes. But each has been refined and con¬ 
densed for busy, results-oriented winners. 


Outstanding Guest Speakers 


Side One of each monthly cassette contains the best cur¬ 
rent ideas from Earl Nightingale and the top achievers he 
talks to and corresponds with, the many books and periodi¬ 
cals he reads, the panel discussions and seminars he 
attends. 

Side Two brings you the best ideas of a top achiever widely 
recognized as an expert in his or her field—authorities like 
those pictured here. 

Not all of the hundreds of ideas in INSIGHT will be vitally 
important to you. Some may just be useful for that speech 
you'll be making, or that letter you want to write. But other 
ideas will hit you exactly where you live, grab you like a 
beartrap, change the shape of your mind—and your life- 
forever. 












A typical issue of INSIGHT offers stimulating ideas like these from Earl Nightingale: 


• Two Laws to Live By. Everything we will ever have or 
know or experience will be determined by two laws that 
shape our success or failure in every waking moment of 

* our lives. 

>j • The First Four Minutes. How you can successfully 
handle the first few minutes of a new contact with an¬ 
other person to establish a successful business, profes¬ 
sional or social relationship. 

i *. • We Invent Ourselves. Too often people make deci¬ 

sions that seem to carry the least risk and therefore live 
below their real potential. To an altogether unexpected 
extent, we invent ourselves and shape our lives simply 
by the choices we make. 

• Enlightened Management. Learn the secrets of an 
amazing midwestern company that can boast worker 
productivity that's 200 to 300 percent higher than U.S. 
industry in general. 


• Why Worry? It's estimated that 92 percent of the 
things we worry about will never happen or are inconse¬ 
quential. How to put what we tend to worry about in 
proper perspective. 

• We Need Empathy, Too. In dealing with people we 
often forget that each person has a view of the world 
unique to him. How, by having an empathetic attitude 
toward others, you enormously increase your effective¬ 
ness and rewards. 

• It's Your Reaction. Why is it that what seems a cruel 
world to one person is filled with challenge and oppor¬ 
tunity to another? Here are some good answers. 

• The Qualities of a Leader. If any good is to be accom¬ 
plished, someone must be in control. But there is always 
a shortage of effective leaders. Important standards for all 
who lead or aspire to leadership. 


PLUS the latest, most thought-provoking ideas of outstanding authorities like these: 


1 



Herb Cohen, widely-recognized expert on 
negotiating and author of the best-selling 
book, You Can Negotiate Anything. 

Dr. Wayne Dyer, psychologist and best¬ 
selling author of Your Erroneous Zones , 
Pulling Your Own Strings , The Sky's the 
Limit, and How to Be a No-Limit Person. 

Joe Batten, creator of "Toughminded Man¬ 
agement" audio-visual programs, films, 
seminars, and a nationally known manage¬ 
ment consultant. His book of the same 
name is an all-time best-seller. 

Dr. Joyce Brothers, noted psychologist TV- 
radio personality, columnist, business con¬ 
sultant, author of numerous best-selling 
books and author-narrator of Success Is a 
State of Mind. 

Dr. Merrill E. Douglass, chairman of the 
board of Time Management Center and a 
sought-after time management consultant 
for hundreds of companies, large and small. 



Dr. V. Clayton Sherman, national authority 
and consultant on management education 
and human resources development on 
everything from strategic planning to build¬ 
ing a winning team for greater productivity. 
Mike Vance, one of the primary forces 
behind people and idea development at 
Disneyland and Walt Disney World and 
internationally known for counseling major 
companies on creative thinking. 

Dr. Sidney Lecker, psychiatrist and author 
of The Money Personality and The Science 
of Getting Rich , is currently involved in 
counseling leading companies on control¬ 
ling stress and avoiding executive burn-out. 
Mike McCaffrey, former public relations 
manager for NBC and president of PACE 
seminars, now offers companies and 
individuals a value-based system for greater 
achievements. 

Dr. Leo Buscaglia, University of Southern 
California Professor of Education, TV 
lecturer, author of LOVE; Living , Loving 
and Learning , and other best-sellers. 
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Start Profiting Now—with Satisfaction Guaranteed. Don't 
miss the kind of information that can make a significant differ¬ 
ence in your future. Information that buoys you up, enhances 
your performance at work and elsewhere. Information you 
don't get anywhere else. 

Subscribe today and receive your first issue FREE! Listen and 
see if you don't agree that INSIGHT really works for you. And 
remember that you must be completely satisfied with every 
issue, or you'll receive an instant refund for the unused portion 
of your subscription. 


( i| FOR FASTER SERVICE 

[I Charge Card Users Call TOLL-FREE: 

1. During Chicago Office Hours Call 

1 - 800 - 323-5552 

(Illinois residents call 1-312-677-3100) 

Jk 2. Any Other Time Call 1-800-228-5454 

l* (Nebraska residents call 1-800-642-8777) 


H NO-RISK INTRODUCTORY CERTIFICATE 

Mail to: 

Nightingale-Conant Corporation • The Human Resources Compar 
. 3730 West Devon Avenue • Chicago, IL 60659 

SEND NO MONEY NOW! SIMPLY SIGN BELOW and fill in your name and 
address to receive and keep one FREE issue of INSIGHT. If you decide to sub- j 
scribe, five more issues over the next five months ($60.00 value with free issue) 
are yours for only $39.95, including handling and shipping. 

YOUR SATISFACTION GUARANTEED: If you’re not completely satisfied with j 
any issue, you may request and receive a prompt refund for the unused portion I 
of your subscription. NOTE: This offer limited to residents in U.S.A. 

YOUR SIGNATURE:_ 

(Offer must be signed to be valid) 


Your Name (Please Print) Title 


Company 

Address 


City 


State 


Zip 
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‘Bird is a player of destiny. He’s going 
to go down in the history of the game .' 


waukee Brewers, who won the Cy 
Young Award last year as the American 
League s best pitcher. “And I never saw 
one with more character than Larry Bird. 
The Larry Bird you see on the court, 
that’s the Larry Bird you see off the 
court—an unbelievable man of character. 

“He may look like a rube. He talks with 
that Indiana twang. He doesn’t pro¬ 
nounce the g’s on the end of words. But 
he’s bright, straight, and courageous, and 
he’s one of a kind.’’ 

Woolf pauses, reflects, and finds a 
scenario to match his words: 

“If he had scored 99 points in a game 
and needed one more to tie Wilt 
Chamberlain’s record of 100, and had 
four seconds left to play, and could score 
a field goal just by dribbling in to the 
hoop, he’d pass the ball to a teammate if 
the guy was open. Why? Because it’s the 
thing to do.’’ 

If you raise an eyebrow at such a high- 
toned assessment, Woolf backs it up. The 
temptation, then, is to raise both 
eyebrows, but he backs it up, anyway. 

“The first time I met him was in Terre 
Haute, where he went to school at In¬ 
diana State. Somebody asked me about 
Tommy John, the pitcher, who’s from 
Terre Haute, and I started to report on his 
financial situation. But Larry interrupted 
me and said: ‘Mr. Woolf, Tommy John’s a 
friend of mine. I wouldn’t particularly 
,vant to know how much money he 
makes.’ 

“A year or so later, after he was a star 
with the Celtics, he was given the use of a 
Lincoln Continental as a gift. But in two 
years, he’s put only 400 miles on it. I 
guess it just wasn’t his style. He let his 
friend Quinn Buckner drive it.’’ 

Woolf pauses again, then underscores 
his point: 

“When he came into the league, he 
signed with the Celtics for five years at 
$650,000 a year. He was the highest- 
priced rookie in the history of the Na¬ 
tional Basketball Association. Now there 
are 18 people making more. But he has 
never suggested that we try to renegoti¬ 
ate his contract. 

“But,’’ Woolf adds, not losing his 
perspective in warm words, “his con¬ 
tract ends after next season. It is not in¬ 
conceivable that Larry could be offered 
$3 million a year.’’ 

True to his mid-America background, 
Bird does not react emotionally to talk 


about money. He tends to stress the no¬ 
tion that the bottom line is work. He says: 
“I worked as hard as anybody to get here. 
Now that I’m here, I’m going to show the 
world what I can do. I do what I’m sup¬ 
posed to do. Hopefully, I do a bit of 
everything.’’ 

When he was unveiled in June 1979, as 
the richest rookie in basketball, he in¬ 
jected a touch of down-home humor into 
everybody’s preoccupation with money. 
He nodded toward Red Auerbach, the 
president and general manager of the 
Celtics, and said: “I forgot to tell Mr. 
Auerbach that I would have played here 
in Boston for nothing.’’ 

T he man behind the twang is a blond 
giant with lots of hair, blue eyes, 
and an almost-pallid complexion. His 
path to the summit has carried him 
through several detours, near-misses, and 
tragedies. 

He was born 26 years ago, the fourth 
child in a family of five boys and one girl. 
He played basketball with his brothers, 
shot baskets in the school gym, broke his 
ankle during his sophomore year at 
Springs Valley High, and finally made the 
varsity as a junior. He was considered 
rather small and slow, but he suddenly 
grew four inches in the summer before his 
senior year and, just as suddenly, was be¬ 
ing recruited by college coaches. 

But, Bird learned, life is never that sim¬ 
ple. His father, a piano finisher, was 
divorced from his mother, who had to 
support her children by cooking in 
restaurants and becoming a dietary 
supervisor in a nursing home. Then, 
while Larry was trying to settle into col¬ 
lege, his father committed suicide. And, a 
year later, Larry married a high-school 
classmate, but the marriage didn’t last, 
and they were divorced. 

College basketball didn’t come rushing 
to the rescue, either. Bird was recruited 
by a college in Florida, went to the air¬ 
port for the trip south, decided at the last 
minute that it wasn’t for him, and went 
straight back home. Then he tried In¬ 
diana University in Bloomington, got lost 
among the 31,000 students, and quit four 
weeks later. 

“The school was just too big for me,’’ 
he recalls. “When I got out of high 
school, I was 17 years old, and didn’t 
know what I wanted to do. I even 
thought of sitting out a year and working. 


I just couldn’t get adjusted.’’ 

He tried again, this time at North wood 
Institute, a tiny junior college not far 
from French Lick. But two months later, 
he was back home again, living with his 
grandmother, driving trucks and collect¬ 
ing garbage for the city. 

“Once you quit college,’’ he says, 
“word gets around. I didn’t know if I 
could get another shot, and I knew I 
didn’t have the money to pay my own 
way.’’ 

Then the path straightened out. Bob 
King and Bill Hodges, the basketball 
coaches at Indiana State, prevailed upon 
Bird to give college another try, so he ac¬ 
cepted a basketball scholarship and head¬ 
ed for Terre Haute. He still was required 
to sit out one season to regain his eligibili¬ 
ty, but he finally took to the court in 
1976, shot baskets at a rate of 33 points a 
game, and led the team to a record of 25 
victories and three defeats. One year 
later, Indiana State won 23 games, lost 9, 
. and roared into the Top Ten of college 
basketball. 

The next year, Indiana State climbed all 
the way to first place. It closed the season 
by trouncing Wichita State 109-84, while 
Bird scored 49 points and grabbed 19 re¬ 
bounds—with a fractured left thumb. He 
was voted the college player of the year, 
and the Boston Celtics came calling. 

He was still the country boy, though, 
and he played the part with a mixture of 
shyness and short humor. At the peak of 
the furor in the national collegiate tour¬ 
nament, he was besieged with questions 
like, “How’s your thumb?’’ And he 
would reply: “Broke.’’ 

To the Celtics, however, Bird spoke 
volumes on the basketball court. They 
were a team that had won 10 champion¬ 
ships in 11 years at their best; now, at 
their worst, they were a team searching 
for the way back. To Red Auerbach, it 
was clear: “Larry Bird is a player of 
destiny. He’s going to go down in the 
history of the game.’’ 

But before he went anywhere, Bird 
needed an agent, and that problem was 
handled in a historic way, too. Sticking to 
his grass roots, he formed a committee of 
five advisers who screened the hordes of 
agents swarming to the newest prodigy 
of basketball. The committee consisted of 
the president of a bank in Terre Haute, an 
officer of the bank, the president of a 
large department store and one of his 
deputies, and the athletic director at In¬ 
diana State. 

“He was being bombarded by the 
press, by old friends, by students,” one of 
the screeners recalled. “So, all of us got 
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Bird sizes up the opposition during a game with the Chicago Bulls. “I worked as hard as 
anybody to get here , ’ ’ he says. ' ‘Now that I rn here, I m going to show the world what I can do. 


involved in helping him. I probably 
spoke to more than 35 people on the tele¬ 
phone alone. But we had no financial in¬ 
volvement. This whole thing was built 
around friendship for Larry Bird.” 

One of the agents interviewed was Bob 
Woolf, the Boston lawyer who had been 
turned away by Red Auerbach 10 years 
earlier because Auerbach didn’t believe in 
agents then. Now Woolf was invited to 
meet the watchdogs. 

‘‘I flew into Terre Haute,” he says, 
‘‘and they interviewed me for eight 
hours. But I still didn’t meet Larry then. 
Later, it came down to two of us, and 
Larry selected me after we had met for 
the first time. Then he flew to Boston the 
next day while I opened negotiations 
with the Celtics. This is the kind of kid he 
was: he stayed in Boston three days in a 
good hotel, and when I got the bill, there 
was nothing on it except the charge for 
the hotel room. He didn’t pass along 
anything else.” 

The Celtics, who had finished the 1979 
season with the second-worst record in 
the league, roared to a 61-21 record in 
1980. Bird, the rookie sensation of the 
league, played in all 82 games, averaged 

21 points and 10 rebounds, and was 
ranked third in the voting for most 
valuable player in the N.B.A. 

In his second season, the Celtics won 
62 games, lost 20, and charged through 
the playoffs to their fourteenth cham¬ 
pionship. In the playoffs, Bird averaged 

22 points and 14 rebounds, after averag¬ 
ing 21 points a game during the regular 
season. 

In his third year, he was voted the most 
valuable player in the All-Star Game, and 
helped the Celtics launch an 18-game 
winning streak late in the season. 
Although he suffered a fractured cheek¬ 
bone and started only three of the last 22 
games of the season, he still averaged 22 
points a game coming off the bench. 

Now he is king of the hill. But in his 
own mind, he is still the hick from French 
Lick, earning a living in the big city. 
Nobody has yet taken the country out of 
the boy. 

‘‘I like to think I give people their 
money’s worth when they come to a 
game,” Bird says. “A lot of people'who 
come to the games work hard—six days a 
week, long hours. What I try to do is give 
them the best I can, every time. If I didn’t, 
I’d be cheating them, and my teammates, 
and myself. 

‘‘Someone once wrote,” he says, put¬ 
ting it into perspective, ‘‘that I’m a blue- 
collar basketball player, that I work hard 
for my money. I liked that. ” □ 
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HE HAS INNER VISION 



The Ancients called it 
COSMIC CONSCIOUSNESS 


There are no physical limita¬ 
tions to inner vision . . . the 
psychic faculties of man know 
no barriers of space or time. A 
world of marvelous phenomena 
awaits your command. Within 
the natural — but unused — 
functions of your mind are dor¬ 
mant powers which can bring 
about a transformation of your 
life. 

Know the mysterious world 
within you and learn the secrets 
of a full and peaceful life! 

The Rosicrucians (not a reli¬ 
gion) are an age-old brother¬ 
hood of learning. For centuries 
they have shown men and 
women how to utilize the full¬ 
ness of their being. This is an 
age of daring adventure ... but 
the greatest of all is the ex¬ 
ploration of self. Determine 
your purpose, function and 
powers as a human being. 

Write for your FREE copy 
of “The Mastery of Life” — 
Today! No obligation. No sales¬ 
men. A nonprofit organization. 
Address: Scribe 

The ROSICRUCIANS (AMORC) 

San Jose, California 95191 U.S.A. 
p-SEND THIS COUPON-1 

| Scribe DZH 

The ROSICRUCIANS (AMORC) | 

! San Jose, California 95191 U.S.A. 

j Please send me the free book, The Mas - I 
j tery of Life , which explains how I may | 

■ learn to use my faculties and powers of | 

■ mind. 


Name. 


Address 



City 

State 

Zip 





Answers to Lateral Thinking Quiz 
on Page 2 5 


Part I, Problem I: /J5 

The lateral solution requires only that you shift 
your focus from winners to losers. For one win¬ 
ner to emerge from a tree of 136, how many 
players have to lose just one match each? 

Part I, Problem 2: 40 miles 

Even professional mathematicians will start try 
ing to construct elaborate formulas to solve this 
one. But if the two bicyclists are moving toward 
each other at 15 miles per hour, together they’ll 
cover 30 miles in exactly one hour. We already 
know how far the bee travels in an hour’s time. 
The answer is obvious. 

Part I, Problem 3: 5050 

You could make a vertical list of all the numbers 
and add them, or you could notice that 1 plus 99 
equals 100, and 2 plus 98 equals 100, and 3 plus 97 
equals UK), and so on, to 49 plus 51. If you multi¬ 
ply the constant 100 sum times 49, you get 4900. 
Now all you have to do is add in the two numbers 
that hav en’t yet been counted. These are 100 and 
50. 

Part II, Exercise 1 

Here arc six advantages (maybe you’ve thought 
of others): 

(1) It’s easier to empty, particularly if you con¬ 
struct the front panel so that it opens. 

(2) You can get right up to a hole that needs fill¬ 
ing—or up the edge of a cliff, should you want to 
do that. 

(3) You could turn sharp corners easily, par¬ 
ticularly on planks or scaffolding. 

(4) In getting started, pushing down on the 
handles is less likely to strain the back than lifting 
up. 

(5) Thanks to the shift in the center of gravity, 
it’s easier to balance; a not-so-strong person could 
move it. 

(6) You could kick mud off the wheels readily. 

Part II, Exercise 2 

(1) The umbrella on the right calls attention to 
the way conventional umbrellas diminish visibili¬ 
ty. A conventional umbrella could be made with a 
clear panel on one of its faces so that you can see 
where you’re going, even when you bend into the 
wind. 

(2) The umbrella on the right isn’t likely to poke 
anyone’s eye out. Maybe conventional umbrellas 
ought to have a strip of plastic around the edge to 
cover up the sharp points of the struts. 

(3) The conventional umbrella disperses rain¬ 
water randomly. The umbrella on the right sug¬ 
gests the idea of putting a kind of channel or gutter 
into the conventional umbrella so that all rain¬ 
water draias off behind. 

(4) Generally, the umbrella on the right sug¬ 
gests all sorts of asymmetrical possibilities. Why 
not redesign conventional umbrellas so that 
they’re broader on one side than on the other? 
That might reduce the need to bend into the wind. 

(5) The umbrella on the right calls attention to 


the strut problem of the conventional umbrella on 
the left. Why not consider putting the struts on the 
outside of the umbrella? 

(6) The umbrella on the right suggests the 
possibility of a tandem umbrella, an umbrella for 
two. Lower points A and B to form a pair of tents, 
and run the superstructure from point A across the 
B-D gap to E. 


Part II, Exercise 3 

List No. / 

(1) Restaurants serve ftx)d. 

(2) Restaurants offer a wide selection of ftxxis. 

(3) Restaurants serve people. 

(4) Restaurants don’t promote any religion or 
ideology. 

(5) Restaurants provide the same por¬ 
tions—and charge the same prices—to everyone, 
regardless of a person’s size and regardless of his 
ability to pay. 

(6) Restaurants provide waiters or waitresses to 
serve you. 

List No. 2 

(1) How about a diet restaurant that provides all 
the ambience of a normal restaurant, but serves 
nothing—or only mineral water with lime sec¬ 
tions? You pay for the use of the table. 

(2) Why not a restaurant that radically reduces 
costs—and prices— by offering only one dish, or 
one menu, a day? The dish of the day could be 
posted on a sign outside. If you didn’t like what 
was being served, you could go to the restaurant 
next d<x>r, which offers a different dish. 

(3) There are hotels for dogs—why not a 
restaurant for dogs? Or why not a secondary 
restaurant for dogs—a kind of short-term dog 
kennel—at the entrance to a people restaurant? 
Dog lovers might patronize such a restaurant 
complex, because they could be relatively sure of 
getting their fill of dog talk. 

(4) Why not inspirational restaurants? You’d 
get nourishment and uplift at the same time. Or 
why not simply educational restaurants? People 
are accustomed to being entertained while they 
eat. Why not now try out lunchtime lecturers? 

(5) Why not offer diners the opportunity to 
ch<x>se their portion size, as well as the kind of 
ftxxl they want to eat—and charge accordingly? 
Why not offer man-size portions for 
200-pounders and woman-size portions for 
110-pounders? (If clothing stores didn’t follow 
this principle, they 'd go out of business.) 

(6) Why not call in your order to the kitchen 
from an’intercom at your table? It would take less 
time than catching the waiter’s eye. And why not 
have the ftxxJ sent to your table by conveyor belt? 

Part II, Exercise 4 

Obviously there are no “right” answers. Now 
you’ve got the idea. This time you’re on your 
own. 


Trying to remember the name of a person, the gist of a quote, or the sense of a 
subjeet that appeared in Success magazine last year? Here’s help—our FREE 

1982 SUCCESS MAGAZINE INDEX 

Simply mail your request, along with a No. 9 (9-1/2 by 4-1/8 inches), self- 
addressed, stamped envelope, to: Success Index , Suite 530, 401 North Wabash 
Avenue , Chicago, IL 60611. 
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1014 North Orlando Avenue Winter Park, Florida 32789 
In Florida call (305) 629-4121 


Another important point: unlike 
other finish protection firms, 
Gem Polishing Systems 
* does not take royalties 

from the dealer's pocket. 
As a Gem dealer, you keep 
every cent you make! That's 
what makes you a real 
independent dealer! 

In many ways, then, we 
help people harness their 
natural qualities to achieve 
success. 

We help the cream rise to 
the top. 

What about you? Do you 
think you have the ingredi¬ 
ents it takes to achieve real 
success? To become a genu¬ 
ine professional? 

Then Gem Systems is 
looking for you. We want 
to help you unlock your 
potential and begin your 
rise to the top. 

Call us today — right 
now — at 


Gem Polishing Systems is the fast¬ 
est growing paint-and-fiberglass 
protection organization in the a 
world today. We've become M 

an international network of m 

hundreds of independent 
Gem dealers — from South¬ 
ern California to Saudi 
Arabia! Our people handle 
private cars, boats and air¬ 
craft, of course, but they 
also protect entire commer¬ 
cial fleets...classic auto¬ 
mobiles ... priceless antique r 

cars and high-performance 
race cars. ^ 

Our dealers live and 
work at the exciting edge |t 

of today's high-tech world... 
and they enjoy more per¬ 
sonal and financial success 
than they ever dreamed of. 

What's the secret? 

Quality. We select people 
for whom quality means 
pride in excellence... and 
professionalism in service. 

We train and prepare our 
dealers to be successful, then 
we support them through¬ 
out their careers — with 
continuing research, mar¬ 
keting and advertising. 


Don't wait another day 
to begin your rise to the 
success you deserve! 











CULTIWING YDUR 

RELATIONSHIPS 

How to make useful friendships—and make the most of them 


by Paul Neimark 

H ow successful are your relationships with other peo¬ 
ple? Whether in your professional or personal life, do 
you find yourself trapped in relationships that you would be 
better off out of? Conversely, are there other relationships in 
your life that you’d like to put even more time and effort into? 

Many of us allow our relationships to form by accident or 
convenience, rather than by seeking out the people who could 
best meet our needs. Then we let those relationships run their 
course, without ever weighing the costs and benefits to 
ourselves or to others. 

Yet, there is nothing sinister or Machiavellian about examin¬ 
ing our relationships and working to make them more produc¬ 
tive. It is, in fact, a crucial step toward a more useful and fulfill¬ 
ing life. 

S terling “Red’’ Quinlan has been called “the ultimate com¬ 
municator’’ and “the man who never wastes a mo¬ 
ment—or a person.’’ A former vice president of ABC (who gave 
Frank Reynolds, William Friedkin, and Bob Newhart their 
starts) and the author of six books (including the about-to-be- 
published Quinlan s Key To Communication), Quinlan 
believes it’s unfortunate that so many of our relationships are 
made more or less by chance—because we live near someone, 
because we work near someone, or because we are introduced 
to someone at a party or at lunch. 

“Choose your relationships,’’ Quinlan advises. “Don’t let 
them choose you. Two key questions to ask yourself are: (1) do I 
have in mind 10 people right now whom I want to get to know 
in the next six months?, and (2) have 1 made a realistic effort to 
form relationships with them?’’ 

If you can’t answer yes to both of these questions, Quinlan 
says, your life is, to too great an extent, a “people lottery.’’ You 
should always be upgrading and enlarging your list. At the same 
time, you should make some of those names into real relation¬ 
ships which benefit you. 

To reach these people, Quinlan says, “Look around and see if 
you know someone who knows them, and will make a phone 
call for you. Failing that, simply write the best one-page letter 
you can come up with. And follow that up politely but per¬ 
sistently with a phone call, then a carbon of the letter with a 
note penned in, asking him whether he received it and, if 
necessary, still another phone call.’’ 

When Quinlan forms a relationship, whether business or per- 

Paul Neimark wrote on overcoming rejection, in the October I C J82 
issue of Success. 


sonal, how does he gauge whether it’s working? 

“I’ve always felt the best psychologists aren’t those practicing 
psychology, but men and women in other fields who know that 
any two people at any time are transmitting loads of signals back 
and forth, and have the common sense and openness to receive 
the other person’s signals,’’ he says. “Go by the vibes—if you 
can’t do that, you should be in a field where you aren’t dealing 
with people.’’ 

What do you do when someone who won’t be productive in 
your life tries to pursue a relationship with you? Quinlan feels 
that you should not be any more flattered by an individual who 
wants your time than by a robber who wants your money. “I try 
to turn them off skillfully but quickly,’’ he says. “If they don’t 
take a hint, I simply tell them I’m a busy man and don’t have the 
time. It may take a little more than that with a relationship 
you’re already into, but if you honestly appraise your relation¬ 
ships from the beginning, and choose them instead of letting 
them choose you, there won’t be very many you will want to 
get out of.’’ 

Finding the right relationships is only half the battle, Quinlan 
says. You must mine them properly. It’s important to define in 
your own mind what you want from a relationship, from a per¬ 
son. By the same token, “whether it’s your wife or a business 
associate,’’ he says, “in the best sense of the word you must con¬ 
stantly be brain-picking, testing their knowledge, finding out 
what they think and what they want. 

“There are many ways to do this, but one I have found very 
effective is what I call multiplexing —where you don’t direct 
what you are saying to the other person, but make your point by 
talking about some third person, or setting up a hypothetical ex¬ 
ample. This way, the individual will get the message, but won’t 
feel you’re making a demand on him. Above all, you’ve got to 
work just as hard at keeping a relationship productive as you did 
to set it up. The old cliche ‘out of sight, out of mind’ is true. A lit¬ 
tle self-deprecating humor at times can help create better com¬ 
munication and produce a more-productive relationship. But 
the bottom line always is: get their attention and keep it.’’ 

S cott Bermingham, a practicing psychologist and corporate 
executive, suggests these two questions as keys to 
understanding productive relationships: (1) what is the one 
thing that you want most from the relationship?, and (2) is what 
you want from that particular relationship appropriate and 
realistic? 

“The basis of all relationships is a trade , giving something to 
get something,’’ Bermingham says. “Yet there is a vast dif- 
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ference between the kind of unconscious trade we make when 
we love someone and the kind of very overt exchanges we may 
make in a business relationship. This is why, so often, when 
families are in business together, they have to go outside and 
find someone to run the company. It’s much the same as why I 
wouldn’t treat someone in my own family: I couldn’t possibly 
be objective. 

“Well, family members or people whose primary priority in a 
relationship is the intimate or smooth interaction itself, rather 
than interacting for another purpose which you both have in 
common—such as building a company—may often find that 
they are in the wrong relationship for the right reason, or vice 
versa. Make sure that you know what you want most from 
another person. And make equally sure that what you want is 
something that should be gotten from that relationship.’’ 

Bermingham agrees with Quinlan that, to get the most out of 
any relationship, you have to put a lot into it. “More isn’t 
less—more is more,’’ he says. “Communication, even in the 
form of memos, is crucial. Three questions which are important 
to answer regarding communication, are these: (1) are you 
capable of being straightforward without being brutally 
honest?, (2) can you be critical without being judgmental?, and 
(3) can you really listen—aggressively? 

“Straightforwardness is really the sincerest form of honesty 
Bermingham says. “It means you’re not trying to manipulate 
the other person. You’re being honest with him—but at the 
same time you’re not laying everything on him. You’re being 
selective and fair. In the same way, whether you’re involved in 
a personal or business relationship, you will sometimes have to 
be critical. There are no perfect people. But criticizing 
something the person has said, or done, or thinks, is far dif¬ 
ferent than criticizing the person himself. It’s the difference bet¬ 
ween saying, ‘I think that this particular thing you want to do 
doesn’t have as much value as you think’ and ‘I don’t think YOU 
have much value.’ ’’ 

Finally, Bermingham suggests, you not only have to know 
how to say what you think, but how to let others do the same. “I 
can’t stress enough how important what I call aggressive listen¬ 
ing is to a relationship. It means not just sitting back and paying 
your dues, not even interestedly and respectfully taking in in¬ 
formation. But more, to listen aggressively almost means for a 
moment to put yourself in the place of the speaker as he or she 
talks, feel what they feel about things and ideas, then return to 
your own base and genuinely try to see how what they feel can 
be made more real. If you can practice doing this, you may find 
that relationships grow and prosper beyond your wildest 
dreams.’’ 

Yet what if the words you are hearing simply don’t wash? 


“Walk them through it,’’ Bermingham advises. “Show them 
how their actions wouldn’t result in what they want. But again, 
try and show them. Don’t play the part of teacher. And above 
all, do not try to control the situation or the relationship. Give 
them freedom, and then give them insight to go with it, and 
you’ll be pleasantly surprised at what you accomplish.’’ 

What are some of the things you should look for when form¬ 
ing relationships? 

“It sounds trite,’’ Bermingham says, “but personal interests 
are always important. On the whole, we respond better to those 
who have the same interests we do, who even dress pretty 
much as we do, come from pretty much the same background, 
and want pretty much the same things out of life. This doesn’t 
mean you can’t deal with someone very different from you, but 
it’s harder. There may be more conflicts. Conflicts are OK as 
long as you react to them as if they are OK, and handle them like 
any problem to be solved. On the other hand, if you consistent¬ 
ly find yourself in painful relationships, with conflicts that lead 
to other conflicts, you still must ask yourself the same two 
original questions: what do I want out of the relationship, and 
what is appropriate to get out of it? Because, you see, we receive 
something from every relationship. But often, what we receive 
is not what we really want, but something we unquestioningly 
think is necessary—though it isn’t.’’ 

D r. Jay H. Schmidt, author of the book Goodbye, 
Loneliness, observes that, “Though it is important to 
choose one’s relationships rather than letting them choose you, 
[you should] frequently check on yourself to make certain you 
aren’t merely in the relationship to make yourself less lonely. 
Loneliness is the most prevalent human disease, and too many 
of us involve ourselves in business or personal situations not 
really because the results will be good, but because it removes us 
from an even more unproductive situation—feeling alone and 
uncared for.’’ 

The antidote, Schmidt says, “is to know that unproductive 
relationships do not alleviate loneliness; they only make it 
worse. You can feel lonely in a crowd, but... if you choose to 
be with people who are right for you, you not only will be less 
lonely, but your career and personal life will be greatly en¬ 
hanced.’’ 

And who are the people who are “right’’ for you? “They are 
not always those who are easy to communicate with the first 
time around,’’ Schmidt says, “because those people may merely 
have so great a need that they will communicate with you on 
any terms. Instead, find individuals who, when conflicts arise in 
a relationship, are willing and able—and so are you with 
them —to overcome the conflicts. ’ ’ □ 
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Narrated by W. Clement Stone himself, this new cas¬ 
sette distills the most powerful material from the 
printed version into 86 minutes of highly charged 
listening. Completing the kit are a set of Self- 
Motivator Cards and the softcover book of the same 
name to guarantee that you gain every insight, 
every idea, and every important technique. 

Let the voice of experience—W. Clement 
Stone—guide you to new levels of thought, ac¬ 
tion, and accomplishment. Order today! 


nim l 


W. Clement Stone/PMA Communications, Inc. 

Suite 530 

401 North Wabash Ave. 

Chicago, Illinois 60611 

□ YES! I’m ready to meet with a legend. 

Send me_ No. 1100 Success Through a Positive Mental Attitude cassette 

tapes at $9.95 each plus $3 shipping and handling.* 

_No. 3850 Success Through a Positive Mental Attitude cassette 

tape, the paperback book, and Self-Motivator Cards at 
$12.95/set plus $3 handling. $5 Canadian, $10 foreign. 

□ Check/money order enclosed (U.S. funds only) 

Make checks payable to.PMA Communications, Inc. 

□ VISA □ MasterCard □ American Express 


Card Number. 


-Expires- 


Name _ 


Address _ 


-State _ 


Signature 


Illinois residents, add 7% sales tax. 
Allow 2-4 weeks for delivery. 


50283 


The Legend: W. Clement Stone 

The Legacy: Success 
Through a Positive 
Mental Attitude 


Suppose, for a moment, that one of America’s most cele¬ 
brated self-made multimillionaires invited you to share the 
secrets (and strategies) of his phenomenal success. Sup¬ 
pose he asked for just 90 minutes of your time to teach you 
the principles that it took him half a lifetime to learn. Would 
you accept? 


Of course you would! And you can. Here, in the au¬ 
diotape version of Success Through a Positive Mental 
Attitude, is a prescription for troubled times from a man 
who has made his mark on the world and changed 
thousands of lives in the process. 



























YOUR MON€Y 



HOW TO GIVE 
YOURSELF A RAISE 

by Jeff Laderman 

W ith major corporations 
bleeding red ink, wring¬ 
ing concessions from hourly 
employees, closing plants and lay¬ 
ing off scads of long-term employ¬ 
ees, implementing cutbacks and 
wage freezes, this isn’t exactly the 
time to look for a big raise. But we 
sure need those raises—for finan¬ 
cial necessities as well as for our 
own morale. So if you can’t get 
any more from the office this year, 
why not keep up your own spirits 
by giving yourself a raise? 

The way to do this is not by 
creating any “new” money, but 
by rearranging your dollars so that you 
can get a few more of them into your 
pocket on a regular basis. Then, when 
you want to splurge on a memorable 
dinner, a party to beat the post-holiday 
blahs, or a new winter coat, you’ll have 
the cash on hand. 

Here are four tips on how to acquire 
more dollars: 

(1) Adjust your withholding tax. 

If you get a large refund from the IRS 
every year, you’re giving the govern¬ 
ment an interest-free loan. By forgoing 
the big refund, you can give yourself a 
raise all year long. So, why not adjust 
your withholding tax this month, at the 
beginning of 1983, and boost your take- 
home pay by $20 or $30 a week? You’ll 
be able to use the money immediately, 
instead of having to wait as long as 15 
months to get it back from Uncle Sam. 

Of course, many taxpayers like get¬ 
ting a big refund. They say it’s a kind of 
forced-savings program, and they like 
the lump sum. But if a payroll deduc¬ 
tion is the only way you can save, there 
are better options than a no-interest sav¬ 
ings account in the Internal Revenue 
Service National Bank. For instance, if 
the money slips through your fingers, 
sign up for an automatic savings deduc¬ 
tion from your checking account. You 
can then direct the money to a savings 

Jeff Laderman is a personal finance writer 
for the Detroit News and a frequent con¬ 
tributor to Success’ Your Money column. 


account, mutual-fund company, corpo¬ 
rate savings plan, or an Individual 
Retirement Account (it’s an excellent 
way to fund an IRA). 

To adjust your withholding tax, 
you’ll first need a new W-4 form (em¬ 
ployee’s withholding-allowance certifi¬ 
cate). The instructions are written in 
typical IRS bureaucratese, so go 
through the form slowly and methodi¬ 
cally, line by line. Rest assured, it does 
work out. 

To do it right, you’ll need a copy of 
your last income-tax return. It wouldn’t 
hurt to also do some rough calculations 
as to your 198*2 income-tax return (es¬ 
pecially if it’s going to be significantly 
different) and to make some guesses 
about your 1983 tax situation. 

If you have a wife and two children, 
you’re probably claiming four personal 
exemptions on your income-tax return. 
Don’t make the mistake of claiming 
four allowances on your W-4, or you’re 
apt to be overwithheld. 

To arrive at the right figures, you’ll 
need to know if you’ll have any tax 
credits (the dollar-for-dollar allowances 
for such iterrts as child care, energy¬ 
saving home improvements, and/or 
foreign taxes already paid). Then you’ll 
need to know your more-familiar de¬ 
ductions, such as state and local taxes, 
interest payments, charitable deduc¬ 
tions, alimony payments, qualified 
retirement contributions, marriage- 
penalty allowance, business losses, 


moving expenses, and employee 
business expenses. 

Now, run through your 
calculations, round off the 
decimals, and come up with the 
nearest whole number. That will 
become your new withholding 
allowance. 

If you don’t think it makes a 
difference, consider this: 

Let’s say you’re earning $600 a 
week, or $31,200 a year. You 
have two dependent children 
and a non-wage-earning spouse (I 
won’t say “non-working’’ 
because if you have dependent 
children, your spouse is doing 
plenty of work in the house). 
Without thinking much about it, 
you take four allowances on your 
W-4, thinking they’re the same as 
exemptions. 

But let’s say you have about $ 10,000 
in deductions of various sorts. Follow¬ 
ing the W-4’s instructions, you should 
come out with about 10 allowances, 
and that will make a difference. 

According to the current tables, your 
withholding tax with four allowances is 
$94. Taking all the allowances into ac¬ 
count, it drops to $64. That’s $30 a 
week in your pocket every payday. Of 
course, there’ll be little or no tax re¬ 
fund, so if you’re counting on that 
money for some specific lump-sum use, 
tell your payroll department to put the 
$30 in your company savings plan or 
credit union. That way, in April 1984, 
you’ll have all the money—plus in¬ 
terest. 

(2) Spend your interest, divi¬ 
dends, and capital gains. Everyone 
pays taxes on the interest their dollars 
earn, but many people never touch that 
interest; they simply let it accrue in their 
bank accounts, stock and bonds, or 
mutual funds. 

You should, of course, avoid dipping 
into your capital, but the fruit of your 
capital’s labor is fair game. The only 
disadvantage in taking the interest from 
a fixed-income type of investment is 
that the investment cannot grow—but 
then, you can always stop using this 
money and let it start compounding for 
you again when you do get that raise 
from your boss. 

Continued on page 62 
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$1,000,000 

Sales Closer’s Bible 

This exciting new 300 page book 

can put you among the highest paid 

people in the world — Professional Sales Closers 


My name Is Bob Pettet. I'm the President 
of a west coast advertising agency ... and 
this Is the most unusual ad I’ve prepared In 
thirty years In the advertising business. 
you see, It’s about ’’The Closers ”, which Is, 
beyond a shadow of a doubt, the best book 
on professional, hard-hitting selling and 
closing ever written . . . but the ad was 
written for me (almost entirely!) by a 
satisfied customer... a nationally known 
Sales Pro.* 

Here’s how it happened: The day I took 
this assignment, the publishers of "The 
Closers’’ gave me a letter one of their 
customers had sent to his sales organization 
after he'd read "The Closers '. His unsolicited 
letter said it all. So, rather than try to top a 
sincere endorsement with my own copy, I 
decided to simply reprint it. 

Here’s what he wrote: 

'TO: ALL SALES PERSONNEL 
SUBJECT: CLOSING SALES 

"As most of you know, I've been a pro¬ 
fessional in sales and marketing for 
almost twenty years. Not to brag, but 
to help you understand the impor¬ 
tance of what I'm about to tell you, 
I've earned millions of dollars in the 
sales field ... the reason being, I 
figured out early in the game that sell¬ 
ing and closing is the highest paid pro¬ 
fession in the world, only if you take 
the time to learn it as a science — 
which it is. 

"It's not by accident that a few of us 
have stayed at the top of this profes¬ 
sion. It's a result of years of study and 
practice, dozens of seminars and ex¬ 
tensive reading and listening on the 
subject of professional selling .. . 

CLOSING SECRETS 

. . and, through it all, most of us 
who've done well have wondered 
why no one of us ever took the time 
to put the essence' of all of those 
years, books, cassettes and seminars 
in one condensed form. Speaking for 
me, I've been too selfish t too busy sell¬ 
ing and too busy making money to 
devote the year or two l figured it 
would take to put all of it on paper. 
"Well, about a month ago, l was 
reading a newspaper and saw yet 
another ad for a book on selling . . . 
one that, as usual, claimed to "contain 
all the selling secrets'. Knowing I'd 
have to wade through another two or 
three hundred pages just to pick up a 
fresh idea or two, I almost didn't order 
it. But then, remembering that 

*Name upon written request 


"you've got to pay the price', I sent off 
my check and prepared myself for 
another day of dull reading. 

"Ten days later the book arrived. It was 
called "The Closers ". I tossed it in my 
briefcase for spare-time reading and 
forgot about it. The next week I was 
on a plane heading for the East Coast, 
found the book and started reading 
just to kill the hours that lay ahead of 
me. 

MASTER CLOSER 

"On the first page l found myself 
pleasantly surprised. By the tenth 
page I was excited! By the three- 
hundredth page I knew it had finally 
been done! Someone, a true sales-pro, 
a Master Closer, had taken the time to 
put it all in one well-written, easy-to- 
understand book. And I do mean ALL! 
"Everything I'd ever learned from my 
several mentors. Everything I had 
learned from a hundred books. 
Everything l had learned from dozens 
of seminars. Everything I had learned 
from countless cassettes. Everything 
it took me twenty years to pick up in 
bits and pieces was there! 
EVERYTHING! 

"Upon landing, l went directly from the 
gate to the nearest phone. I tracked 
down the author and congratulated 
him. I also ordered 500 additional 
copies. 

"Folks, if you haven't gotten the 
message yet, this book is SUPER! it is 
THE definitive book on selling. I urge 
you to get a copy now and to read it 
— again and again! 

"As you probably know, l don’t usually 
write bulletins to the field and l don't 
push books. But i believe so strongly 
in this one that I'm personally asking 
you — for your own benefit — to get a 
copy of "The Closers"... and I've ask¬ 
ed the company to enclose an order 
form for your convenience. Please fill 
it out and mail it today. You'll never 
regret it... 

.. in fact, if you don't agree with my 
strong endorsement after you've 
read it, mail it back to me. I'll buy it 
back at full price and give it to a 
school in our area. How's that for 
belief? 

"if you're really serious about learning 
how to sell and close like the best, 
here's your chance. Order your copy 
of "The Closers" right now by filling 
out the attached form or, for even 
quicker action, by calling immediate¬ 
ly • 


"With the "The Closers" working for 
you, I'll soon be seeing you AT THE 
TOP!" 

See what I mean? And, as his letter 
says, he has since bought hundreds of 
copies! well, that’s it. No hard sell. No 
jumping up and down. ’’The Closers” is 
the best book on selling and closing ever 
written. I give you my personal, solemn 
commitment on that. Everything you 
and/or your sales organization needs to 
know about selling and closing is now in 
one easy to read book ... 300 pages of 
sales and closing dynamite! 

CASSETTES AVAILABLE! 

The words of "The Closers” come alive 
when heard in full fidelity sound! Profes¬ 
sionally recorded on eight audio cassette 
tapes, this prized album can be extreme¬ 
ly valuable when played for groups and 
sales meetings. 


NO QUESTIONS ASKED 
MONEY BACK 
GUARANTEE 

. . AND TO SHOW YOU HOW MUCH WE 
BELIEVE IN ’’The Closers”, we offer the 
same money back guarantee our 
customer makes to his sales force. 
Order it. Read it. Then, if you don’t 
agree that it's the finest sales and clos¬ 
ing book ever written, return it. We ll 
give you a complete, no questions 
asked refund and donate the used 
book to a school in our area. The cost 
is $19.95 per copy plus $1.50 for 
postage and handling. And, if you 
prefer, you can also obtain "The 
Closers” in an 8 cassette recorded 
album for $99.95 plus $2.50 for 
postage and handling. 


Here’s how you order: 

For credit card customers, 

CALL NOW TOLL FREE 
( 800 ) 824-7888 

Ask for operator 337B 
(If in California, call 800-852-7777, 
Operator 337B. If in Alaska or Hawaii, 
800-824-7919, Operator 337B.) 

Or send your check or money order 
(sorry, no C.O.D.’s) to 'The Closers ”, 3075 
Alhambra Drive — Suite 104, Dept. 337B, 
Cameron Park, California 95682-8899. 

©1981 NTFM 


Also available: “Master Closer Seminars” conducted by nationally prominent speakers. 
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SUCCESS 

CLASSICS 


Timeless messages of inspiration, encouragement 
and motivation that can help you hit the mark! 

Here, in convenient cassette form, are eight of the most stirring and 
profound collections of thought anywhere. Many of them condensa¬ 
tions of famous self-help books, they complete (or begin) the 
achiever's listening library. 


1101 ACRES OF DIAMONDS by Dr. Russell Conwell. How to find the wealth 
and riches that true happiness can bring—right in your own backyard! 

1118 THE GREATEST SALESMAN IN THE WORLD by Og Mandino. A must 
for those in sales, it's recommended listening for anyone who wishes to improve 
the quality of life. 

1122 THE STRANGEST SECRET by Earl Nightingale. A primer on visualiza¬ 
tion and simulation, you'll learn to become what you believe. A powerful 
exercise! 

1130 AS A MAN THINKETH by James Allen. A philosophical masterpiece ... 
yet simple, direct and effective. Chart your own destiny. 

1140 COMPENSATION by Ralph Waldo Emerson. A message of self-determi¬ 
nation and independence that has transcended over 100 years. 

1150 WHERE TO FIND THE SECRETS OF SUCCESS by BUI Stover. Remark¬ 
able success lessons from a most respected source—the Bible! 

1180 THE OTHER WISE MAN by Henry Van Dyke. The powerful parable of 
Artaban, the "other wise man" who learned to steer his destiny... too late. 

1190 WHO CARES ABOUT ME? by BiU Sands. Ex-convict Sands recounts the 
story of his dimb from the depths of 'despair to the very heights of success. A 
most inspiring message. 


3567 THE SUCCESS CLASSICS SERIES-ALL 8 CASSETTES! 


Success Classics 


YOURS FREE 

When you order the complete Sounds of 
Success series... 

HOW TO SET & ACHIEVE GOALS 
This upbeat treatment of an important 
subject offers the views of today's 
motivational giants. You'll hear Zig Ziglar, 
Earl Nightingale, Keith De Green and 
others teach you how to accomplish 
what you set out to do! (Same message 
both sides.) 

No. 1124 Free tape 



For instant service, 

24 hours a day 
call TOLL FREE 
800-247-2160 

(In Iowa, call 800-362-2860) 


success 

401 N. Wabash Ave., Chicago, IL 60611 

All cassettes are just $8.95 each ... but 
when you order all 8 titles, you pay only 
$60.00 (that's just $7.50 each!). PLUS ... 
when you order the complete set, you'll 
receive our COMPLIMENTARY GIFT! 
Please send me the following cassettes at 
just $8.95 each plus $3.00 per order for 
shipping and handling. 

□ 1101 □ 1118 □ 1122 □ 1130 

□ 1140 □ 1150 □ 1180 □ 1190 

□ 3567 - SEND ME ALL 8 TITLES FOR 
JUST $60.00. 

# of items ordered_ x $8.95 - $ _ 

(IL residents add 7% sales tax) _ 

Shipping & handling $3,QQ 


Enclosed is my check/money order for $_ TOTAL 

(US Funds Only) 

CHARGE MY CREDIT CARD: □ MC □ VISA □ AmEx 


Card # Exp. Date 


Signature (required on all credit card orders) 


Name 


Address 


City State Zip 

Allow 3-4 weeks for delivery. 50283 

















Analysis of Workaholic 
Test on page 21 

The “yes” answers show tendencies 
toward a workaholic nature, but only in 
significant numbers. All of us have some 
of these traits—continually, or during 
periods of great work loads. 

22-25 “yes’’ answers indicate that you 
are a workaholic. 

15-21 ‘“yes” answers indicate you may 
be well on your way to becom¬ 
ing a workaholic. 

If you fall in one of these top 
categories, you may already have 
weighed the pros and cons of the 
priorities you have established. If, 
however, these tendencies have crept 
up on you and don’t represent your 
ultimate life values, you may want to 
reexamine your work life and the way 
you invest your energies in it. □ 

From The Test for Success Book, copyright 
©1982 by Harry E. Gunn and Violet C. 
Gunn, published by Chicago Review Press. 

YOUR HEALTH 

Continued from page 12 

decide whether medical care is appro¬ 
priate.” 

Even many of the loudest critics of 
chiropractic concede that educational 
standards in chiropractic colleges have 
improved in recent years. Treatment by 
D.C.’s is now covered by Medicare, 
Medicaid, and other government and 
private health-insurance plans. 

When selecting a chiropractor, ask 
friends, relatives, and co-workers for 
recommendations. If no one can offer 
any concrete suggestions, refer to the 
Yellow Pages in your telephone direc¬ 
tory. Call two or three chiropractors, and 
ask relevant questions, such as: What 
chiropractic college did they graduate 
from, and is it accredited? Has the 
chiropractor pursued post-graduate and 
continuing-education programs? What is 
the chiropractor’s health philosophy, 
and how does he or she generally treat 
your particular ailment? What are his or 
her fees? 

The American Chiropractic Associa¬ 
tion suggests that you also take note of 
the patient-doctor rapport that occurs 
during your first in-person visit. You 
should have a sense of respect for the 
chiropractor, and feel confident of his 
abilities. □ 


ANATOMY OF A CAREER CRISIS 

Continued from page 2V 

artists” who offer few services for their 
hefty fees. However, a friend who had 
found an executive position through an 
Oakbrook, Illinois counseling and 
recruiting firm advised him to try it. 

The counselor, Eugene B. Shea, told 
Hutton that 70 percent of the jobs 
available at any given time are in the ‘‘la¬ 
tent market”—the openings exist, but the 
companies are still thinking about how to 
fill them and have not yet advertised 
them. He promised to help Hutton tap 
this market. The fee was 7 percent of the 
salary Hutton could expect to earn as a 
plant manager (such positions in the 
Chicago area command about $35,000 a 
year). Hutton paid several hundred 
dollars as a retainer, and would pay off 
the balance after being hired (in many 
cases, a new employer will pay part or all 
of the fee). 

Hutton was given 25 hours of home¬ 
work—tests to assess his background, ap¬ 
titudes, and skills, along with study 
materials on principles of career plan¬ 
ning. Once he had turned in this material, 
he waited two days for the analysis and 
then was called back for several hours of 


interviews with senior staff members. 
These sessions helped him clarify his ob¬ 
jectives and develop short- and long¬ 
term career strategies based on his in¬ 
terests and strengths. 

On another day, he went through a 
lengthy mock interview with Louis 
Patino, a former Pacific Mutual vice presi¬ 
dent who tape-recorded the session, 
along with his suggestions for improving 
Hutton’s interviewing technique. 

The analysis revealed that Hutton had 
strong sales abilities, which he had not 
realized, that he had an unusual capacity 
to handle several complex matters at 
once—a prime attribute for a plant mana¬ 
ger—and that his career was headed in 
the right direction. He was informed that 
he could become an excellent manager of 
a certain type for a plant with a certain 
kind of work force. 

As Hutton explains it, ‘‘There are some 
kinds of plants with a rough labor force 
that needs a strong, desk-thumping, ass- 
kicking manager to get the job done. My 
style is a softer, more-deliberate manner 
which works best with intelligent 
workers who want to be treated as peo¬ 
ple and want to contribute to the 
decision-making process. So you need to 
find the kind of job that fits your per- 


THEY ALL LAUGHED WHEN 
I SAID I WAS GOING TO 
START MY OWN BUSINESS 


My wife said I didn’t know what I was doing...my friends 
were skeptical...and my neighbors thought I was wasting 
my time. 

Yet, I was determined to make it in a business of my own. 
Sure I wanted the extra cash coming in. But money wasn’t 
the only reason. I simply dreaded the idea of spending the 
rest of my life working for someone else...in a job I really 
didn’t like. 

So I said the heck with everyone else and started out in 
my spare time—right from a corner in the basement. I chose 
Mail Order because I heard you could begin without ex¬ 
perience and too much capital. As you’ll see below, it wasn’t 
long before I realized I’d made the right choice. 

My initial investment was under $50. In less than 
three years, I’d quit my job and was taking in up to 
$5,000 a day...more than $500,000 a year. On some 
days, the cash and checks poured in so fast, my wife 
and I had to use a cardboard box to carry everything to 
the bank. 

By this time, my wife had already forgotten her 
original doubts about mail order and was telling 
everyone she knew I was right all along. But best of all, 

I threw a party for those skeptical friends and 
neighbors at my new home—the one with the big pool 
in the backyard. 

But this was only the beginning. I branched out and 
started five more mail order firms. I sold every¬ 
thing—from gifts to plant food. Before I knew it. I’d 
become a millionaire and a respected mail order 
authority. 

Then 1 began publishing articles about mail 
order...next I wrote a monthly magazine column and 
finally...! created Mail Order Associates, Inc. 


SEND FOR FREE BOOK 

If you are sincerely interested in starting a lucrative 
business of your own, ACT NOW! We can help you 
get rich in mail order just like we’ve helped others. Mail 
the coupon today! We’ll send you a free book, sample 
catalog, and complete facts about our offer. There’s no 
obligation and no salesman will call. You don’t need 
previous experience, but you must be over 21. 

I G.M. Turk, President 
| Mail Order Associates, Inc., Dept. 988 
\ 120 Chestnut Ridge Rd. 1 

I Montvale, New Jersey 07645 i 

| Please rush full details immediately. 

I Name I 


Address 


City 


^tete 


-Zip_ 


i 



G.M. TURK 
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sonality.” 

Hutton’s principal professional defi¬ 
ciency, the interviewers pointed out, was 
his lack of an MBA., which is fast becom¬ 
ing a requisite for business advancement. 
He resolved to pursue this in evening 
courses later, when he was settled in a 
new job. 

The mock interview revealed to Hut¬ 
ton his failure to present himself 
well—perhaps the reason several pre¬ 
vious job interviews had proven fruitless. 
He had not projected his voice, giving a 
false impression of meekness. Without 
being aware of it, he had chain-smoked 
during the interview. He was groomed in 
better “stage presence’’ and body 
language, as well as in the kind of com¬ 
plete preparation and followup that can 
make an interview a success. 

“It was brought home to me,’’ Hutton 
says, “that the interviewer is not really 
trying to find reasons to hire you. He’s 
looking for reasons to eliminate you, to 
narrow down the field of applicants. If 
you’re nervous, if you fidget, if you are 
not perfectly dressed and groomed, 
you’re giving the employer reasons to 
screen you out.’’ 

Injuly and August, Hutton sent out two 
mailings—one to selected company ex¬ 
ecutives across the country and, later, 
one restricted to firms in the Chicago 
area. Several interviews resulted from 
this and other efforts, culminating in mid- 
September in a solid job offer—to manage 
a plant in a small town near Memphis. 
Elated, he was ready to accept on the 
spot, but decided to talk the offer over 
with Shea first. 

“It helps at a time like that to have an al¬ 


ly who can look at the offer and the job 
objectively and draw out of you what you 
really want to do,’’ Hutton says. “He got 
me to admit that the salary was not what 1 
had hoped for and that Carol and I did not 
really want to leave our friends or have 
the children leave their schools. 

“There was also Carol’s job; she had 
become a partner in the antiques business 
and manager of the shop. The work had 


Hutton turned down 
the job offer, though as 
yet he had no other 
solid prospects. It was 
a tough decision. 


become one of the biggest delights of her 
life.” 

Finally, there were the costs of relo¬ 
cating, which the hiring company was 
willing to share on a less-than-50-percent 
basis. The house, for which in 1979 they 
had paid in the upper 80s at a fixed 10 
percent rate of interest, might or might 
not be sold in a stagnant market for an ap¬ 
praised value of $ 120,000. It could have 
been replaced by a house in Memphis at 
lesser cost—perhaps $ 100,000—but for a 
new mortgage, their interest costs at 17 
or 18 percent would nearly double. They 
also would lose the fixed-rate guarantee. 
Furthermore, any profits from the sale 
could be eaten up by such items as the 
real-estate agent’s commission of more 
than $8,000; a $4,000 moving charge; 
and points for the new loan—perhaps 
$3,000, plus closing costs. 


Hutton turned down the job offer, 
though as yet he had no other solid pros¬ 
pects. It was a tough decision. 

A few days later, he was called back for 
a repeat interview and, on October 1, was 
hired by the Color Tile Manufacturing 
Company to manage a new, highly auto¬ 
mated adhesives- and paint-manufactur¬ 
ing plant being constructed in West 
Chicago, Illinois, only a half hour from 
his home. Ironically, the lead for the job 
had come not from one of Hutton’s 
massive mailings, but from a help-wanted 
ad in a Chicago newspaper. Still, it was 
Hutton’s professional letter of response 
to the advertisement which won him the 
initial interview and this time, thanks to 
his training, he was able to turn the inter¬ 
view into a job offer. 

T he new position, Hutton says, was 
just what he was looking for. He 
had reached his goal of becoming a plant 
manager, achieved a higher salary than in 
his previous job, transferred from a static 
to a growing company, and entered an 
area of manufacturing that still is new and 
challenging to him. Today, following a 
year in the new position, Hutton is confi¬ 
dent that he achieved his objective—not* 
just a job, but the right job for him. And 
because he and Carol had the courage to 
take a chance and strike out on a new 
course, her career also benefited. “It 
never would have happened otherwise,” 
she says. “I guess there’s a reason for 
everything.” 

Hutton now believes that “network¬ 
ing”^—the use of friends and their friends 
to help you—is a valuable tool he could 
have used more effectively. He knows of 
one laid-off executive who asked friends 
to refer him to the most-knowledgeable 
and influential people in their industries 
or areas of business. Through an invest¬ 
ment-counselor friend he was introduced 
to a company president who passed him 
on to another who referred him to a CEO 
who was planning to fire a vice president. 
The net worker got the job. 

But most important, Hutton says, as 
hard as it is to do in the face of repeated 
rejection, you have to maintain a positive 
attitude. “Otherwise,” he adds, “you’ll 
go into your interviews with a long 
face—and come out with a long face.” 

One’s spouse and family can make a 
crucial difference here. For, although a 
stressful experience such as unemploy¬ 
ment can tear a family apart, it can also 
strengthen it. Carol Hutton says, “You 
realize that the only way you can make it 
is by working together and supporting 
one another.” □ 


Advice on Counseling 


A n employment-counseling firm, 
such as the one David Hutton 
used, can be of great value to the job 
seeker. However, it pays to shop care¬ 
fully. Because not all firms are capable, 
experienced, or even honest, the in¬ 
dustry suffers from what one veteran in 
the business calls a ‘ ‘credibility gap. ” He 
offers these suggestions: 

• Check with the local Better 
Business Bureau to find if any com¬ 
plaints have been registered against the 
firms you are considering. 

• Ask the local office of the state at¬ 
torney general if it has filed legal actions 
against any of the firms. 

• Select a firm that has been in 
business for at least four or five years, 


for reasons of experience, stability, and 
evidence of customer satisfaction. 
(Some old, established names in em¬ 
ployment counseling are nationally 
franchised. If you deal with a fran¬ 
chiser, find out how long he has been in 
business in your area. He and his staff 
may be novices.) 

• Ask about the qualifications and 
business backgrounds of the counselors 
who will be handling you. 

• Ask for references. Talk to other 
people who have used the services. 

• Find out whether you will be 

handled on an individual basis or as a 
member of a group. The former method 
may be more effective; the latter, less 
expensive. —E.M. 
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Be Advised! 

Become a Charter Subscriber to America's Most Positive Newsletter — 

PMA ADVISER 

There’s no time like the present to discover the best and brightest of current Positive 
Mental Attitude tips, techniques, and trends. And no better way to get them than in the 12 
monthly charges of pure PMA you’ll find in PMA ADVISER. 

Whether you’re a motivator or the motivated . . . you’ll strike priceless nuggets of PMA 
gold in notable quotes, success formulas and profiles, tips on management and sales 
techniques, reviews on motivational resources of all kinds ... and much, much more! 

But that’s not all—with your paid subscription, you’ll receive a handsome storage and 
reference binder—plus four quarterly Special Reports (in-depth studies on achievement 
“how-to’s”)! 

Enter your Charter Subscription today. 


■ □ YES! Enter my Charter Subscription to PMA ADVISER at $48 for 12 monthly 
I issues. And don’t forget to send my FREE storage binder when you receive my 
subscription payment. 

I □ Payment enclosed (U.S. funds) □ Please bill me 

| Signature_ 

(required on credit-card orders) 

□ VISA □ MasterCard □ American Express 

Card No. _Expires_ 

I Name _ 

Address_ 

City _State_.Zip Code_ 

J Telephone_ 

I Allow 2-4 weeks for delivery. 

| Make checks payable to PMA Communications Inc. S0283 

I—■———i — i ii 


ASK YOURSELF 
SOME QUESTIONS 

by W. Clement Stone 

Accurate thinking and common sense 
are in part a result of experience. You 
can learn from your own experience 
and from that of others when you learn 
how to recognize, relate, and assimilate 
principles. A major means of doing so is 
the process of asking yourself questions 
about what you read. For example, after 
reading my article “The Living Philo¬ 
sophy of Abraham Lincoln” (page 9), 
you might ask yourself the questions I 
proposed last month: 

(1) Do I have a living philosophy 
based on personal, moral, and ethical 
standards? 

(2) Will I engage in daily thinking 
time regarding my philosophy, and 
follow through with necessary AC¬ 
TION to make it a living philosophy? 

(3) Paraphrasing Francis Cardinal 
Spellman s quotation, will I try to pray 
as if everything depended on God and 
think, act, and work as if everything 
depended upon me? 

(4) Will I write down my answers to 
these questions and review them daily? 


New Management lool! 

It’s called the Executive ScanCard™ System, and it serves as a por¬ 
table “control center” for monitoring all your projects on a daily basis, so you 
can double, even triple, the number of projects you can keep moving 
simultaneously. 

Easy to use 

Projects are recorded on ScanCard 
project cards that can be quickly 
scanned to jog your memory on 
what’s to be done next. 

Expandable 

Initially holds 64 projects. 1 
More panels (40 cards 
each) and ScanCards can 
be ordered as needed. 

The “Executive Look” 

In handsome, rugged leather 
like material that will last 
for years. Available in black, 
brown, tan, burgundy or 
natural suede. 


Important extras 

Includes pen holder and 
space for your tablet. 
Plus 500 ScanCards 
and illustrated instruc¬ 
tion booklet. 



FREE 

Handy Pocket Idea ™ 

file for carrying small 
supply of ScanCards 
Jot your ideas on 
cards and merge into system later. 


Satisfaction Guaranteed 

If for any reason you are not 
satisfied, you may return 
the system within 30 days for 
a full refund. 


To order phone 

800 - 848-2618 

IN OHIO CALL 800-262-2630 

International Orders —Shipping & Handling Charges: 
Canada — $7.50. Mexico —$12.00, All other Internati 
International payments in U.S. Dollars. 


or mail check to 

Executive ScanCard ™ Systems Dept. 725 
6480 Busch Blvd. Suite 200 
Columbus, Ohio 43229 

We honor American Express, MasterCard, Visa and Diners Club. 


PATENTS PENDING ^COPYRIGHT 1981 EXECUTIVE SCANCARD™ SYSTEMS 
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Address 


NAPOLEON HILL 


The only 

etc success library 
in America 


XKcess 


USE YOUR CREDIT CARD AND CALL TOLL-FREE 800-247-2160 (In Iowa call 800-362-2860) 


success 


401 N. Wabash 
Chicago IL 60611 


Please send me_copy(ies) of No. 108 LAW OF SUCCESS at $19.95 each. I 

have enclosed shipping charges of $3 per book ($5 if Canadian, $10 if foreign) 
and have added 7% sales tax if IL resident. 

EH Check enclosed EH VISA EH MasterCard EH American Express 

Card No. •_Expires_ 

Signature _ 

Name_ 


(reguired on credit-card orders) 


50283 


Some have called Dr. Hill's masterwork "an insurance policy against failure." 
Others have applied his Sixteen Principles to realize fortunes both personal and 
professional. 

Hill spent a lifetime interviewing men like Thomas Edison, Henry Ford, Andrew 
Carnegie, and George Eastman. Discovering common elements in each man's rise 
to unprecedented wealth, he developed a program of character development, de¬ 
termination, and sound thinking. LAW OF SUCCESS is that program—a book that 
men and women have turned to for over 60 years, finding timeless counsel, 
practical wisdom, and renewed hope. 

A book to treasure for a lifetime... a volume to read and reread when suc¬ 
cess seems elusive. More than that, it's a book you'll read to become suc¬ 
cessful and stay that way. 




Allow 2-4 weeks delivery. 


"Think and Grow Rich" 
was Napoleon Hill's calling card . 
"LAW OF SUCCESS" was his life's work . 


The First Major Release on . . . 

THE MARKETING DISCOVERY OF THE CENTURY 

MUST READING FOR EVERYONE INVOLVED IN MARKETING OF ANY KIND!!! 



• 7 Steps To Guaranteed Success 

• Facts & Fallacies About MLM 

• How To Select The Perfect MLM Opportunity 

• Secrets For Successful Recruiting 

• How To Motivate Yourself & Others 

• New Ideas, New Methods, Proven Techniques 


AT LAST. A “how to” book on what has become the 
fastest growing approach to marketing in this country. 
Jim Sweeney, its author, is uniquely qualified, having 
earned an estimated income of over one million dollars in 
the recession year of 1982. This important book has the 
answer you’ve always wanted, the guidance you’ve 
always needed to achieve the financial independence 
you’ve always desired. 

This is much more than a text book, it is a proven 
philosophy for unparalleled success. Jim’s is a story you 
will never forget. His book can be the inspiration that 
helps you finally make that first crucial step forward 
toward the fulfillment of your own dreams. 

Buy a copy for yourself. Buy copies for your friends. It 
will be the finest, most valuable and most valued gift 
they can ever receive. 

TOLL FREE - 1-800-638-3059 
(In Maryland, call 301-964-3737) 
or fill out Form below No C.O.D. orders 


Synergistic Publishing Co. 

Dept. SC 

5513 Twin Knolls Rd. 

Columbia, MD 21045 Signature _ 

Name_ 

Address _ 

City_State_Zip _ 

Number of Copies_ @ $14.95 = _ 

Postage & Handling ($1.50 per book) = _ 

Total Order _ 

Maryland Residents 5% Tax _ 

Method of Payment: 

□ VISA Card No._ Expir. Date 

□ Master Card Card No._ Expir. Date 

□ American Express Card No._ Expir. Date 

Check or Money Order 21 day money back guarantee 
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BUSINESS OPPORTUNITIES 


February 1983 


HOW TO COMPETE WITH BANKERS AND WIN! 


.JLi 


Bankers love to say no to people who need financing. 
Become a Money Broker and you can say yes! Enjoy a 
high-level income while providing a much needed service. 
.Even get the financing you need for yourself ♦ *. 


SEND FOR THIS FREE REPORT TODAY!! 


Right now, while you’re reading this page, 
Bankers in your hometown are turning down 
people who need financing. As the saying 
goes, “The only way to get money out of a 
Banker is to show him you don’t need it!” 

Sad but true. 

BUT NOW YOU CAN STEP IN 
AND SHOW PEOPLE HOW TO 
GET THE MONEY THEY NEED. 

The secret? 

Become a high-income Money Broker. Yes, 
right there in your hometown. By acting as a 
go-between, you’ll render a valuable service 
while making a very handsome income. 
How handsome?? 

How does $50,000 a year sound? $100,000? 
More?? It’s far easier than you think—if you 
know where to find the financing. And that is 
where a Money Broker has an edge. Most 
folks don’t know there are countless legitimate 
sources of money “behind the scenes”. If you 
know who to contact nationwide, more 
money can be flowing to you and your clients 
than you ever dreamed possible. 

I’m talking about money for personal needs. 
For expansion. For educational purposes. For 
equipment. For business start-ups. I’m talking 
about venture capital, capital for incom- 
producing properties—and the list goes on 
and on. 

These behind-the scenes sources of money are 
so big, so eager to lend money, so easy to deal 
with that this FREE REPORT, which tells all, 
will startle you. Send for a copy today. All you 
do is cut out the coupon below and rush it 
back to me today. You’ll receive your FREE, 
NO-OBLIGATION REPORT immediately by 
return mail. It’s so revealing, so exciting you 
won’t be able to put it down until you’ve read 
every word. 

THE QUICK WAY TO ENTER 
THE WORLD OF BIG INCOME, 
EITHER PART-TIME OR FULL¬ 
TIME 

Consider for a moment where you’re going in 
life. If you are like many people, you want to 
get ahead—but don’t know just how to get 
started or where to turn. By becoming a 
Money Broker, you can gradually get into big 
money while keeping your present job. It’s a 
great career for off hours, weekends, after 
work. But don’t be surprised if you wave your 
boss goodbye before long and go full-time. 
With the kind of money you’re going to make, 
you’ll wish you’d gotten into this high-income 
field much sooner. 

NO MATTER YOUR AGE, NO 
MATTER WHETHER YOU’RE A 
MAN OR WOMAN,NO MATTER 
YOUR EDUCATION...YOU’LL 


THANK YOUR LUCKY STARS 
YOU SENT FOR THIS FREE 
REPORT. 

Consider this. 

As a Money Broker, your fees average from 
2% to 10%, depending on the loan. Just im¬ 
agine the smile on your face when you make 
$3,000.. $5,000...$50,000 and more — 
JUST ON ONE LOAN. JUST ONE!! This hap¬ 
pens. And imagine what your life would be 
like if you made loan after loan all year long. 
Think how you bank account would overflow 
with $$$. Imagine buying a beautiful new 
home, a luxurious car, making lucrative in¬ 
vestments, taking a worldwide vacation, pro¬ 
viding your children with the best college 
education... and more. This is the life you can 
live as a Money Broker. 

I know this sounds too good to be true. But 
once you read this FREE REPORT, you’ll see 
how easy it really is. 

BUT THAT’S NOT ALL THIS 
FREE REPORT ALSO SHOWS 
HOW YOU, TOO, CAN FIND THE 
FUNDS YOU NEED FOR YOUR 
OWN USE. 

PLUS HOW TO OBTAIN THE FOLLOW - 
ING ABSOULUTELY FREE!: 

FREE—How to clear your credit without 
bankruptcy or borrowing. 

FREE—Different techniques you can use to 
buy a business with little or no money 
of your own. 

FREE—How to secure the best rates and 
terms for your loan request. 

FREE—How lenders determine your credit. 
FREE—How to get VISA, Master Card with 
no credit check. 

FREE—How to re-establish your credit. 
FREE—How to consolidate your bills up to 
$20,000 without borrowing. 


FREE—How to finance your inventions, 
patents and new ideas. 

FREE—How to build up your credit im 
mediately. 

FREE—How to buy apartments, homes and 
land for very little cash down. 
FREE—How to sell your ideas for huge 
royalties. 

FREE—Even a Lease-Guarantee Insurance 
Source that guarantees a lender or 
landlord monthly payments on your 
lease!! 

FREE—How to secure money to buy or start¬ 
up your own business. 

This FREE REPORT, yours for the asking with 
no strings attached, is so eye-opening that one 
reader calls it “absolutely mind-boggling, the 
biggest revelation I have ever come across.” 
An exaggeration? Absolutely not. Once you 
start reading page one, you won’t put down 
this tell-it-all Report. 

No matter whether you’re interested in taking 
up a new career, either part-time or full-time 
or need funds for your own personal or 
business needs...send for this FREE REPORT 
today. Right now, while this announcement is 
on your mind. 

OBEY THAT IMPULSE! SEND 
FOR IT. WITHIN THE NEXT 30 
DAYS YOU COULD HAVE MORE 
$$$ THAN YOU EVER, IN YOUR 
WILDEST IMAGINATION, 
THOUGHT POSSIBLE. 

I’ll show you how—FREE. We’re one of 
America’s foremost financial-data services, 
and this FREE REPORT brings you the very 
latest up-to-the-minute news. 

Thank you. Jay Cameron, Diversified Finan¬ 
cial Corp., Ltd., Dept. »»j 2 . 1145 Reservoir 
Avenue, Cranston, RI 02920. 

Copyright © DFC 1981 



RUSH YOUR FREE REPORT RIGHT NOW FAST! 


Your on! 

Send me a copy of your FREE Report, hot off the press, which shows how I 
can become a high-income Money Broker in my hometown. I want to know 
how to compete with Bankers and win! NO OBLIGATION WHATSOEVER. 
(Please print clearly) 

PRINT NAME____ 

ADDRESS.___APT- 

CITY & STATE_ZIP- 

Rush this coupon back today to 

Mr. Jay Cameron 

Diversified Financial Corp., Ltd., ix*pt. 44-J-2, 

1145 Reservoir Avenue 
Cranston, Rhode Island 02920 

IMPORTANT: You’ll also receive—also FREE—details of how you can bor¬ 
row the money you need. Yes, even when your Banker says no! Mail this 
coupon TODAY. 
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2460 B East 8th 
Odessa, Texas 
79761 

(915)366-0331 


1112 S. Midland Dr. 
Midland, Texas 

79701 

(915) 694-8706 


Dear Future Entrepreneur, 

Yes, it is true that anyone can be in the car detail business. 
Anyone can buy a buffer and a can of wax BUT, can they be 
successful? Auto Valet dealers ARE successful and our family 
is growing rapidly. 

Now, Auto Valet offers YOU the opportunity to be a successful 
and respected business person in your community, protecting 
your fellow citizens’ major investments -- their vehicles. 

Auto Valet is the car detail business with a difference. Our 
dealers are the professionals that really care and some of our 
dealers will gross over $200,000 A YEAR! 

If YOU wan-t a business that you can be proud of -- become a 
part of our growing Auto Valet family. 

The opportunity is here. Come grow with us. 


Sincerely, 

David Graham 
President 
Auto Valet, Inc. 











New Pulse Meter 
makes wmr exercise 
safe&effective! 

The Pulse Tach Heart Computer was developed for use in hospitals 
and doctors’ offices by a select team of physicians and engineers. 
Read what it can do for you. 

time and bother of manually taking 


How fast does your heart beat 
when you exercise? How quickly 
does your pulse return to normal? 
Does this ‘recovery time” improve 
as you get into better shape? 

Well, guess no more. The Pulse 
Tach Fingertip Heart Computer 
accurately reports your pulse to 
insure maximum benefit from your 
exercise without dangerous over¬ 
exertion. 

Pulse Tach is actually a micro¬ 
computer that fits over your finger. 
It weighs one ounce and can be 
worn easily during most exercise 
programs. It measures, calculates 
and displays what your pulse is 
doing. 

Its custom-made, powerful micro¬ 
chip circuit replaces 5600 transisi- 
tors and makes Pulse Tach the 
most advanced pulse instrument 
ever developed for consumer use. 

Reading your pulse isn’t as simple 
as it might seem. Your heart beat 
constantly changes —perhaps three 
fast beats followed by two slow 
ones, one fast one, four slow ones 
and so forth. 

Pulse Tach has two ways to 
overcome the problem. First, in 
general or light exercise use, it 
averages” your pulse every four 
beats. But after heavy exercise (or 
if you have an irregular rhythm) 
Pulse Tach can also compute heart¬ 
beats over a longer span of time. In 
fact. Pulse Tach is accurate to .4%. 



automatic; accurate 

HEART REPORT 

After Pulse Tach evaluates and 
processes your heartbeat, it shows 
your pulse rate on an extra large 
Liquid Crystal Display for easy 
reading indoors or out. 

You get the clearness and consis¬ 
tency of digital readout without the 


a pulse. 

There’s more. Press a button and 
an audio “beeper” lets you “listen” 
to your heatbeat. It’s like having a 
direct line to your heart. 

ALSO A CHRONOGRAPH 

Pulse Tach is more than just a 
way to count heartbeats. It also has 
an independent quartz stop watch. 
Now you can time your exercise 
period, laps or anything else up to 
one hour. 

With Pulse Tach you know when 
you reach the heart rate at which 
exercise does the most good. The 
stop watch feature tells you pre¬ 
cisely how long you’re at this opti¬ 
mum level. Then combine both 
functions and compute cardiac re¬ 
covery time — the most important 
measure of cardiovascular fitness. 
The better your shape, the shorter 
your recovery time. 

Pulse Tach should be used by 
everyone. The fitness buff knows 
the value of pulse monitoring and a 
Pulse Tach is essential for the be¬ 
ginner to avoid dangerous over¬ 
exertion. 

Additionally, Pulse Tach will 
show you how your heart is affected 
by coffee, a cigarette or a stressful 
day at the office. 

It makes a great gift for a wife in 
aerobics or your tennis partner. In 
fact, anyone who exercises will 
appreciate this little heart computer. 

THE PRICE MAY BE THE 
BIGGEST NEWS 

Original cost of the Pulse Tach 
was quite high because quantities 
were limited to professional use. 
But just as pocket calculators and 
computers have dropped in price 
when made available to consumers, 
so, too, it is with Pulse Tach. 

The Pulse Tach Fingertip Heart 
Computer is only $49.95 yet its 
solid-state micro-chip components 
give better accuracy and more fea¬ 
tures than bulky, old-fashioned pulse 
meters costing $100-$200. 

TRY IT FOR 30 DAYS 

Prove to yourself that the Pulse 
Tach Heart Computer is the small¬ 
est, most advanced pulse monitor 



Pulse Tach Fingertip Heart Computer is 
just two inches long , weighs about an 
ounce yet it represents a major advance 
in personal electronics. 

on the market today. Try it for 30 
days. If you’re not satisfied for any 
reason, simply return it for a com¬ 
plete refund — including return 
postage. You’re protected by a 90- 
day manufacturer’s warranty as well 
as Baystar’s reputation for satisfied 
customers. 

Your Pulse Tach will come com¬ 
plete with long-life watch batteries 
and a necklace-size lanyard to keep 
Pulse Tach handy when its not on 
your finger. You’ll also receive help¬ 
ful instructions including informa¬ 
tion on your “target zone,” cardiac 
recovery time and other exercise 
hints. 

HERE’S HOWTO ORDER 

To order, simply send your check 
for $49.95 plus $z.45 shipping and 
handling to The Baystar Company 
at our address below. Credit card 
holders can speed their delivery by 
using our toll-free number. 

Your heart is thumping. Is it a 
danger signal or not: Find out. 
Order a Pulse Tach Heart Com¬ 
puter today! 

rCALL TOLL FREEn 

Monday thru Friday 9 a.m. to 5 p.m. 

Eastern Time 

800 - 638-6170 

All other times call 800-257-7850 

Maryland residents call 363-4304 


Baystar 

110 PAINTERS MILL ROAD Dept. 40T 
OWINGS MILLS, MD 21117 (301) 363-4304 
®The Baystar Company 1983 
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CAREER MARKETPLACE 


DECLARATION 

OF 

INDEPENDENCE 

If you’re fed up with the rat race, if you’ve 
“had it” with the nine-to-five daily grind, 
now is the time to declare your in¬ 
dependence by becoming an Independ¬ 
ent Authorized Beltone Hearing Aid 
Dealer. Hearing loss affects over 20 
million Americans. Beltone Electronics 
Corporation, the nation’s number-one 
name in hearing aids, is now looking for 
success-oriented, caring individuals to 
run their own independent Beltone 
dealerships. 

* Tremendous income potential in 
economically stable health care 
field! 

* No franchise fee! No inventory! 
Relatively low initial investment! 

* Run your own business...with 
Beltone’s complete package of 
training and marketing 
assistance! 

* National brand recognition! 

For all the facts write or call 
Brian Garvey 

National Recruiting Manager, Dept. 790 

ELECTRONICS CORPORATION 

4201 W. Victoria St. 

Chicago, IL 60646 
Call collect: 312-583-3600 



Tiara presents a 
Brilliant Income Opportunity 


Address 


It’s an exciting opportunity with 
a fast-growing, progressive com¬ 
pany. You’ll have fun, make 
new friends and move at your 
own pace in your own busi¬ 
ness, with leadership positions 
available for the career 
minded. Write for details fcklay. 


This Seal Applies To Tiara Glassware Only 


Be a Tiara Associate! Earn extra 
income for those things you’ve 
always wanted. Work at your 
own convenience full or part 
time Represent a giftware 
line that you'll be proud to 
collect for your own home or 
give as gifts. 


Please send me 
becoming a Tiara 


City 


State 


Zip 


'Huta <§t cfuhiwb 


Telephone 


Dept. S-82. Dunkirk, IN 47336 


BE A HERO 


EARN $500 PER DAY PART TIME 
Present Economy Can Make You Rich 
People will love you • Low investment 

Save consumers large amounts of 
money on everyday spending. In¬ 
crease business tremendously for 
merchants and all types of busi¬ 
nesses in your area. Proven suc¬ 
cessful methods. We show you how 
fromAtoZ. P.D.C.A. is in 50states, 
plus foreign countries. We were the 
first in 1976 and now the largest 
discount club in the world. Be a 
“rich” hero—start your own Peo¬ 
ple’s Discount Club. Write or call for 
free details. 

PEOPLE’S DISCOUNT 
CLUB of AMERICA 

Robert J. Sturner — Founder 
7216 Manzanita St., Rm. SU2 
Carlsbad, California 92008 

800 - 547-5995 


WHAT ARE 200 
QUALIFIED SALES LEADS 
WORTH TO YOU? 

NOW, 

MEET MAX-1: 

Right off you will 
notice there is 
something diff¬ 
erent about our 
MAX-1; he is a 
computed MAX 
can make up to 
18,000 cold calls for you every month 
to insure that you have plenty of qua¬ 
lified Leads, Buyers, and Appoint¬ 
ments. That means SALES. MAX 
goes about his duties completely un¬ 
attended, calling prospects, talking 
with them, asking them questions, and 
even records their responses. By 
comparison, MAX is less than 1 /I Oth 
the cost per lead of direct mail and as 
little as 1 /5th that of his human count¬ 
erpart. You owe it to yourself to have 
a MAX-1 system working tor you. For 
more details about our MAX-1 system 
call: 

TELEPHONE MARKETING SYSTEMS Inc. 
Watervleit Business Park 
7100 Broadway, Bldg. 3, Penthouse A 
Denver, Colorado 80221 
(303) 428-5776 



UNDERSTANDING THE 
FINANCIAL SIDE! 


IT’S HERE! A GUIDE TO PROFIT 
PLANNING. A MANUAL THAT’S EASY 
TO READ, EASY TO UNDERSTAND, 
AND EASY TO GET RESULTS FROM! 


Order "Basics in Management and 



Profit Planning" 
now. Send a 
check or money 
order for $19.95 
(includes handling 
and shipping), 
along with your 
name & address to: 


Krijen Enterprises 
P.0. Box 2614 
North Canton, Ohio 44720 
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W.E.A.L.T.H. 


Formulas 

International 


Founders 

Richard Britton 

and 

Belle Whitman 


Get in this Multi-Level Marketing Company on the ground 
floor and your income could go through the roof. 

What is WEALTH FORMULAS INTERNATIONAL? W.E.A.L.T.H. stands for WAY 
of EATING and LIVING to TOTAL HEALTH. Wealth Formulas International is a 
Company founded to help benefit two of the most consuming activities inherent 
to being Human — Eating and Living. 

Lets talk about EATING first; in many parts of the World the problem is not 
enough to eat. In the Western World the reverse is true — having too much to eat, 
over consumption. Ninety million Americans alone are overweight. It is estimated 
that two thirds of these (60 million) are overweight to the point of obesity. 

WEALTH FORMULAS INTERNATIONAL wants your life to be in balance and 
control in all areas. Personal daily use of the WEALTH FORMULAS Diet and 
Lifetime Nutritional Plan is the starting foundation of your Way of Eating and Living 
to Total Health. 

Multi-level Marketing is your vehicle to Financial Freedom. Our 27 year old 
Marketing Director, Nedra Roney, left an income averaging over $20,000 per month 
because she recognized Wealth Formulas International to have superior products 
and opportunity. Giant Multi-level Marketing Companies have independent 
distributors earning in excess of $250,000 annually. These distributors are usually 
those who got in on the ground floor. To learn more about your ground floor 
opportunity with W.E.A.L.T.H., send in the entree blank in this ad! 


r--------- 

i 

□ Please send me your free Wealth 
Formula Success Information Kit. 

I 

I Mail this entree blank to: 

I International 

I Marketing Director 

I NEDRA RONEY 

I 22400 Barton Road, Suite 1 
I Grand Terrace, California 92324 
I (714)824-1120 

I 


I 


Name 


Address 


I 

I 

I 

I 

I 

I 


City 


Zip 


State 


Phone 




































WE NEED SEMINAR LEADERS AND CERTIFIERS 


1. Future Woman. (FW): An exciting one-day seminar designed to help you recognize your potential and growing in¬ 
fluence; integrate who you are with what you do; balance the demands of work and your private life; and build 
management skills. 

2. Managing Multiple Roles* ; A one-day seminar designed to help women shape, sort out, and act on the meaningful 
multiple roles in their lives. 

3. The Productivity Challenge: A two-day process that includes: 

* Productivity/Training Needs Analysis: A unique three-hour process that identifies "real” training needs of the group 
targeted for training and the barriers to their productivity. 

* Productivity Improvement Process: a 13-step process that helps raise workers’ awareness of productivity barriers 
and demonstrates how important their involvement is in identifying these barriers to their future on the job. (The 
supervisors also get involved by developing strategies to remove the barriers). 


SLOWIKOWSKI & ASSOCIATES (S&A) has been in existence since 1975. We have 
over 40,000 graduates of our seminars and over 3,000 certified coordinators in the 

U.S. and Canada. 

We will be in or close to your area in the near future and can put you in touch with 
one of our existing Certifiers, so. 


PUT SUCCESS IN YOUR FUTURE BY CALLING OR WRITING: 
SLOWIKOWSKI & ASSOCIATES, INC. Suite 216 805 Plainfield Road 
Darien, Illinois 60559 Phone (312) 986-0910 


If you’re looking for excitement and challenge... if you’re interested in helping people enhance their potential for greater success, 
balancing your life, and increasing productivity, then you may want to become involved in a business opportunity that provides 
income and management fees for building an organization. 


It’s really easy and inexpensive to get involved. Once you’re Certified, you can present these seminars to others and meet 
minimum qualifications to become a Certifier so others can do what you do. This will help you build a network locally for 
which you will receive management fees. All you need to do is attend one of our official BUSINESS CERTIFICATION PRO¬ 
GRAMS (BCP). 

-One-Day BCP’s— 

1. Future Woman Seminar plus a two-hour Business Cer¬ 
tification Session (BCS). Cost: $60 

2. Managing Multiple Roles Seminar plus a two-hour BCS. 

Cost: $60 

3. Previous FW or MMR graduates can be certified by 
attending a two-hour BCS. 


-Two-Day BCP’s— 

1. FW and MMR’s and a two-hour BCS. Cost: $120 

2. The Productivity Challenge and a two-hour BCS. 
—Productivity/Training Needs Analysis—First Day 
—Productivity Improvement Process—Second Day. 
Cost (both days): $350 

Here is a brief description of the seminars we offer 


TOOLS FOR SUCCESS 


February 1983 


Make it Small in Advertising 
in Tools for Success 
Big doesn’t mean best. In fact, small 
can be better - and more efficient in 
selling your product or service to Suc¬ 
cess readers. 

Let Tools for Success show you how 
less (copy) can be more (profits). 
Contact: Lynn Richards, Tools for Suc¬ 
cess, Success Magazine, 401 N. 
Wabash Ave. Chicago, IL 60611 (312) 
828-9500. 


FIND FINANCIAL FREEDOM! 


1 FREE DETAILS! Hundreds of exciting ways to " 

I make more money. . . and do more with the money | 

1 you make! 

Learn how to: start your own small business • make extra | 
spare-time dollars • reap fabulous mail order profits • build . 
wealth in real estate • beat inflation • save on taxes • find I 
terriffic money-making opportunities anywhere anytime * 1 

Write: Midwood. Dept. SU1.3208 Nuttree Woods. Midlothian. VA23113 | 



24 CITY VACATION CERTIFICATES!!! 

(No Sales Offer To Attend) 

Distributors needed for our 24 city vacations including Vegas, Reno. 
Disney World, Disneyland, Atlantic City, Six Flags, Hawaii, Baha¬ 
mas, Mexico City, Opryland, plus many, many more fabulous re¬ 
sorts. Now you can close sales like never before. No sales offer to at¬ 
tend with any of our vacations. Also have $500 Vegas and Reno Fun- 
paks and $300 discount Disney World Area Book. 

HOLIDAYS, BOX 872, SILSBEE, TX. 77656. 713-385-7065 


SKILL BUILDING BOOKS 
FOR SUCCESS ON THE JOB 

Develop essential communication/thinking skills! 

SUCCESSFUL BUSINESS SPEAKING (#5233-6) 
SUCCESSFUL BUSINESS WRITING (#5230-8) 
SUCCESSFUL INTERVIEWING (#5229-8) 
SUCCESSFUL PROBLEMSOLVING (#5239-5) 

$3.95 each book, plus $.50 each for postage and 
handling. 

SPECIAL: Save $5.85! One each of four books 

#5239-X Only $9.95 

II and Ca residents: Add applicable sales tax. 

Send orders to: VGM Career Books, Dept. S, 
P.O. Box 554, Skokie, IL 60077 


Motivational, inspirational quotations book, GEMSTONES, 
makes ideal gift for employees, family, friends. Norman 
Vincent Peale says, “These timely and uplifting messages 
will help the user lead a life filled with inspiration and joy.” 
Daily sayings, photos. Other new titles include WRITING 
WITH PUNCH: DYNAMIC BUSINESS COMMUNICATION 
and TEN STEPS FOR BETTER HUMAN RELATIONS. Each 
book guaranteed to make a positive difference in your life. 
For free information write Leonine Press, Dept. U, 2317 
Outlook, Kalamazoo, Ml 49001. 


LISTEN FOR SUCCESS 


Send for FREE CATALOG of over 100 
cassettes produced by SMI related to 
motivation, management, self-improve¬ 
ment, sales, investing, and more. Unlimited 
Horizons, 12819 Corona Lane, Houston, TX 
77072. 


We're the Button Specialists! 


We Sell: 

• Button Machines 

• Button Parts for 
all machines sold 

^ ) ^[gPJ «n the U.S. 

AIR POWERED BENCH HANDHELD * Pr ' nted 

SEMI AUTOMATIC , ntmhangeab | e D j'SiZES 

Eik [ ifrfflml LWiltihli&J Writ, or Call. 

^ Dept. SU283 Bos68355.Indianapolis,IN 46268 (317)872-7000^ 



Good News for In-Home Business Owners! 

The days of lost receipts and non-supportable business de¬ 
ductions arc over. New Horizons Financial Services an¬ 
nounces that the 1983 Edition of the "In-Home Business 
Tax Record Book" is now available. This book provides an 
extremely simple method of recording all business-related 
activities. Start the year right. Order yours nowj 
New Horizons Financial Services 
70 Sanford Drive 
Randolph, NJ 07869 

Cost: 19.95 (plus $2.50 for postage & handling). 


k IF YOU BELIEVE... 

• You can get everything in life you want if you’ll just 
help enough other people get what they want; 

• Your altitude in life is determined by attitude, not aptitude : 

WE NEED TO LEARN MORE ABOUT YOU! 

We are now selecting a few individuals to fill positions 
involving marketing of our educational materials to 
schools, distributing our entire product line to the general 
public, and conducting seminars for corporations and spe¬ 
cial groups in your area This, after thorough training by our 
staff in Dallas 

This position offers many benefits you may not find in any 
other career opportunity. For more details on these as well 
as the position, please forward a completed resume to the 
address below. No phone calls, please 

THE ZIG ZIGLAR CORPORATION 
13642 OMEGA AT ALPHA, DALLAS, TX 75234 

__ 4 
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White thousands cut at the branches of human achievement, 
one strikes at the root. 


The Neuropsychology Of 

ACHIEVEMENT 


the ultimate 


personal 


success system 




for your free brochure, call toll free 

(800) 227-0600 

in Calif. (415) 352-3526 


or write: SyberVision Systems Inc., 2450 Washington Ave., Dept. 270, San Leandro, CA, 94577 





The New Punchline TM Shirts from PUMP-UPS 

• Harness the Power of Suggestion 

• Tap Your Inner Reserves 

• Help You Get More Out of Each Day 


A $24.00 Value 
Just $19.50 


BUY MORE! 
SAVE MORE! 
3-6 $18.00 EA. 
7-12 $17.00 EA. 


Every shirt is top quality cotton/polyester Lacoste 
knit with the rolled knit collar and ribbed cuffs 
found on shirts costing as much as $10.00 more. 
Men's/Misses' sizes S, M, L, XL. Men's colors: 

Wh., Gold., Lt. Bl., Roy. Bl., Navy, Red, Gr. 
Misses' colors: Wh., Yel., Pink, Lt. Bl., Red, Gr. 


Act Now! This offer may not be repeated. 

Send remittance along with size and colors to: 

PUMP-UPS tm Box 821, Kempton, PA 19529 

Please add $2.50 postage and handling per order. 

PA residents add 6% sales tax. 

VISA and MASTERCARD accepted with card 
number, expiration date, and authorized signature. 

PUMP-UP S tm Innovation In Motivation 

© 1982 


DO YOU NEED LEADS? 

Of course you don’t walk to work. Of course 
you don’t walk to your appointment. You 
probably drive a late model car instead. 

The car is a tool. You can walk 2 to 4 miles 
per hour. With your car you can be trans¬ 
ported 25-35-45-55+ miles per hour, com¬ 
fortably, easily. 

The SURVEYOR is a tool. Using it, with just 
10 minutes of time, you can make contact 
with as many as 250 people daily. And you 
can actually carry on a two-way conversa¬ 
tion with the people who answer, automat¬ 
ically, unattended. The SURVEYOR 7 gets 
leads. Lots of leads. Good, qualified leads. 

Can You get 12 Leads 
With 10 Minutes of Effort? 

The Surveyor 7 can. And does. Generates 
typically 1 or 2 good leads every hour. 
Operates unattended through any tele¬ 
phone. Approved for direct connection to 
phone line. Proven scripts for Real Estate, 
Insurance, Home Products, Recruiting, etc. 
4% to 7% typical response. 

Free Cassette Leads You to 
Greater Prosperity 

Listen to the cassette presentation “Do You 
Need Leads?” The Surveyor 7 explains, in 
its own words, how it was developed, how it 
is being used by others all across the na¬ 
tion, and how it can aid you in dramatically 
increasing your income. It is fascinating, 
it’s a $10 value, and it’s yours free for the 
asking. After listening to the tape, call for 
additional free information. 

Call 800-525-2069 

In Colorado Call - 303-758-1751 

Form 443A © 1982 Applied Computer, Inc. 


WOULD YOU 
LIKE TO 

EARN 



• Not yet available in some states 


One of our offices did. In its first year of 
operation. On gross sales of $7,1 14,578.63. 

We are Corporate Investment Business 
Brokers, the nation’s most professional business 
brokerage firm. And we are currently expanding 
our network of affiliated offices in key cities 
throughout America.* 

Last year over 2,000,000 businesses — one 
out of every four, changed hands. A $200 billion 
dollar market. 

If you’d like to operate your own extremely 
profitable business, and cash in on this booming 
industry; while helping others to realize their 
dream of buying their own business, consider 
joining our National Team. This could be your 
Golden Opportunity. 

We have developed and utilize the most totally 
comprehensive training and ongoing support 
systems. You’ll be instructed and assisted by the 
most successful business brokers in America. 
And, you’ll be entitled to participate in our na¬ 
tional and international sales programs as well. 

We are totally convinced this is the most 
lucrative and prestigious career opportunity 
available in the United States. Nominal franchise 
fee required. 

If you’re as serious about your future as we 
are, call us collect. We’d like to tell you more. 

Ask for Russ Branch, V.P. Marketing: 
(602) 992-4724. 

Corporate Investment 
Business Brokers, Inc. 

"the opportunity people ” 

2960 E. NORTHERN AVE. • PHOENIX, AZ 85028 

























BUSINESS OPPORTUNITIES 


EXCELLENT INCOMES 

Are being earned by many inexperienced people with 
S-U-P-E-R G-L-O-S-S. Retail (16 oz.) $9.95. It is a 
spectacular Poly-Siloxane “GLASS" finish for Vehicles, 
Boats, Airplanes and Home Usage. Direct Sales, Whole¬ 
sale, Custom, Export, Multi-Level, Mail Order, and Mfg. 
Representative Opportunities. A single Distributor’s 

efforts has provided us with- 

$383,777.61 

(exact amount) in volume to date with a 
tremendous profit for himself (details will 
be sent). Everyone in Mail Order should 
carefully consider our unique, insignif¬ 
icant investment, major income proposi 

OPPORTUNITY SEEKERS BARGAIN! 

For 16 oz. bottle of S-U-P-E-R G-L-O-S-S, compre¬ 
hensive details, on product and program (includes all 
of the how, where, when, what and whys). Distributor 
Application and postage. Send copy of this ad, $9.95, 
name, address and phone number to: Dept, sac- 2 
Super Gloss Mfg. Co., Inc., 3431 W. Clarendon, Phoenix, 
85017,(602) 233-0340. Sold with money back guarantee. 


ADVERTISE YOUR 
BUSINESS 
OPPORTUNITY! 

500,000 achievers are waiting 
to read about it in this section 
of Success. Call Terry Weinberg 
312-828-9500 for complete 
information. 
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SPORTS-SPORTS-SPORTS 
NO BOLOGNA-JUST FACTS 
THE STORY 

I have invented a new arm wres¬ 
tling machine. 4 years ago it 
was placed on the market. 

THE RESULT 

A. The W.M.A. now holds arm 
wrestling tournaments in 31 
states & 5 foreign countries in¬ 
cluding Australia. 

B. The Machine called THE 
MONSTER has made me & a 
couple dozen other go getters a 
lot of money. 

C. Has been featured in Nation¬ 
al Geographic Magazine. 

D. Has appeared on PM Maga¬ 
zine. 

E. We work with Nationally 
known brewerys as sponsors. 

DO YOU FIT? 

Who knows, but if you will give 
me a call at 515-232-7475 or 
write The World Monster Asso- 
. % ciation, Box 882, Ames, Iowa 

Designed for 50010, I’ll send you free informa- 
_ tion & answer any questions I 

Peace can. Ask for Mark. 


★★★★★★★★★★★★★★★★★★★★★ 
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YOUR MONEY 

Continued from page 48 


If you want to tap this dollar source, 
contact the banks, mutual funds, or 
shareholder service departments where 
you have accounts. You’ll probably have 
to complete some forms, but it need not 
be a complicated procedure. You don’t 
have to take all the interest, either. If 
you’re earning approximately $100 a 
month in interest, you can take $25 or 
$50. That won’t make you feel flush, but 
it will give you a few extra dollars in the 
pocket. 

(3) Borrow against life insurance. 

If you own cash-value life insurance with 
a low-interest loan rate, consider this 
maneuver: 

Borrow the cash value out at, let’s say, 
6 percent. Invest it in a bank certificate of 
deposit at 12 percent. Pocket the differ¬ 
ence (your interest earned, less the in¬ 
terest you paid the insurance company) 
and use it for extras. In doing this, you are 
reducing the insurance value of the 
policy, but most savings institutions, to 
get hold of this money, will replace the 
lost coverage with group life insurance. 

(4) Pay yourself in time. If you 
donate a significant amount of unpaid 
overtime (nights and weekends) to your 
employer, try trimming back on those 
hours. Of course, if you’re serious about 
your career, you can’t cut that time out 
altogether, but if you can take back a few 
hours a week, you’ll be giving yourself a 
“raise’’ in time instead of dollars. True, a 
few more hours a week for yourself and 
your family won’t buy you a new car, but 
think of it this way: dollars are taxed, 
time isn’t (yet). 

It may help to think of it this way: “I 
was giving the company 60 hours a week 
for $600, which comes to $10 an hour. 
So if I cut back 10 percent to 54 hours, it 
works out to $ 11 an hour, which is about 
a 10 percent raise.’’ Doesn’t that feel bet¬ 
ter already? 

If you can hustle a bit, without 
violating any company policy or profes¬ 
sional code of ethics, you may even use 
that time for freelance consulting work. 
That can earn you the dollars that you 
can’t seem to squeeze out of your 
employer this year. □ 


Next month in Success: 
Special Bonus Section 

-SECOND CAREERS- 

How to know when to 
look for a new job 
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Author, former teacher and suc¬ 
cessful businessman, Gerald 
Oliver, tells how you can 
achieve financial independence. 


The key to an enormous income is 
multi-level marketing. It’s no wonder that 
this amazing sales concept has had 
phenomenal growth during the past two 
decades. People in the business are get¬ 
ting rich! Not just a few. Thousands have 
discovered the secret of earning incred¬ 
ible sums of money—including me! 

The Secret 

Years ago, I learned an important les¬ 
son. “Never use a poor stockbroker.” 
That message stuck with me. If you want 
to become wealthy—take the advice of 
a wealthy man. 

During the ’60’s, I was earning $3600 a 
year. It didn’t take long to realize that I 
wasn’t getting anywhere. In just months 
after leaving my meager teaching job, I 
raised my income to a hefty six figure 
level. Believe me, you can do it too—but 
not alone! 

To make the kind of money I’m talking 
about—$100,000 or more a year—you 
must have others helping you earn it. 
That’s why multi-level marketing is a 
gold mine. It lets you build an organiza¬ 
tion of talented people who are in¬ 
terested in earning huge profits for 
themselves with little or no investment. 
(And each automatically earns money 
for you, too.) 

There Is Gold in Those Hills— 

Only it’s not metal, it’s people. After rec¬ 
ognizing the enormous earning potential 
of good people, I set out to develop a 
sponsoring plan that sought out just the 
right men and women to support a multi¬ 
level sales operation. I discovered ways 
to assist the right applicants, motivate 
them, and prove to them that there was 
no ceiling to their earning capacity. 

Over the years, I’ve perfected this 
dynamic system. Others who have tried 
it in company after company . . . have 
been astounded by their own record 


There's a Fortune in 
Sponsoring Distributors 

No one can make vast sums of money by 
themselves. The secret is having others 
make it for you. 


breaking achievements—even with new 
distributors! 

Seasoned distributors and beginners 
alike have been able to apply my 
methods immediately with incredibly 
successful sponsoring results. 

Discover How Easily You Can 

Enjoy Financial Independence 

My complete program is described in a 
new 190-page book along with an 8-part 
cassette tape series entitled, “ How to 
Create a Fortune Sponsoring Dis¬ 
tributors. ” 

No-nonsense, straight forward lan¬ 
guage shows you step-by-step methods 
for recruiting a top-flight marketing or¬ 
ganization. Whether you are a new¬ 
comer or an experienced distributor with 
a large downline, I guarantee that this 
system will revolutionize .your present 
sponsoring program. You’ll learn 

• how to use the four basic 
motivators 

• how to identify the 17 success 
patterns 

• how to use the 15-second inter¬ 
view to ‘‘separate the wheat 
from the chaff” 

• how to eliminate high turn-over 
before you sponsor 

• how to conduct seminars and 
rallys that get results fast 

• how to use telephone 
techniques that work 

• how to use interviewing 
methods that tell you which can¬ 
didates “have what it takes” and 
so much more!! 

Once you have received my program, 
you’ll understand why so many people 
are using it to turn minimal or mediocre 
marketing plans into major money¬ 
making operations. You will be able to 
implement the dynamic recruiting ideas 
to sponsor success-oriented people for 


your own business. Once you have 
created the kind of marketing base I 
have detailed, you’re on your way to in¬ 
credible income plateaus. I am seeing it 
happen almost daily to people just like 
you. 

A Personal Guarantee 
and a FREE GIFT 

Because of the success rate my pro¬ 
gram has enjoyed, I urge you to just look 
it over. If after two weeks you are not 
convinced that it can truly expand your 
business, make you a more successful 
distributor, and increase your downline 
and your income substantially—you 
may return the program for a FULL RE¬ 
FUND. 

Included with our program is the popular 
cassette, “How to Recruit Distributors” 
by GMC Francis Rogers (a $9.95 value.) 
This special cassette is yours to keep as 
a FREE GIFT—even if you return the full 
program. Please act now. Complete and 
return the coupon below. 

■ Creative Sponsoring, Dept. SUS-23 
J Box 2447, Springfield, IL. 62705 

j (217) 529-3387 

■ I’m definitely interested. Please send me 
J the following items. If not satisfied, I can 
* return same within 2 weeks for a full refund. 

I □ Book—$10.95 

| □ Cassette Tapes—$49.95 

■ □SAVE $10. Bcok an I Cassette 

Tapes—$59.95 

Canadian Residents add $12.00 
I □ Visa □ Mastercard 

j Card No_ 

I Exp..- 

■ Signature- 

I Name_ 

■ Address_ 

! City- 

■ State-Zip- 


i 

I 

I 

i 

i 

i 

■ 
























BUSINESS OPPORTUNITIES 


February 1983 



LOOK YOUR BEST! 


Consult clients with weight loss 
in conjunction with an inch reduction 

BODYWRAP 

Package includes training camera, 
ready ads, high profits, 
protected territory, 
and much more. 




DOUTIQUE 

A 

Prestigious 
Beauty Care 
Franchise 

Inquire 

Send Name, Address, 
and Phone No. to 

1840 Deer Creek Road 
Monument, CO 80132 
(303) 488-3069 


(K-Cruza) 


YOU CAN'T BEAT THIS OPPORTUNITY 
YOUR CUSTOMER SAVES 90% ON FILM 
YOU CAN EARN S4.000-S20.000 TO START! 


UNBEATABLE KODAK COLOR PRINT AND 
SLIDE FILM MARKETING PLAN) 

You sell film at 30C a roll for 100 rolls You also hire, 
train, and organize others to sell Coupon book 
redeemable for film sells for $30 00 and is valued at 
over $300 00 YOUR PROFIT IS UP TO $28.00 PER 
SALE 1 Customers also receiv# up to 35% off the price 
of processing Your Mtoe people should average one 
(1) or more sales oar hour Odeai for phone room or 
direct salts.) 

Start small and grow BIG or start BIG AND GROW 
BIGGER* Start showing a profit your first full week* 

Smaller book for 20 Coupons sells for $10 00 and is 
valued at over $60 00 ideal for fund raising or givea¬ 
way premiums• S- nd $1000 for both Sample Books 
and complete marketing programs 

Join the oldest and largest in the field. CALL 
TODAY and START making Big, Big, I mean Really 
Big Money! 

FOR FAST ACTION 
CALL KEN WRIGHT 
714/971-9188 

NATIONAL PHOTO 
ASSOCIATION 

12344 Harbor Blvd., Garden Grove, CA 92640 


HEALTHY AIR 

can lead to a 

HEALTHY 
BANK ACCOUNT 



IG-700 World's most 
powerfull room ionizer I 

INDOOR AIR POLLUTION is becoming a national 
health hazard. Tobacco smoke, dust, animal odors, pol 
len and airborne bacteria and viruses pollute the indoor 
air we breathe ana destroy beneficial negative air ions 

In a natural setting like at the ocean, by a waterfall, or 
after a rainstorm, the air is fresh and clean because it is 
highly charged with negative ions. 

The ZESTRON IG-700 recreates this natural pheno 
menon indoors by flooding offices and homes with tril¬ 
lions of negative ions, ridding the air of harmful pollu 
tants. leaving clean, fresh smelling air. 

THE NEED AND DEMAND FOR THIS PRODUCT IS 
HIGH. National TV, radio and newspapers frequently 
editorialize on the many benefits of negtive ion gener 
ators. It s a product everyone can use in every room of 
their home or office. It works so well that customer 
reorders and referrals are common AND ZESTRON 
MAKES IT EASY FOR YOU TO CASH IN ON THIS 
DEMAND 

WITH A ZESTRON DEALERSHIP YOU RECEIVE: 

• DOUBLE YOUR MONEY STARTER PACKAGE 

• 45 DAY BUY BACK GUARANTEE on your first order 

• TRAINING MANUAL complete with target markets 
and sales presentations 

• FULL SUPPORT from our highly trained account 
executives 

• DRAMATIC SMOKE DEMONSTRATION KIT 
Makes tobacco smoke disappear in seconds before 
your customers eyes 

• SALES AIDS including brochures, magazine arti¬ 
cle reprints and comparison chart with other air 
cleaners 

• POINT OF PURCHASE DISPLAY MATERIAL for 
fairs, consumer shows and stores 

• FREE REMOTE ION DETECTOR with each unit 

• THE MOST OUTSTANDING VALUE AND PER 
FORMANCE in electronic air cleaners 

THIS IS YOUR CHANCE 
TO DRAMATICALLY INCREASE YOUR 
INCOME AT NO FINANCIAL RISK. 
FOR FREE DEALERSHIP INFORMATION 
Call toll free (800) 372-1200 
In California (408) 371-1200 


OR WRITE: ZESTRON, INC. Dept S2 
667 McGlincey Lane 
Campbell, CA 95008 

□ Please send dealership information 


Name- 


Address- 
City- 


State 


-Zip- 


Area Code_ 


-Phone Number. 


INTERESTED 

IN 


INTERESTED IN HAVING YOUR 
OWN BUSINESS? 

IF YOU ARE, THEN 
SPORT-ABOUT IS YOUR 
DREAM COME TRUE. 

Sport-About has developed an international organization 
that has helped over 1000 people, like yourself, realize 
their dreams in the profitable Sporting goods industry. We 
are looking for quality people to join the team, part-time as a 
professional sales agent or full-time in a retail store If you 
have been searching for an affordable flexible business 
opportunity in a growing industry, you owe it to yourself ro 
check out the Sport-About program. *5,000 required. 


FOR FREE INFORMATION CALL 
800-328-2502 

or write 

Sport About Dept. SU2 
Minneapolis, MN 55433 


EQUIPMENT 
RENTAL BUSINESS 
“GROWTH INDUSTRY” 
of the 80’s 


nation-wide 


GENERAL 

RENTAL 

CENTER 


No Franchise Fees! 

No Royalties! 

Be independent with your own 
business 


A complete “Turn-Key” package with 
training, exclusive area, accounting, 
site assistance, proven equipment, 
display fixtures, buy-back agreement, 
group insurance, and many other 
services. Average opening package 
cost $98,500 with $24,000 down. 

We are looking for individuals with 
the desire to be your own boss while 
enjoying all the advantages of own¬ 
ing your own business. ACT NOW! 


CALL OR WRITE FOR A BROCHURE. 


rwMon-wtde 

o 

GENERAL 

RENTAL 

1408 BRt. 725 S 2 

Dayton, OH 45459 
(513) 434-7883 

NAME 


ADDRESS 

CITY 

STATE ZIP 

PHONE 
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W. CLEMENT STONE 

Continued from page 9 


to man. He alone could save it from destruction/’ 

Will I remember Lincoln s example when I seek solace from 
situations that trouble me? 

• “I think the necessity of being READY increases .. . look to 
it.” 

Will I prepare myself for opportunity in my life and in my 
work so that I might take advantage of Lincoln s wisdom? 

• “A house divided against itself cannot stand.” 

Will I, in my family life, in business and, most importantly, 
as a citizen, remember those immortal words? 

• Without the assistance of that Divine Being who ever at¬ 
tended him [George Washington] 1 cannot succeed. With that 
assistance, I cannot fail. Trusting in Him, Who can go with me, 
and remain with you, and be everywhere for good, let us con¬ 
fidently hope that all will yet be well.” 

Will I, like Lincoln, find courage in knowing that God is 
always a good God? 

Focusing on these thoughts can help us condition our minds 
for dealing with adversity. In future issues, I will deal with 
specific methods by which you can (1) lay the foundation now 
to build a fortune, (2) deal with many of the problems facing us 
as individuals and as a nation (such as unemployment, debt, and 
crime), and (3) prevent insolvency. □ 


A SPECIAL SERVICE FOR SUCCESS READERS 

With this service coupon, Success magazine offers readers infor¬ 
mation from companies on a wide variety of products, services, 
and opportunities. To receive literature, simply check the box next 
to the advertiser you are interested in. Then fill in your name, ad¬ 
dress, phone number, and mail. All information is free! 
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□ 3 CAM. Communications. 11 

□ 4 Dale Carnegie.1 

□ 5 Executive Development Systems 15 
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Name _ 

Address _ 

City, State, Zip 
Phone _ 


EARN EXTRA MONEY ... _ 

Step Up 
To Tidy Car.. 

“Helping people keep their cars longer is 
more important than ever before. And so are 
Tidy Car auto appearance services. If you 
qualify for our part-time program, you can 
use our exclusive processes to earn ‘ extra ’ 
money and realize your dreams for finan¬ 
cial freedom in a business of your own.” 

Gary Goran son 
President and Founder 


For Less 

Than $1,000 

These tough economic times demand that 
people keep their cars longer. You can help them 
do it with Tidy Car’s exclusive processes: 

• Paint Protection 

• Upholstery Protection 

• Interior Dry-Cleaning 

• Theft Protection 

•Appearance Accents 

.. .and More. 

Start part-time and build to 
full-time profits. 

Now is the time to make the move with this 
exciting, limited-time offer. Find out if you can 
qualify to join the worldwide team of Tidy Car 
entrepreneurs. Write or call today for our 
FREE brochure: 


Name 


Address 


City 


State 


ZIP 


Earl W. Farr 
V. P. Marketing 
Tidy Car Inc. 

3918 Broadway 
Cheektowaga, NY 14227 
(716) 685-4456 


iff 




* 

World's Leading Auto Appearance Specialists 
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MAKE MONEY - 1 

Millions of tires have damaged or mis-matched white- 
walls. They can earn you big profits with our equipment 
and you can start a business beautifying tires. You 
charge $5.00 per stripe per tire, which can mean $20.00 
or more for a set of four tires. An average set of tires 
takes only 20 minutes. You can easily average 10 cars a 
day, at $18.60 profit each, for a big $186.00 daily profit. 

NO FRANCHISE FEES, ROYALTIES, OR OVERHEAD. 

TAX BENEFITS. NO EXPERIENCE NEEDED. We 
provide an expense paid trip (up to $300.00) to Dallas, 
Texas for full training and you can become an 
Authorized Tire Customizing Specialist or Distributor in 
a very short time. 

Part-Time $175.00 

“This is what I made in only four hours!" 

Part-Time Operator, Arkansas 
Full-Time $1,000.00 

“This is what i made in one week, after only 20 weeks 
in business. It sure renewed my faith in the Free Enter¬ 
prise System" -Full-Time Operator, Texas 



SU283 GLOBAL MARKETING 

P.O. Box 202061, Dallas, Tx. 75220, (214) 358-0956 
□ Enclosed is $1.00 (for postage). Please rush me the 
complete information package. 

Name __ 

Address _ 

Phone No. _ 

(No information sent without phone number) 

City _ State _ Zip _ 


FORECLOSURE 
RATE RISES! 


THE LEADING FORECLOSURE EXPERTS IN 
THE COUNTRY can show you how you may 
immediately profit from the high numbers of 
real estate foreclosures in your city. You do 
not have to have prior experience or a back¬ 
ground in real estate to use these safe, 
honest, and proven techniques. This informa¬ 
tion can be worth thousands of dollars to you. 
These revolutionary techniques have pre¬ 
viously only been available to a select few. 

YOU CAN START WITH NO CAPITAL 

Foreclosures are a fact of life—someone will 
profit and it might as well be you. Men and 
women all over the country are making as¬ 
tounding profits in this field with no capital in¬ 
vestment. On larger transactions you may 
need financial backing. Find out how money 
can be made available to you for your trans¬ 
actions with no interest charge. A very unique 
program that enables you to never miss a 
deal again because of lack of capital. 

This information is only avai lable because we 
need representatives in all areas of the coun¬ 
try. No cash is required and there is no obliga¬ 
tion. Send today for FREE information and 
booklet explaining how you can cash in on 
the only bargains left in a rising real estate 
market. 


HORIZON 

FINANCIAL CORPORATION 



2511 N.E. 48th St., Dept. D9 
Pompano Beach, 

Florida33064 ©HFC1980 



Are You Looking 
For A Unique 
Money-Making 
Opportunity? 

SEE FOR YOURSELF 

1) You set your own hours — YOU’RE THE 
BOSS. 

2) You have no costs — those normally 
associated with other businesses. 

3) You make no investment in inventory — 
“sales Kits” or “supplies.” 

4) You have complete autonomy — 
freedom of movement ancf flexibility in 
line with your present work and lifestyle. 

5) You have no expensive TRAVEL or ad¬ 
ministrative “duties.” 

6) You have a NATIONAL EXCLUSIVE on a 
unique product that everyone needs. De¬ 
mand for your product is skyrocketing 
as America becomes more and more 
conscious of mobility. 

7) You have a $2,000 Cash Bonus incentive 
program. 

8) You have a proven sales program 
that you can master in just a few min¬ 
utes — NO PREVIOUS EXPERIENCE 
NECESSARY. 

9) You use one of the secrets of the big 
money makers. You “Multiply Yourself” 
by having others work for you. 

10) YOU START MAKING MONEY RIGHT 
AWAY. _ 


How do you do this? Millions of young 
Americans today are seeking em¬ 
ployment — but can't find it. You provide 
them with employment! Literally, put 
hundreds of some of the best salesmen 
in this country out working for you 
and EARN AN UNLIMITED INCOME 
FROM THEIR EFFORTS . . . while help¬ 
ing them! 



NAME 


ADDRESS_ 

CITY _ 

STATE_ ZIP 


It’s here at last! 

CASH DISCOUNT CARD 
SAVES CUSTOMERS 20% FOR USING CASH 
YOU EARN $29 OF CARD HOLDER S 
$30 RENEWABLE ANNUAL FEE! 

EARN UP TO $150,000 YOUR FIRST YEAR! 


Everybody loves sales and bargains! That's why thousands in your 
area are ready prospects tor CASH DISCOUNT CARD OF AMERICA! 

We provide a 20% discount on merchandise purchased trom 
participating store members. Card holders pay a $30 annual re¬ 
newable fee. YOUR PROFIT ON EVERY SALE: $29 EVERY YEAR! 


F 


CASH DISCOUNT CARD OF AMERICA 

* 

$ 


Make big profits on merchants, too! 


Merchants profit because these thousands of card holders flock to 
their shops Each merchant pays $75 for a life-time membership 
YOUR PROFIT: $74 A SALE! We provide all printing and training 
manuals. Send $10 now for literature A marketing plans refun¬ 
dable with order 

FOR FAST ACTION, CALL MR. KELLY: 714-971-9188 

IN EASTERN TIME ZONE CALL: 203-443-6677 

CASH DISCOUNT CARD OF AMERICA 
12344 Harbor Blvd. Garden Grove, CA 92640 


JOIN THE HURLEY TEAM! 
HURLEY WATER SYSTEM 
IS #1! 



The U.S. Environmental Protection Agency recently released 
an important report on home drinking water treatment 
devices. Their studies revealed that the HURLEY WATER 
SYSTEM surpasses all faucet-mount, pour-through, and sta¬ 
tionary units tested for filtering effectiveness! Not even 
silverized units can top the performance of Hurley! 

Multi-Level Sales Opportunity. No wonder the Hurley 
sells so fast! Tested and easily shown to be effective through 
a fantastic demonstration in the home. Thousands now in use. 
Attractive new. 1983 model with flow control. Weighs just 5 
pounds. Portable; easy to carry on trips. No filter replace¬ 
ments. No electricity. Not even plumbing! 

You Can Earn From $3,000 to $5,000 Monthly as a 

Hurley sponsor. Have others sell for you. There is such a 
growing demand for pure water these days; millions even buy 
bottled water rather than take chances with their tap water. . 
It’s easy to remove impurities such as chlorine, carcinogens, 
and other pollutants the Hurley way! Lab. Approved U.S. Gov. 
E.P.A. EST. 39093-1L-1. Write Hurley, a name known since j 
1910 in appliances. (312)448-7242. 

HURLEY CHICAGO CO., INC. 

Dept. SU2-83, 7011 W. 111th St. 

Worth, Illinois 60482 
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YOUR FIRST SALE WILL PROVE IT! 


The Big Ones 
Come Fast with 

Seamless Spray 

ENERGY 

SAVERS! 

Through a series of circumstances created by infla¬ 
tion, I can now offer one of the most unusual op¬ 
portunities in the history of direct selling. And best 
of all, you need no specialized experience to handle 
it. Absolutely none whatsoever! 

If you’ve done any selling at all you know you 
can't make it anymore selling nickel and dime 
items. You can’t afford to bust a gut selling a half 
dozen orders a day and wind up making $25 to 
$30. You need a necessity that everybody needs — 
that's quickly and easily sold because it solves 
problems born out of the inflation. 

We call our process SEAM¬ 
LESS SPRAY It fills a vacuum 
created by the soaring price of 
new roofs. Roofs everywhere are 
leaking —in desperate need of 
repair Using our Seamless Spray 
Equipment, factories, plants, 
shopping centers, schools, hospi¬ 
tals, apartment complexes use 
their own maintenance people to 
renew, waterproof, insulate these 
roofs at a cost of less than 12 
cents per square foot. They save 
money ; save energy, too. We loan 
equipment absolutely free On the average Seamless 
Spray order you make over $1,000 You need abso¬ 
lutely no experience in our business Our program is 
organized step by step for easy, successful use whether 
you sell General Motors (they are Seamless Spray us¬ 
ers) or the corner garage 

When I tell you, PACE saved one school $28,400 
with Seamless Spray roof renewal, you'll under¬ 
stand how fast you eliminate sales resistance. Your 
market is pre-sold. Roof contractors with their ex¬ 
orbitant prices hand you the business on a silver 
platter. 

Give PACE as little as 8 hours a week — that’s all 
we ask. Once you start making $1 000 and more on 
one Seamless Spray order, then you’ll consider full 
time PACING. In addition to Seamless Spray you’ll also 
get our Siliconized PARK KING Blacktop Sealer — 
our Liquid Metallic Siding, another Energy Saver that 
gives winter and summer insulation and a complete 
line of highly specialized Labor-Saving One-Coaters 
designed to save big money on all kinds of building 
maintenance. Each meets the BIG SELL concept, 
where you can make a Big Paycheck every day you 
make calls with Pace 




PRODUCTS, INC. 

81st and Indiana 
Kansas City, Mo. 64132 


INTERNATIONAL INQUIRIES INVITED! We sell Pace in more than 
60 countries Interested in joining oui successful team? Tell us about your busi¬ 
ness background. Pace Products, International, 8900 Indian Creek Parkway, P.O. 
Box 12081 Overland Park. Kansas 66212 TWX 910/749/6628 Pace, Inti. 



Average school 
Seamless Spray 
pays over $1,000. 
This sale to a shopping 
center paid $2,687.66. 



I hope you'll mail the cou¬ 
pon today, so we can rush 
everything you need to get 
you off to a great, fast, 
big selling start. You'll like 
all the help we give you! 



Dick Rogers, President 


PACE PRODUCTS, INC., Dept. SU-283 
81st and Indiana 
Kansas City, Mo. 64132 

I'd like to try your BIG SELL, Mr. Rogers. 
Please rush all this exciting information 
free by mail, without obligation. No one 
is to call on me. 

Name_ _ _ 

Address_ 

City__ 

State_Zi p_ 
















Personal Growth Program 

The Most Complete Motivational Course Available Today! 


ZIG SEZ: “When you hear, you forget. When you see 
and hear, you remember. But when you see, hear and 

do, you understand and succeed!” 


See You At The Top ^ /"VjJ 

• Over 1,000,000 in print I r 

• Acclaimed as best-seller I 

by two major national 3 

booksellers 1 ^ 

• The “How To” book that gives you a “check 
up” from the “neck up” to eliminate “stinkin’ 
thinkin” and avoid “hardening of the atti¬ 
tudes.” 


HEAR 


How To Stay Motivated A-l I 

jP 

• Over 12 hours on 8 cas- JBM 
sette tapes 

• Recorded live in front of 
motivated audiences 

• The cassette program that has positively 
impacted thousands all over the world! 


ONLY 

$8995 


mJ m m m with 

The Goal Planner 

• Organize your goals on 
paper 

• Holds you accountable 
on a daily basis 

• Shows the 7 steps that 
guarantee your goals 

achievement! 


YES, Zig - 1 want to be Successful! 

Please ship me PERSONAL GROWTH PROGRAMS (S ) $89 95 (HTSM) $ ■ 

8G | 

□ Check here if you’d like to receive a 
brochure listing our complete line of 
motivational and training products. You 
will also get, free of charge, our periodic 
newsletter. 

No purchase necessary 

Texas Residents >■*, 

ArM Raloc Tax $ ■ 

Postage & Handling - 

Add 4% of Total Order || 

($? nn Minimum) $ _ 

Total $ 

Ship tn 


Street . 


Address 


Citv State 7in » 

□ Check Enclosed □ Charge to my: □ 

1 VISA □ M/C □ American Express £ 

Hard # 

Fxp Date ? 

Your 

Phone A/C ( ) % 

Signature 

# ■ 


Make checks payable to and mail orders to: (or call Toll Free No. Below) 

The Zig Ziglar Corporation • 13642 Omega • Dallas, TX 75234 • 214-233-9191 


CREDIT CARD USERS MAY CALL TOLL FREE 1-800-527-0102 (Texas Residents Call 1-214-233-9191) 


























































YOURS FREE—My Gift To You! 

u * 

The Treasure of Alan Shauln Fein stein! 


Have you ever hoped to be really rich 
some day? To get the kind of money you’ve 
always dreamed of — without killing your¬ 
self or spending long hours learning some¬ 
thing new or complicated? 

Something you could start Right Away. 
From your own home or office . . . Wher¬ 
ever you are . . . 

Then read this . . . 

My name is Alan Shawn Feinstein. I 
write a syndicated financial column for 
newspapers throughout the world. 

For over a decade I’ve been examining 
all kinds of so-called opportunities. So 
many sound so good. But so often turn out 
to be worth little or nothing . . . 

Then, recently, two men and a woman 
from overseas came to my office. 

One of the men said he had read my col¬ 
umn in a newspaper in Egypt. 

The other man smiled. He reached into 
his valise . . . 

“I have something I’d like you to see”, 
he said. 

What he brought out was to change my 
life. A discovery that opened the door to a 
money-making opportunity better than 
ANYTHING I had ever seen . . . 

Free For You 

I’ve prepared a special report about this 
Discovery which I’ll send you — no cost, 
no obligation whatsoever. So you can see 
the value of this for yourself. Yes, Abso¬ 
lutely Free . . . 

• If you want to make money without 
training or hard work — see this! 

• If you want to make money without 
any investment — see this! 

• If you want to secure your financial fu¬ 
ture — like nothing else I’ve ever 
found — see this for yourself! 

Why can this be so valuable to you? . . . 

Here’s why: 

1) No skills or training needed to make 
money from it. That’s right. You can start 
profiting from this almost effortlessly. 
Whatever you now do. Wherever you are. 

2) You can start making money from this 
Discovery Right Away. Even the best op¬ 
portunities usually take weeks or months 
before you can start making any money 
from them. Not this. 

3) This will enrich your life as well as your 
pocketbook. This is more than just an easy 
way to make money. It is something you 
can be proud of. Other people will respect 
you for this too. 

No Cost Ever 

This report is yours Absolutely Free. 
That’s right — no cost, no obligation. Now 



or ever ... I want you to see this without it 
costing you a penny. 

But, that’s not all. This report will not 
only show you WHY this Discovery is so 
valuable, but why our advice is regarded so 
highly. How so many people have profited 
from it. 

Yes, you’ll see that, too, with this report. 
Showing how YOU can start profiting from 
this new discovery right away. No matter 
where you are. No matter what you now 
do . . . 

Why would I send this to you absolutely 
free? So you can see for yourself — without 
risking a penny — how valuable our discov¬ 
eries are. How valuable THIS ONE can be 
to you . . . 


unlocking the door to a great new future 
for you. A way to make money NO ONE 
has ever been able to offer you before. 

For 15 years I’ve been writing my finan¬ 
cial column. Examining hundreds of mon¬ 
ey-making opportunities. 

I’m older now — wiser . . . When I ex¬ 
amine opportunities now I’ve learned ex¬ 
actly what to look for — to quickly unmask 
their REAL value . . . 

I’ve found that most important in ANY 
opportunity is how easily and quickly peo¬ 
ple can profit from it. THAT’S THE KEY. 
And THAT’S what makes THIS so valu¬ 
able ... A once-in-a-lifetime opportunity 
that can bring you the future you always 
wanted. 


See For Yourself 

There are dozens of books and reports 
you can buy showing you ways to make 
money. But, before you spend a penny, 
you owe it to yourself to SEE THIS — This 
Special FREE Report. I think it will 
change your life. 

Get it today. 

It could be the most valuable report you 
will ever see. 

The coupon below will bring it to you. 

Sincerely yours, 


Better Than Gold 

No one can make any guarantees of the 
future. But I can tell you this: No matter 
where you are, no matter what you now do, 
I think you’re about to find this .Discovery 



Alan Shawn Feinstein 
Alhambra Circle 
Cranston, R.I. 02905 


Important! Want PROOF of the value of this Discovery? There’s someone right in your own neighborhood 
who can give it to you. Yes, right where you live. 

Have you ever heard of anything like this before? 

A reference you can call right in your own home town . . . 

You’ll read about it in this Report. 

Don’t miss this. Send in your Coupon below today. 


..YOUR FREE COUPON.-i 

i Alan Shawn Feinstein Associates, Dept. SOllA, Alhambra Circle, Cranston, RI 02905 i 

l Please rush your FREE Report on this new money-making Discovery and how I can contact someone right in I 
| my own hometown who can prove the value of this to me immediately. 

I I understand there is no cost or obligation to me whatsoever. 

I (Please type or print dearly) SU1A | 

I Name___ I 

I Street___ 

J City_State_Zip_ J 

- .J 

Alan Shawn Feinstein’s financial column. The Treasure Chest, is syndicated in newspapers in Europe, Africa and Asia as well as 
throughout the U.S. He is listed in “Who’s Who in the East” and “International Men of Achievement.” His advice is among the 
most highly regarded in the country. 



















success STORY 



Facing the horns of a dilemma, Frank FI art rescued his wildlife park from extinction. 


BREEDING SUCCESS 

by Darrell E. Ward 

I f you think your office is a zoo, con¬ 
sider for a moment the case of 
Frank R. Hart. Hart, a 59-year-old entre¬ 
preneur, conducts business at World 
Wildlife Safari, a 600-acre drive- 
through animal preserve near the rural 
community of Salem, Oregon. 

As visitors to World Wildlife Safari 
observe, the preserve serves as home to 
an impressive collection of free- 
roaming lions, tigers, elephants, zebras, 
and other animals from Africa, Asia, 
South America, and Australia. Less ob¬ 
vious, perhaps, is its role in the 
breeding, preservation, and study of 
the world s endangered species. 

Saving endangered animals from ex¬ 
tinction is a task Hart considers of para¬ 
mount importance. And it was that mis¬ 
sion that led him to quit his comfortable 
corporate job and take his chances in 
the wild, uncharted world of entrepre¬ 
neurship. 

At stake were the security and 
lifestyle he and his family had grown ac¬ 
customed to during his 10 years as 
president and a major stockholder of 
Walker and Lee, a large southern- 
California real-estate and development 
firm. Hart had devoted a total of 26 
years to Walker and Lee, and he had 
been the motivating force behind the 
company’s decision to build the $2 
million Wildlife Safari as a subsidiary. 

When the park opened its green 
chain-link gates in the summer of 1973, 
it proved popular immediately. Visitors 
driving through the various sections of 
the park enjoyed the feeling of actually 
exploring Asian grasslands and African 
hillsides. 

Then, only weeks after the park’s 
opening, tourist traffic screeched to a 
halt. 

“It’s hard now to recall the shock 
waves of the Arab oil embargo,’’ Hart 
says. “The Safari lost money at such a 
pace that it had a real detrimental effect 
on the parent company.’’ Walker and 
Lee wanted out. 

Convinced that it would be wrong to 

Darrell E. Ward is a freelance writer based 
in Seal Rock, Oregon. 


let the park fail, Hart first conferred 
with his family, then bargained his in¬ 
terest in Walker and Lee for ownership 
of the park. In January 1975, he took 
over. 

Why did he trade his secure partici¬ 
pation in the good life for a sinking 
Noah’s Ark? “It may be genetic,’’ he 
replies with a smile. “I had several 
uncles who did crazy things.’’ 

Actually, Hart had always envisioned 
himself as pursuing two careers: “The 
first,’’ he says, “to achieve financial suc¬ 
cess; the second, to use that money for 
making some kind of contribution.’’ 
Wildlife Safari—and the animals it 
could help save from extinction— 
would be that contribution. 

Much of Hart ’s motivation for having 
the park built developed during the 
course of 13 trips to Africa and one to 
Asia, beginning in 1963. “I first went to 
hunt, for the adventure,’’ he says, 
“more in the Hemingway mode. But by 
the early ’70s, I became alarmed by the 
way the game was disappearing to 
poaching and to the awesome power of 
famines and droughts.’’ 

The emergence of parks like Wildlife 
Safari, where animals were uncaged 
and could behave in more natural man¬ 
ner, seemed to hold promise for easing 
this trend. “I could also see,’’ Hart says, 
“that managing such a park was some¬ 
thing that would have to be learned.’’ 

His learning began the moment he 
took control of the preserve in 1975. 


To keep his ark afloat during the 
following three years, he personally 
loaned the park $ 300,000 and drew no 
salary. 

Since 1978, the situation at the park 
has improved. “It hasn’t made money,’’ 
Hart explains, “but it hasn’t lost money, 
either. I’d say that is a greater achieve¬ 
ment than making the big bucks I made 
with Walker and Lee.’’ 

In December 1980, Wildlife Safari 
became a nonprofit preserve operated 
by the Safari Game Search Foundation, 
of which Hart is president. Its 
accomplishments include building an¬ 
nual visitor attendance to more than 
150,000, instituting educational pro¬ 
grams for park employees as well as 
schoolchildren, and winning in¬ 
ternational recognition for breeding en¬ 
dangered species. Its cheetah-breeding 
program, with 60 cubs born in 15 lit¬ 
ters, is the third most successful in the 
world. 

In addition to all this, Safari has ties 
with two universities; through them, it 
is conducting research in veterinary 
medicine, wildlife biology, and pathol¬ 
ogy. It also has an active program for 
rehabilitating injured native wildlife. 

“It’s not your typical success story— 
how I went from a shoe salesman to a 
multimillionaire,’’ Hart says. “My goals 
changed. I certainly have nothing 
against the goals I had before, but I 
welcomed the chance to achieve a dif¬ 
ferent kind of accomplishment. ” □ 
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BUSINESS OPPORTUNITIES 


February 1983 


LEADS! 

LEADS! LEADS! 

COMPUTERIZED 
TELE-MARKETING SYSTEM 
MAKES 500 CALLS PER DAY! 

Average user gets 1 to 3 leads per hour for in¬ 
surance, real estate, multi-level direct sales, 
health clubs, political, etc. 

• Field Tested 

• Most complete and durable 

• Dials up to 1,200 numbers automatically 
(also has operator assisted mode) 

• Digital clocks—set and forget— 
operate from 9 am to 9 pm 

• 1 Year Guarantee 

• Free scripts and tapes 

• Immediate delivery 

• Lowest price for comparable quality 

• IT does the prospecting—YOU do the selling! 

Call: 

George or Jean Douglass, 
or Dick Hathaway 

317/896-5531 

Or Write: 

C0MTEL BROADCASTING CORPORATION 
19348 Flippen Road., Westfield, IN 46074 

(SAME LOCATION FOR 18 YEARS) 


IT’S HERE AT LAST!!! 


t % *^° ^ 


Records & 
Cassettes at 

ONLY $1.00! 

★ SALES 
ORGANIZERS^ 





Ideal for phone 

room, door-to-door, fund raising, 
premiums & multi-level. $1000 to 
$4000 per week to start. All records 
that are sold in stores are available. 
RCA, Capital. Warner, Columbia, 
etc. All current releases are available 
with this program. Our coupon 
book retails $30. Your Profit - 
$28. Mfrs. list over $250. Our 
program sells very well because of 
its simplicity. The customers purchase 
one record at the retail price. The 
second selection comes with no 
charge with a coupon. The reason 
we sell records below cost is to 
introduce the consumer to our record 
and cassette service. Send $10 for 
sample coupon book and marketing 
procedures which is refundable with 
your order, to GLOBAL RECORDS 
12344 Harbor Blvd., Garden 
Grove, CA 92640 or Call Mr. Hart 
at 714/971-9188. Act TODAY to 




300% PROFIT 


PROVIDE A DESPERATELY 
NEEDED SERVICE! 

Computerized Scholarship Matching Service 

Your Investment 

Only $495. Complete! 


Own your own prestigious Scholarship 
Matching Computer-Assisted Service. 
Built-in and brand new market every 
year that desperately needs this service 
since over 135 million dollars of finan¬ 
cial aid goes unused every year. Ser¬ 
vice is GUARANTEED to find qualified 
scholarships! 

PART TIME/FULL TIME-HUSBAND/WIFE 

Service may be provided by mail - no 
direct selling or experience necessary. 
We guide you step by step. 

PARENTS AND STUDENTS SEEK YOU OUT' 

* FREE BROCHURE 
CALL TOLL-FREE ANYTIME 
Nationwide 800-257-5858 

ACADEMIC GUIDANCE SERVICES 

230 Winding Way, 1st Floor, Dept. 2 
Marlton, New Jersey 08053 

609-983-3737 


RACQUETHAUSE 


MINI RACQUETBALL FITNESS CENTER 



Completely custom designed with: 

• Two Championship Courts 

• Viewing Windows 

• Locker Rooms/Showers 

• Reception Area/Pro Shop 

• Nautilus Exercise Area 

• Ready For Play In 6 Weeks 

• Minimum Investment $10,000 

• 5 Yr. Depreciation Tax Benefits 

10-year Financing Available 
At 1 pt. Below Prime 

For a complete info pack, send $5 to: 


RETURNS INVESTMENT 
IN 12 MONTHS 
PLUS 5-FIGURE PROFITS! 

Module Mobile, Inc. 

Suite 210 Tower Place Atlanta, Ga. 30326 
3340 Peachtree Rd. N.E. Phone: (404) 237-5221 



3 teenagers 

can earn you 

$1,000/week! 


Our area distributors are pro¬ 
fiting by the recession . . . It’s 
earning them flsts-full of 
spare-time cash! 

Thousands of malls, dept, stores, 
specialty stores and super¬ 
markets currently welcome our 
dynamic product demonstration sales with wide 
open arms. Frankly, because most retailers 
desperately need the extra income. You earn im¬ 
mediate cash by filling that need for as many 
recession-plagued, local stores as you can han¬ 
dle! Net up to $1,000.00 or more in a weekend! 
Part-time teenagers do the “work” on commis¬ 
sion. You only supervise. Free, in-depth manuals 
cover every detail. 

• 'THIS REALLY WORKS! My first two days earned 
$1,700.00. My brother in N.C. deared $5,428.00 his 

first month!" —Greg Thompson, Marshall, Mo. 

• "One week I netted $6,500.00!!" 

— Dale Campbell, Fridley, Minn. 

• "... $1,200.00 profit the first weekend!" 

—Bob Langhor, Brighton, Mich. 
Our “hottest” demonstration product earns you 
up to 205% profit, retails for only $6.95 and 
sells in enormous volume! 

Send just $1.00 for our “OPPORTUNITY 
PACK”: 


% Cheryl Honsinger, Inquiry Service Dept, 

J & R SUNSHINE AND 
J & R I CHEER CO., LTD. 

*J-I, J&R Plaza, 
Bridgewater, Iowa 50837 



RIGHT NOW 
THOUSANDS 
OF NEW 
MILLIONNAIRES 
HAVE JUST BEGUN 
THEIR JOURNEY 
TO $UCCE$$! 


R.A.C. HAS STARTED 
SCORES OF INDIVIDUALS 
LIKE YOURSELF 
ON THIS JOURNEY. 


WITH R.A.C. YOU HAVE: 

• UNLIMITED PROFIT POTENTIAL 

• EXTENSIVE TRAINING 

• NATIONAL SUPPORT/AFFILIATION 

• PRESTIGIOUS CLIENT LIST 

• NO FRANCHISE FEES 

• NO DISTRIBUTORSHIP FEES 


TAKE THE FIRST STEP . . . 

by sending in the coupon below. 


RESOURCE ASSOCIATES CORP. 

DEPT. 2000, 522 COURT ST., READING, PA 19601 

Please send me information on how R.A.C. can help me 
begin my journey to success. 


ADDRESS 
CITY_ 


DO IT NOW! 


All inquiries kept confidential. 
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Do you remember when 


grocery stores were mom-and-pop operated? 






You asked for a box of cereal, and they went and got it, and brought it back, and set it on 
the counter. Then came a revolution in marketing: supermarkets. You pick up your own 
cereal and take it to a cashier. Very efficient! Lowered the price of groceries—and, made 
supermarket owners wealthy. (But I missed out on that. Didn’t act when it was a new idea^ 


Jim Ridinger 
EMG Co-founder 


Do you remember when^N 


your burger was cooked after you ordered it?” 

You waited for a waitress to get to your table, take your order, and turn it in. You 
waited while the burger was cooked, and you waited until your waitress picked it up 
and brought it to you. Then came a revolution in marketing: franchised fast food 
restaurants. The menu is limited and the food is cooked before you order it. Very 
fast! Lowered the price of burgers—and, made fast-food restaurant owners wealthy. 
(But I missed out on that. Didn’t act when it was a new idea.) 



Terry Ridinger 
EMG Co-founder 



Do you remember when you got most of your 
products at the local store or through the mail? 


f t u ■ 

Carolyn Hutsen 
EMG Co-founder 



?” ) 


If you wanted something special, often you couldn’t get it—or you had to / 
drive a long way to find it. Then, in 1945, came a revolution in marketing: / 
multilevel marketing. You sponsor people, who sponsor people, who spon- / 
sor people—multiplying the effectiveness of your time and earning bonuses | 
on the multiple levels. Very profitable! Improved the quality of products to | 
customers, made money for distributors—and, made the multilevel mar- I 
keting company owners wealthy. (But I missed out on that. Didn’t act when J ag 


it was a new idea.) 



Now there’s a revolution in multilevel marketing!” 

Executive Marketing Group has combined the profitability and explosive growth of 
multilevel marketing with the cost savings of cooperative buying. A work of genius! 
Money will be made and saved—and, those who join EMG now will become very 
wealthy. (Don’t miss out this time! Act now—on this ground-floor, new idea.) 



Randy Hutser 
EMG Co-found 


“What is Executive Marketing Group (EMG) All About?” 


• EMG is an international organization of 

multilevel marketing representatives. 

• EMG has a research, development, 
and manufacturing company willing 
to pay 20% royalties on downlines 
qualifying at $2000 volume, rather 
than only 3 to 7% royalties on much 
higher volumes. 

• EMG has an international training sys¬ 
tem with market-plan presentations, 
product-and-business-building semi¬ 
nars, rallies, advanced training, mas¬ 
terminds, and regional and interna¬ 
tional conventions. The EMG calendar 
notifies members months in advance 
of these events. EMG training, along 
with the industry’s most advanced cas¬ 
sette tapes and other materials, enable 
you to rapidly duplicate the EMG suc¬ 
cess pattern, and to effectively spon¬ 
sor and train others—even at a dis¬ 
tance. 


• EMG has a success pattern un¬ 
matched in multilevel marketing. The 

co-founders have qualified 55 Direct- 
Purchasing Distributors. 

• EMG has just formed Worldwide 
Marketing Cooperative to bring to 
EMG members a catalog of products 
at truly wholesale prices. 

• EMG will soon announce computer- 
aided marketing— bringing yet an¬ 
other new concept to the marketplace. 

• EMG handles a broad line of high- 
quality products for men and women: 
a 15% car-mileage-improvement ac¬ 
cessory, and 3 other gas-saving prod¬ 
ucts; natural food supplements; a 
weight-loss plan that works; unique 
home-, personal-, and beauty-care 
products; commercial products for 
fire-fighting, oil-and-water well pro¬ 
duction and agricultural use; and 
more. 


You can believe what others tell you, oi 
you can get the facts directly—from the 
people who are rewriting the book or 
multilevel marketing. ©1982 emo 


Executive Marketing Group 

P.O. Box 65, Clayton, NJ 08312 

(609) 694-0382 - group 7 

O I am interested in saving money with your 
cooperative. 

D I may want to buy your 15% car-mileage- 
improvement accessory. 

O I am interested in your business oppor¬ 
tunity. (NO OBLIGATION) 

Name_ J 

Address_J 

City_State_ 

Zip_Phone ( ) _ 

SU-23 ; 





























CLASSIFIED FOR SUCCESS 


February 1983 


ADVERTISING 


RATES: $4.20 per word, $30 per line, or $210 per column inch. 
April issue closes February 1. Send copy and check to Suc¬ 
cess magazine, ATTN: Classified Dept., 401 N. Wabash Ave., 
Chicago, IL 60611. For additional information, call 
312-828-9500. 


Classified advertisements are accepted at the discretion of 
the publisher, advertiser assumes all legal responsibility. Suc¬ 
cess magazine does not necessarily endorse any product or 
service listed, nor does the publisher accept responsibility for 
any claims or statements of advertising appearing in this sec¬ 
tion. 


BUSINESS OPPORTUNITIES 


OPERATE YOUR OWN human-relations success groups. 
Free brochure. Pat, Box 2446-S, San Leandro, CA 94577. 


HOME-IMPORT MAIL-ORDER BUSINESS. Start without 
capital. Free Report. Mellinger, Dept. H1042, Woodland Hills, 
CA 91367. 


EARN $2000 PER MONTH offering leases and loans to physi¬ 
cians and dentists. Details free. Write: Professional Capital, 
Dept. SU, 10880 Wilshire Boulevard, Los Angeles, CA 90024. 


FREE! “Secrets of Multilevel Fortunes—How to Find/Spon¬ 
sor—Successful Distributors.” Recruiters, Box 2447, Dept. 
SX-283, Springfield, IL 62705. 


MULTI-LEVEL LEADERS 



BUILD YOUR DOWNLINE FAST . . . 

Reduce Turnover . . . Increase Profits . . Help Dis¬ 
tributors Succeed. Distribute GLI's full line of MLM 
Sponsoring, Training and Motivation Aids and 

watch your downline GROW Details FREE 
GROWTH AND LEADERSHIP INSTITUTE 

DEPT 23X • BOX 2447 

SPRINGFIELD.IL • 62705 • (217)529-3387 V 


CONSULTANTS NEEDED—Conduct popular professional- 
growth seminars PT/FT. Free information. Dynamic Develop¬ 
ment, P.O. Box 18, Media, PA 19063. 215-565-3860. 


YOU CAN MAKE MONEY 
WITH THE ARABS 


[ They have money to loan, buy, and invest in products, 
equipment, business ventures, real estate. One transac¬ 
tion can make you independent for the rest of your life. 
FREE REPORT. International Middle East Assoc., Dept. 

283SU2,8291 Flaxman Drive, Huntington Beach, CA 
92646. 714-964-1006. 


YOURS FREE! Get your free copies of Opportunity Magazine 
today without obligation. Make extra money 
... increase your savings and spending power... absolutely 
free! Write: Opportunity, Dept.914,6 N. Michigan, Chicago 
60602. 


Earn an Extra $15/100,000—Part Time 

WHY NOT! 

Excellent Line of Consumables Plus the All New 
MILEAGE MAKER® 

The Product whose Time Has Come 
15% GAS SAVINGS-GUARANTEED 
Ground-Floor Opportunity for Multilevel 
Field Managers With the Best-Paying Plan Anywhere 
20% ROYALTY/RETIREMENT-TYPE INCOME 
Eastern Marketing, 8 Azalea Road, Newark, DE 19711 
Or Call 302-731-7476 


A FREE “DYNAMIC OPTION PLAYS!” Recommendations, 
Box 2544(S), Farmington Hills, Ml 48018-0544. 


REAL-ESTATE FORECLOSURES: REPRESENTATIVES 
NEEDED FOR this profitable business. No cash required. 
Free information. Horizon Financial Corporation, Dept. 
D, 2474 N. Federal Highway, Pompano Beach, FL 33064. 


BORROW $25,000 “OVERNIGHT.” Any purpose. Keep in¬ 
definitely! Free Report! Success Research, Box 
19739-YN, Indianapolis, IN 46219. 


TAKE CATALOG ORDERS. We drop-ship best-selling 
specialty products. Lowest below wholesale prices. Im¬ 
mediate delivery. Spectacular home business opportuni¬ 
ty. FREE BOOK. SMC, 6061 De Soto Ave., Dept. 213-26, 
Woodland Hills, CA 91365. 



300% PROFIT 

Provide a Needed Servlcel 

Ybur Own Computerized Scholarship 
Matching Service | but we do all the work) 

Total Investment Only $495. 

Fed Cuts = 80 s Best Business 

• 1-800-257-5858 


SUPERCHARGED FUTURE! Lifetime Income. Details $1. 
WILK, 3SUC0183, Box 5049, Clearwater, FL 33518-5049. 


GET RICH WORKING AT HOME. FREE INFORMATION. KMF 
COMPANY, 100810th STREET #516-SC, SACRAMENTO, CA 
95814. 


$60,000 FIRST YEAR POTENTIAL 


Get in on the ground floor of the most timely industry to¬ 
day. A low-cost innovative development in energy con¬ 
servation for home and business. Complete training, no 
fees, modest equipment inventory required. 

Contact: Caribbean Technologies, Inc. 

P.O. Box 1108 
Brandon, FL 33511 
813-689-8053 


SPECTACULAR HOME BUSINESS OPPORTUNITY. 

Make 2 to 3 times your cost on hundreds of products. 
Send for free giant catalog. JDC Enterprises, P.O. Box 
80821, Baton Rouge, LA 70898. 


EXCALIBUR ONE 


Offering 10 MULTILEVEL sales programs featuring 
“PRODUCTS WHOSE TIME HAS COME.” Your choice 
of programs and products. No required inventory, pros¬ 
pecting, no soap, etc. Catalog $2 refundable upon first 
order. Excalibur One, 6333 Pacific Ave., Suite 180, 
Stockton, CA 95207. 


MULTILEVEL SUCCESS CAN BE YOURS. Free infor¬ 
mative booklet. Layton, Box 205, Cuba, NY 14727. 


YOU CAN MAKE $90,000 in 90 days!!! Men/Women - Part¬ 
time/Full-time. FREE information—SASE Target, 901-S 
Picaacho Dr., La Habra Hgts., CA 90631. 


MAKE MONEY—Own Business—Sell Rubber Stamps. 
NO INVESTMENT, Ty-Mark Industries, P.O. Box 198, Van 
Nuys, CA 91408. 


PUBLISH WOMAN’S DIRECTORY in your city for profit. 
We did it. So can you. WomanTime ™ , P.O. Box 99324, 
Louisville, KY 40299, 502-245-7341. 


CREATIVE MIND POWER. Financial—Personal Success 
now! Eagle, 24911 Spadra, Mission Viejo, CA 92691. 


ff&FILM 30C „£ 


$1000 TO $4000 PER WEEK, REALISTIC! BE INDEPEN¬ 
DENT! Sell 100 roll coupon certificate to promote our 
processing Redeemable for fresh KODAK COLOR PRINT 
FILM Cert sells for $30 00 Your PROFIT as high as $29.50. 
No min. Invest., no franchise fee. FOR INFO. INCLUDING 
10 SAMPLE CERTS (to get started) mail $10.00 to Photo-Pro 
5405 Palm Ave Suite 1-B. Dept B, Sacramento, CA 95841 
For immed. info call J.J at 916-969-5157. Fund raising certs 
avail. We offer presentations in: Door-to-door, Phone room 
Fund Raising, Mail Order Ads, Etc., plus toll free If avail to 
Active Dist State & Local Dist Avail in US, Canada. England 



TAPES, BOOKS, AND CASSETTES 


SELF-HYPNOSIS CASSETTES, FREE CATALOG, MANY 
TITLES. APPLIED SUBLIMINALS—DEPT. U, BOX 135, 
CRESSKILL, NJ 07626. 


CASSETTES-BUY OR RENT-FREE CATALOG. 
Management, sales, motivation, languages, real 
estate, insurance, and more. TAPE RENTAL LIBRARY, 
INC., P.O. Drawer 107, Covesville, VA 22931. 
804-293-3705. 


CHARLIE “TREMENDOUS” JONES. Films, cassettes, 
and book power pack. Executive Books, Box 1044, Har¬ 
risburg, PA 17108. 717-763-1950. 


DEVELOP Success habits through motivational books 
and cassettes. Free catalog: Success Books, Box 134, 
Old Bethpage, NY 11804. 


+ 2500 “FAST-SELLERS.” FREE BROCHURES! 
ALLRIGHTPRO, BOX 91309-L2, CLEVELAND, OH 44101. 


FIRST NEW OFFERING! Distributorships—Electrical 
Protection/Energy Product. FREE details. MECI, P.O. Box 
628, Celina, OH 45822. 


SUCCEED with popular ERSP ™ Self-Program¬ 
ming/Sleep-Learning tapes. Send for FREE IL¬ 
LUSTRATED CATALOG. Advanced Systems—S7,13906 
Ventura, Sherman Oaks, CA 91423. 


CASSETTE RENTAL—Free information. New Horizons, 
P.O. Box 335, Cockeysville, MD 21030. 


ADVERTISE IN 30 DIFFERENT RURAL—Suburban 
Weekly Newspapers At Same Time. Only $24 total cost. 
500,000 Readers! ... 4 BEST “Opportunity Seeker” Mail¬ 
ing Lists. Names $25/thousand. BUDGET ADS & LISTS, 
P.O. Box 68-SU, Park Ridge, IL 60068. 


PUBLISH YOUR BOOK! Join our successful authors. 
Publicity, advertising, beautiful books. All subjects in¬ 
vited. Send for fact-filled booklet and free manuscript 
report. Carlton Press, Dept. SUB, 84 Fifth Avenue, New 
York, NY 10011. 


"INCOME MACHINE” that can generate income for you 
even while you are sleeping. Be first in your area. For free 
details: Castle Marketing, 3117 S. 192 #102, Seattle, WA 
98188. 


SUBLIMINAL AND HYPNOSIS TAPES, alluring female 
voice, new age music, free catalog. Inner Mind Concepts. 
6515 Highland Rd„ Suite 113, Pontiac, Ml 48054. 


ACHIEVERS: $1,000 WEEKLY COMMISSION 
POTENTIAL. PLACE 35 MM OR DISC 
CAMERAS WITH FAMILIES IN EXCHANGE 
FOR THEIR FUTURE FILM AND PROCESSING 
BUSINESS. WE PROVIDE COMPLETE PRESENTA¬ 
TION MATERIALS, LEAD SYSTEMS AND CONSUMER 
FINANCING WITHOUT CREDIT REJECT. STATE AND 
REGIONAL DISTRIBUTORSHIPS AVAILABLE!!! CALL 
NOWTO SECURE YOUR AREA: 1-716-889-2470, INTER¬ 
NATIONAL CENTURION FOTO, 51 ROBERT QUIGLEY 
DRIVE, SCOTTSVILLE, NY 14546. 


NEW! Former Wendy’s Hamburger President Announces 
exciting Multilevel Opportunity! $2, Action, Box 22726, 
Robbinsdale, MN 55422. 


MAILORDER OPPORTUNITY! Start profitable home 
business without experience or capital. Write for free 
book, plus details. No Obligation. Gil Turk, Dept. 602, 
Montvale, NJ 07645. 



* FREE * 


List of businesses for sale, both local and nationwide. Send 
name, address, and phone to: BUSINESS INVESTMENT 
GROUP OF AMERICA, 1519 Killearn Ctr. Blvd., Suite C, 
Tallahassee, FL 32308 or call 904-893-4904. 

* FREE * 


CASSETTES-OVER 150 TITLES—FREE CATALOG 
Motivation, Sales, Health, Sports, Family, and more. 
J.R. GOAL MIND, 1515 Ridge Ste. 343, Ypsilanti, Ml 48197 


ORGANIZE YOUR LIFE. 19-page report gives precise 
schedule. Fill each day with purpose and achievement. $6, 
Brookwood Publications, P.O. Box 806, E. Longmeadow, 
MA 01028. 


INSTANT SUCCESS! Astounding new breakthrough in 
developing human potential. Send today for details to: The 
Progressive Attitude Training Center, Dept. S, 727 East 21st 
Street, Baltimore, MD 21218. 



SUBLIMINAL 


“AUDIO TAPES” 

Positive self achievement eliminate weight, stress 
gain health confidence. Release ultimate subcon¬ 
scious abilities discover total control of your life 
Learn why this technique is gaining such extraordinary 
popularity over hypnosis. Free brochure & studies. 
MIDWEST RESEARCH. INC., 6515 Highland Rd . 
Suite 203- 5 . Pontiac 

Michigan 48054 Tha Most DynamU 

Salt Halp Program* * 
var Of farad!. 
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CLASSIFIED FOR SUCCESS 


February 1983 


“MILLION-DOLLAR CLOSE” closes ANY sale! Double or 
Triple your sales income! Free information, call 
1-800-458-3639 ext. 203-A: Super Salesman, Box 16390-A, 
Orlando, FL 32861. 


RECORDS—TAPES! Discounts to 73%; all labels; no pur¬ 
chase obligations; newsletters; discount dividend cer¬ 
tificates; 100% guarantees. Free details. Discount Music 
Club, 650 Main St., P.O. Box 2000, Dept. 51-0283, New 
Rochelle, NY 10801. 


HOW TO REPROGRAM YOUR SUBCONSCIOUS FAST... 
New... Secret Technique (Microshifting)... Free Booklet! 
Supergrowth, 1605-SC NE 7th, Gainesville, FL 32601. 


LIVE LONGER, RELAX—Control Stress, other problems. 
Cassettes—$8.95. Free list. Write: DIMI, Dept. DF, Box 
3363, Salem, OR 97302. 


OF INTEREST TO ALL 


800 800 800 

NATIONWIDE TOLL-FREE, 24-hour answering service 
and order desk. The BEST operators in the country will 
answer your “own” 800 number at a surprisingly low 
cost. For free consultation, call nationwide 800-227-1617. 
Or within California, 800-772-3545. Please ask for exten¬ 
sion 82. 


HOW TO SURVIVE WITHOUT A SALARY. Coping in to¬ 
day’s inflationary times by learning how to live the con- 
server lifestyle. 232-page book. $10.95. More details 25<p. 
Eden Press, 11623 Slater, Box 8410-SX, Fountain Valley, 
CA 92708. 


HAVE YOU asked yourself lately? Who am I? What is life 
all about? What’s my purpose in life? Come share my 
“Walden Pond” on Lake Cayuga in NY. In-depth counsel¬ 
ing, one-on-one, if desired. Call Muriel 813-388-1302; after 
April 1,315-549-2576. 


THE PROSPERITY STRING™—Your introduction to 
PROSPERITY THINKING and GOAL SETTING. Learn 
motivating, goal setting technique to start you toward 
PROSPERITY with SHOESTRING THERAPY™. Kit in¬ 
cludes rainbow PROSPERITY STRING™, gold-colored 
pot and instructions. $5.60 postpaid to Avenues 
Unlimited, Inc., Box 12586, Dept. S, Shawnee Mission, KS 
66212. 


CREATIVITY—INTELLIGENCE PROFILE. Professionally 
developed profile gives you your actual creative and in¬ 
telligence levels. 8 Steps to Greater Creativity by Dr. 
Thomas Yarnell included. $10, Human Dynamics, 711 
Washington Ave., Ocean Springs, MS 39564. 


NONRESIDENTIAL UNIVERSITY DEGREES 

Bachelors, Masters, Doctorates, for the 
accomplished individual. State-authorized, 
inexpensive, efficient. 

Richard L. Crews, M.D., President 

COLUMBIA PACIFIC UNIVERSITY 
1415 Third St., Suite 6302 • San Rafael, CA 94901 
Call Toll Free USA: 800-227-1617, ext. 480 
California Only: 800-772-3545, ext. 480 


ORDER BY MAIL 


YOUR PERSONAL MBA BADGE OF HONOR 
WEAR IT 



As an introduction at your next interview 
For professional contacts 
As a distinctive gift 


HANDLE YOUR OWN LEGAL AFFAIRS. Be a Paralegal. 
Accredited Attorney Instruction. Home Study. FREE 
CATALOG. Southern Career Institute, Drawer 23SC-2158, 
Boca Raton, FL 33427, 305-368-2522. 


Whether just beginning your degree program, about to 
graduate, or a crusty veteran of corporate infighting, your 
MBA Lapel Emblem will say you earned it in a quiet, distinc¬ 
tive way. 


NAPOLEON HILL knew them. Now you can receive 
secret teachings of Great Indian Masters too!!! FREE 
booklet. Write Secretary ABB, 1121 Rollingdell Ct., 
Cupertino, CA 95014. 


A DOCTORATE for the 
FULL TIME PROFESSIONAL 


Earn an approved doctorate without interrupting your career 
Prerequisites include advanced graduate work or the 
equivalent in Life Experience. For free catalog, write: 

WALDEN UNIVERSITY, dept EE 

607 Marquette Ave. #307, Minneapolis, MN 55402 
801 Anchor Rd Drive. Naples, FL 33940 


LOANS BY MAIL 


IMMEDIATE LOANS AND OUTRIGHT GRANTS to individuals 
refused elsewhere. No collateral, co-signers, interviews. 
98% accepted! Associates, Box98SU, Brooklyn, NY 11235. 


BORROW-FROM-HOME 

Any amount, any worthwhile purpose, within 30 days. Com¬ 
petitive Rates. Also, you can earn substantial income as a 
Money Agent. No experience—own hours. National Com¬ 
pany to assist every way possible. No Gimmicks! Free 
Details: DFC, Dept. 44-C-2,1145 Reservoir Ave., Cranston, Rl 
02920. 


BORROW $30,000 without interest! All eligible. Repay 
anytime. Free details! Infohouse, 533 Sutter, Suite 508-SC, 
San Francisco, CA 94102. 


BORROW $300-$30,000 Interest Free! Keep Indefinitely! 
Write: American, 1601 Main, Plainfield, IN 46168. 


BUY IT WHOLESALE 


CLOSEOUT JEWELRY, 55$ dozen. (Catalog, 25<t.) 
ROUSSELS, 107-1970 Dow, Arlington, MA 02174. 


Your individually die-cut Lapel Pin of white, gold, and royal 
blue will arrive in its own clear lucite box on a blue pad. We 
pay postage. 

Send $9.95 check or money order. 

TO: Schaefer Consultants 
Farm View Drive 
Guilford, CT 06437-3 


Beautifully detailed rearing unicorn 
from our solid brass collection 
(9V2” long). An ideal gift! $17.95 + 
$2.50 shipping charge. Visa, MC 
accepted. Immed. delivery. Free 
catalog with order. Catalog 
only—$2. JDC Ent., P.O. Box 
80821, Baton Rouge, LA 70898. For 
rush order phone 504-766-7980. 


BUSINESS SERVICES 


SAVE MONEY AND TAX-TIME HEADACHES 
With this unique and simple pre-printed file system, merely 
drop your receipts and expense records into the 
appropriately-titled evelopes and your bookkeeping items 
will be in order at tax time. This will save you time and tax 
preparation dollars. If you should ever be audited, your 
records are already in order. 

Whether for a household or a small business, this simple, 
effective system Is for you. It is especially helpful for multi¬ 
level pros. 

Small Business unit ($49.95) or Household unit ($29.95). 
Check, money order, VISA or MasterCard all accepted 
(cardholders please include card number, expiration date 
and signature). Send order to: BIGFOOT TAX SERVICE, 
INC., 1414 N. First Avenue, Stayton, OR 97383. Allow 46 
weeks for delivery. 

P.S. All tax deductible! 



EDUCATION & INSTRUCTION 


BECOME A 

DOCTOR OF NUTRIPATHY 


by correspondence. Applications now 
being accepted for our Bachelors, Masters, 
Doctor, and Ph.D. curriculums. Send $13 
(refundable) for our exciting Student Pkt. 
American College of Nutripathy, 6821-ND 
East Thomas Road, Scottsdale, AZ 85251 
(602) 946-5515. College is Accredited. 



LAW DEGREE OR MBA 


• THRU INDEPENDENT CORRESPONDENCE STUDY 

• LAW GRADUATES QUALIFY FOR 
ADMISSION CA BAR 

(U S. Federal Courts, U S. Supreme Court, U S. Tax 
Courts, plus Administrative Courts as CA Attorney) 

• CALIFORNIA RESIDENCY NOT REQUIRED 

• REGISTERED LAW SCHOOL 

(State of California Committee of Bar Examiners) 

• AUTHORIZED DEGREE PROGRAM 
(Dept, of Education, State of California) 

National toll-free: 800-423-4530 
Calif Residents toll-free: 800-362-7052 
SOUTHLAND UNIVERSITY 
35 N. Craig Avenue, Dept. A4, Pasadena, CA 91107 


EARN MONEY 300% profits—selling quality rings, jewelry 
—low wholesale prices—color Catalog $1 (refundable). Rain¬ 
bow (SU) Creations, 160 Waverly Place, San Francisco, CA 
94108. 


CAREERS 


Enjoy Fabulous Income as a 
Color Consultant 

with nationally known company 

Become a professional in: 

• Color Analysis 
O Makeup Artistry 

O European Skin Care 

• Wardrobe Coordination 

52 years of success in the skin care business. 10 years 
as leader in color consulting. The authentic European 
skin care line developed by Dr. Elizabeth Blumenthal. 
Nationwide training program. 

Contact: Gloria Martony 
Elysee Scientific Cosmetics 
6804 Seybold Rd. 
Madison, Wl 53719 
608-271-3664 


INVENTIONS 


IDEAS, inventions, new products wanted! Call 
1-800-528-6050. Arizona, 1-800-352-0458, ext. 831. 


FREE INFORMATION on offering your invention for sale. 
Kessler Sales Corporation, C-13, Fremont, OH 43420. 


MONEY MAKING OPPORTUNITIES 

UNEMPLOYED? Lucky you. Now you have time to get rich 
the easy way. Free details. SCL Enterprises, Box 337-S, 
Leland, Ml 49654. 


INCREASE YOUR INCOME! Nationwide lender seeks new 
associates. Help arrange loans full/part-time. Top commis¬ 
sions. Complete training. Free details. PFA, Box 84068-S2, 
Los Angeles, CA 90073. 


AGENTS WANTED 

HEAR US OUT! Texas Refinery Corp. offers an opportunity 
for high income PLUS cash bonuses and fringe benefits in 
your area. Regardless of experience, write: W. F. Sears, 
Pres., Box 711, Ft. Worth, TX 76101. 


April issue closes 
February 1. 

If you would like to adver¬ 
tise in Classified for Suc¬ 
cess, or you would like more 
information, call or write: 

Success magazine 
401 N. Wabash Ave. 
Chicago, IL 60611 
Attn: Deborah Arms 
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SUCCCSS-CROSTIC 


by M. Prince Lee 


DEFINITIONS WORDS 



101 

112 

119 

121 

138 145 

36 

40 

B. Copy 







44 

60 

65 

82 

110 

126 

157 

3 

29 


C. Judgment; opinion 







702 

77“ 

48 

34 

55 

67 

14 

27 

87 

116 








755 

140 

D. Fears 

153 

16 

33 

50 

105 

74 



E. Frenchman or 









German 

F. Raises 

77 

107 

128 

22 

42 

57 

64 

93 

97 

131 

2 

23 

58 




G. Attain 

63 

98 

127 

158 

124 




H. Sins 

38 

45 

91 

104 

7 




I. Detroit athletes 

J. Grasp; get 

8 

35 

69 

133 

148 

78 



13 

31 

32 

136 

129 

114 

90 

59 








142 

47 

K. Recover 

L. Fasten securely 
(2 wds.) 

26 

4 

53 

113 

130 




37 

80 

122 

156 

96 

41 

120 

152 

M. Indecency 

25 

72 

10 

1 

151 

68 

56 









754 

732" 

N. Weak 

49 

88 

99 

46 

5 




O. Cutters 

F. First letters 

115 

84 

9 

111 

17 

79 



52 

76 

144 

28 

54 

89 

18 

137 

Q. Shaving mishaps 

R. Piscatorial respirators 

95 

85 

51 

159 

106 




743 

"70" 

19 

Too 

77T 




S. Canoe necessities 

"24" 

~20 

”39" 

7T7 

777 

746 

749 


T. Become gloomy 

30 

109 

147 

43 

21 

1 18 

92 


U. Renewable energy 
source (2 wds.) 







~73~ 

735 

71 

83 

123 

11 

61 

15 

94 

62 






F50 

777 

703 

~6 

V. Pulverizes 

139 

108 

75 

66 

134 

86 




This puzzle is designed to help you develop your creative powers 
and practice the mental cross-pollination used for the R2A2 for¬ 
mula (Recognize, Relate, Assimilate, and Apply) for self-education. 
Using the DEFINITIONS at left, fill in the WORDS column. Then 
transfer the letters from the WORDS column into the correspond¬ 
ing places in the diagram. Work back and forth from diagram to 
WORDS column until all are filled in. A black square marks the 
end of a word. When the WORDS column is complete, the first 
letters from top to bottom will spell out the name of the author 
and the title of an article in this issue of Success. The complete 
diagram will contain a quotation from that article. The answer will 
appear next month. 


■ 

1 M 

2 F 

3 B 

4 K 

5 N 

6 U 

7 H 


■ 

9 O 

10 M 1 

■ 

11 U 

12 B 

■ 

13 J 

14 C 

15 U 

16 D 

17 O 

18 P 

19 H 

20 S 1 

■ 

21 T 

22 E 

23 F 

24 S 

25 M 

26 K 

27 C 

28 P 

29 B 

30 T 

31 J 1 

■ 

32 J 

33 D 

34 C 

35 I 

36 A 

37 L 

38 H 

39 S 

i 

40 A 

41 L 1 

■ 

42 E 

43 T 

44 A 

45 H 

46 N 

47 J 

48 C 

49 N 

50 D 


52 P 

53 K 

54 P 

55 C 

56 M 

57 E 

58 F 

59 J 

60 A 

61 l T 

■ 

62 U 

63 G 

64 E 

65 B 

66 V 

67 C 


69 I 

■ 

70 R 


■ 

72 M 

73 T 

74 D 

75 V 

76 P 

77 E 

78 I 

79 O 

■ 


81 S 

82 B 

83 U 

84 O 

85 Q 

86 V 

87 C 

88 N 

89 P 

90 J 

91 H 

92 T 

93 E 

■ 

94 U 

95 Q 

96 L 

1 

97 F 

98 G 

99 N 

10OR 

— 

101 A 

102 B 

103 L) 

104 H 

■ 

105D 

106Q 

107 E 

108 V 

109T 

1 10B 

mo 

112 A 

113k1 

114 J 

1150 

116C 

117 S 

118T 

119 A 

■ 

120 1. 

121 A 

122 1. 

1231 

124G 

■ 

125R 

126 B 

127G 

128 E 

129 J 

130K 

— 

131 F 

132M 

133 1 

134 V 

■ 

135 T 

136 J 

137 P 

138 A 

139 V 

140C 

■ 

1411! 

142 J 

143 R 

144 P 

145 A 

146 S 

147T 

148 I 

149 S 

■ 

150 U 

151M 

152 L 

153D 

■ 

j 154M 

155 C 

■ 

| 156 L 

157 B 

158G 

159Q 

■ 


Answer to last month’s Success-Crostic 

Author’s name: (Midge) Wilson 
Title of article: (The) Cocaine Crisis 

Quotation: “Therein lies the seductive nature of the cocaine high. 
One constantly feels on the edge of success. And when one is not 
high, the pain of mediocrity becomes acute—and . . . leads to . . . 
more cocaine.” (page 55, column 1) 


Word List 


A. 

Watch TeeVee 

H. Octagon 

O. Refine 

B. 

Impedance 

I. Chiefs 

P. Illiterate 

C. 

Landon 

J. Accuse 

Q. Shouting 

D. 

Shortened 

K. Indecently 

R. Intimate 

E. 

Offense 

L. Noised about 

S. Scythe 

F. 

Nightshade 

M. Enormous 


G. 

Choochoo 

N. Cheese 
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L€TT€RS 


LETTERMAN’S LETTERS 

The cover story profiling David Letter- 
man (“Stranger in the Night,’’ Decem¬ 
ber) was quite good and certainly very 
informative. It provided us Late Night 
viewers with all the background infor¬ 
mation needed to explain how Letter- 
man came to be the affable person he is. 
It also reinforces my own belief that he 
is no phony; he is precisely the nice, 



easygoing guy who comes across our 
TV screens every night. 

Letterman is indeed a success and an 
inspiration for us all to go out and 
achieve. Don’t concern yourself, Dave. 
We are laughing, and your mother has 


no need to ever be embarrassed. She 
should be very proud of you. We cer¬ 
tainly are. 

Regina Caschetto 
Milford, Connecticut 

David Letterman truly is a classic. It was 
great reading about how he got started 
and about his personal life. But I think 
you forgot to mention two people in the 
article: Late Night's musical director 
Paul Shaffer and (“You know him, you 
love him, you can’t live without him ”), 
Larry “Bud’’ Melman, who allegedly 
“produces’’ the show and runs Melman 
Bus Lines. I know the article was about 
Mr. Letterman, who does do a fine job 
alone. I don’t want to take any credit 
away from him. But Paul and his great 
“Most Dangerous Band’’ music and 
Larry “Bud’’ with his crazy commer¬ 
cials really do add a lot to the show. 

Kellie Schwendiman 

Salt Lake City, Utah 

I admire, appreciate, and respect your 
taking an interest in young comedians, 
which is very commendable. But David 
Letterman is an ordinary comic who is a 
capable talk-show host. As far as talent 
and inspiration, there are a lot of other 
comics you would be better off select¬ 
ing. George Carlin, for example, is a 
brilliant, wacky humorist now over¬ 


coming his second heart attack and per¬ 
forming in a 69-city tour this year. Tom 
Dreesen, the comic most liked by all his 
peers, is presently devoting himself to 
running a marathon in Chicago for a 
disease that has taken his sister’s spirit 
and health. Robin Williams has the 
quickest, sharpest, most inventive mind 
of any of the contemporary comedians. 
And nothing in the comedy field can be 
more inspirational than Rodney 
Dangerfield’s comeback story of return¬ 
ing from oblivion to become the hottest 
comedian around. And he has been 
creating more jokes than David Letter- 
man will ever know. 

J. C. Lewis 
Reseda, California 

Comedy, in addition to being a serious 
business, is also a subjective one. 

NOTE IN A BOTTLE 

As a passenger on the Queen Elizabeth 2 
Life Enrichment cruise which was 
chronicled in the December issue (“Suc¬ 
cess Afloat’’), I enjoyed reading about 
and reliving the experience immensely. 
The cruise was the result of hard work 
and careful management, and it should 
be an inspiration to others. I know it 
was the height of my ambition. 

Jeff Johnson 
Huntsville, Alabama 


N€XT MONTH 


NO-BALONEY MAHONEY 

David Mahoney was trying harder long 
before he ever stepped into national 
prominence as the television spokes¬ 
man for Avis Rent-a-Car. Now he’s try¬ 
ing to overcome a misunderstood im¬ 
age with a new bottom-line philoso¬ 
phy. Climb into the driver’s seat with 
the man who’s ready to put Norton 
Simon, Inc. back on track. 

THE OLYMPIC CHALLENGE 

Who carries the real torch when it comes 
to sharpening the U.S. Olympic team’s 
physical edge? Answer: the coaches. 
We’ll disclose how their extraordinary 
motivational techniques and attitudes 
toward mental strength are now work¬ 
ing to build the champions of the coming 
1984 summer games in Los Angeles. 



David Mahoney . . . looking out for No. 2. 


THE SECOND-CAREER QUESTION 

It’s never too late to change your mind. 
Or your career. In a special section from 
an important new book, you’ll learn 
which crucial questions to ask yourself 
before engineering a midstream turn¬ 
about without having to sacrifice your 
salary level or your security. 

HOW COUPLES COPE 

When the pressures of constant career 
demands threaten to pry two people 
apart, what’s the best way to re-create 
the warm compatability of a relation¬ 
ship? Some take off on a weekend of 
bird-watching. Others take a train across 
the European continent. If you’re look¬ 
ing for some suggestions on how to re¬ 
discover your other half, don’t let our 
vacation ideas get away from you. 
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send for it. 


This booklet could 
hold the answer to 
your future success ... 

Do you feel your present job may be leading 
you down a dead end street? If there’s the 
slightest doubt in your mind about your future 
opportunities in your present job, you owe it to yourself 
to send for our booklet on, “Personal Motivation.’’ 


This booklet outlines the remarkable concept and philosophy of SMI International, a 
pioneer and leader in the knowledge/education/communication industry 

The message has been an inspiration to thousands. After reading the booklet, you, too, will begin to realize 
the vast untapped potential and possibilities for accomplishments that lie dormant withing your own being. 

With the booklet you’ll also receive information which outlines the business opportunity available to you at 
SMI. The booklet tells about SMI’s continuing efforts to provide their Distributors and Salesmen with the 
best products ... the best training and sales promotion ... and the best advertising and public relations 
support. The booklet further describes the financial rewards that can be yours as a Distributor for SMI. 

SOUND TOO GOOD TO BE TRUE? Find out for yourself. Send for your free copy of “Personal Motivation” and 
information about the Business Opportunity. There’s absolutely no obligation. 



asmi 

INTERNATIONAL, INC. 



SMI International, Inc. 

P. O. Box 7614 

Waco, Texas 76710 (817)776-1230 
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Please send me without cost or obligation a copy of the booklet, "Per¬ 
sonal Motivation,” and information about the Business Opportunity. 


Name 


Address 
City _ 


.State _ 


_ Zip Code _ 


Phone _ 


Area Code 


Business Phone _ 



















JOIN THE TRUMP CARD 
REVOLUTION! 


A nnouncing Distributorships 
.for the World’s First portable 
miniature billboard available in pro¬ 
tected areas to qualified applicants. 


You get everything in life you 
want if you help other people get what 
they desire. If you have the personal 
charisma to lead others, a sound busi¬ 
ness background, and want to 
become one of the pioneers of a cer¬ 
tain boom industry of the 80s, call 
or write TRUMP CARD 
CORPORATION for details. 


DISTRIBUTOR BENEFITS 



Our business appeals 
to that sense of adven¬ 
ture and spectacle that 
exists to some degree 
in all of us. Our objective 
is to excite those desires 
in our potential custom¬ 
ers. We have found the 
Trump Card to be the 
most effective sales tool 
in years to achieve this 
goal. Our customers in¬ 
variably tell us that the 
visual attraction of our 
card was a major factor 
in their decision to 
come fly with us. Thank 
you, thank you! 

Don Reed, Fantasy Air 
Balloons Unlimited 



I just wanted to drop 
you a line to tell you 
how well our Trump 
Card is working. Every¬ 
one we have given them 
to is highly impressed. 
Not only does it create 
interest in our restaur¬ 
ant, but I have had 
numerous inquiries as 
to where the Trump 
Card can be obtained. 
The Trump Card has 
given a visual impres¬ 
sion better than any 
verbal description 
could. I am very happy 
we have them and I look 
forward to our next 
order. 

Richard Goldberg, 
Henry's 


1. Repeat orders 

2. High profits 

3. Virtually no competition 

4. Average investment $8,000 
secured by sales aids and camera 
equipment 

5. Huge referred lead program 

6. Full distributor & representative 
training 

7. Audio visual & sales training aids 

8. Many clients distributor 
testimonials 

9. Kodak paper for quality 

10. Seminar, awards and contest 
programs 


CLIENT BENEFITS 



I want to thank you for the outstanding job you and 
your company have done on our Trump Cards. The Trump 
Card has provided us a way of arresting the attention 
with humor and conveying the precision service we offer 
to our customers. A picture is indeed worth a thousand 
words. In the short period of time we have had them, this 
card alone has greatly increased our sales by getting the 
message across to the public. Any business should 
really benefit by having the Trump Card. 

Lyle Sibley, Vacuum Doctors 



In the short time I've been using Trump Cards, the response 
from my customers has been terrific. In all the years I 
have been in this business nothing has ever generated 
such excitement. I give a couple of my Trump Cards 
to satisfied customers who pass them on to other 
people who need my service. There is no better way to 
guarantee word of mouth advertising. It works. Trump Card 
is a must for anyone in the pest control industry. I’llneverbe 
without them. 

Pat Barber, Hydrex Pest Control 




1. Fractional cost to 4 color printing 

2. Representative photographs 
on site 

3. 2x3 Z 2 or post card size 

4. Printing available on reverse 

5. 2-3 week turnaround 

6. Dynamic advertising tool 

7. Satisfaction or money back 
guarantee 

8. Miniature brochure people do 
not throw away 

9. The ultimate image maker 

10. Increased profits 


THE MARKET 

Realtors to politicians, restaurateurs 
to doctors, tradesmen to major 
corporations —almost every field of 
occupation listed in the yellow pages 


Our new Trump Cards are absolutely fantastic. We have 
received endless comments on how unique and interesting 
they are. It is a fascinating way to show a potential client 
what it takes to make our computerized 5-mile long 
billboards in the sky. With a glance they can relate in detail 
their feeling of flying with us. It's as though they become a 
member of my precision formation team skytyping their 
giant messages across the sky. What better way to “break 
the ice" with new clients, your pictorial concept becomes an 
excellent conversation piece that keeps promoting enthu¬ 
siasm and appeal for my business. Thank you for your 
creativeness, our new advertising tools have proven to be a 
very definite asset to my company. 

Greg Stinis, Skytypers 


2950 Red Hill Avenue 
Costa Mesa, fc CA 92626 
(714)662- 
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I have been using Trump Cards for two months now. 

A great deal of our business is conducted on the telephone 
and people have no idea of the type and model of our 
limousines. By having a visual representation, we have 
received many more inquiries. Our referral business has 
picked up 100°/o. We include a card with each mail solicita¬ 
tion, and the increase in telephone response has doubled 
my business in six weeks. My advertising dollars have never 
been more effective. To me that is the most effective 
marketing tool I have tried for promoting and personally 
achieving a closer relationship with my customers via my 
Trump Cards. 

Susan Sheridan, Lady Blue Limousine 
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